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TECH-UPDATE 

Presented  by  Mark  Hoover  ofAcuitive,  Inc. 


LEARN  HOW  TO  BUILD  A 
WORLD-CLASS  WEB 
INFRASTRUCTURE  FROM 


OUR  TOP-OF-THE-CLASS 


INDUSTRY  PRO. 


Now — in  just  one  day — you  can  learn  how  to  establish  a  network  and  computing  infrastructure  that  can 
support  a  secure  and  manageable  Web  environment  for  your  business.  Prepare  yourself  for  the  challenges  of 
planning,  building,  and  deploying  a  world-class  Web  infrastructure  that  is  reliable,  scalable,  and  cost-effective — 
one  that  positions  your  company  as  a  leader  in  e-business. 


Unlike  other  Web  seminars,  this  program  will  bring  you  up  to  speed  on  the  full  spectrum  of  challenges 
involved  in  building  a  successful  Web  computing  environment,  including: 

•  Measuring  application-level  performance  and  user  satisfaction. 

•  Understanding  multi-site  traffic  management  and  traffic-shaping  to  create  global  delivery  presence. 

•  Planning  for — and  accommodating — unpredictable  usage  patterns. 

•  Leveraging  state-of-the-art  server  load-sharing  and  caching  techniques. 

•  Outsourcing — what,  when,  and  how. 


Don’t  miss  this  opportunity  to  learn  the  nuts  and  bolts  of  creating  a  rock-solid,  Web  computing  infrastructure 
in  a  unique  interactive  format  that  includes  a  tutorial,  vendor  presentations,  and  a  lively  roundtable  discussion — 
all  in  one  information-packed  day. 


You’ll  walk  away  with  a  tool  kit  full  of  technical  Web  strategies  you  can  use  to: 

•  Pinpoint  the  hardware,  software,  and  management  tools  that  you  can  use  to  tackle  Web  caching, 
load  balancing,  legacy  application  integration,  and  more. 

•  Weigh  the  pros  and  cons  of  out-tasking — is  it  right  for  your  business? 

•  Find  out  how  your  current  networks  and  systems  will  be  stressed  by  e-business  before  you  deploy. 

•  Identify  holes  in  your  implementation  strategy  that  could  sideline  your  e-business  objectives. 


NETWORK  WORLD:  THE  LEADER 
IN  NETWORK  KNOWLEDGE 

|TWfW»IT]MW|  Network  World  is 
IhlhlUiulLLlJ  known  throughout 

the  networking  community  for 
providing  IT  professionals  with 
expert,  unbiased  information  on  the 
latest  technologies  and  trends 
shaping  today's  mission-critical 
networks.  The  Seminars  &  Events 
division  extends  that  service  to  the 
greater  community  in  the  form  of 
face-to-face  and  virtual  educational 
seminars.  Over  15,000  professionals 
attended  our  seminar  series  in  1999. 
This  reputation  combined  with  our 
1 00%  satisfaction  guarantee  makes 
us  the  educator  of  choice  in  the 
networking  industry. 


Get  the  information  you  need  now  to  build  a  network  computing 
infrastructure  for  the  next  generation  of  business — and  beyond! 


Seminar  Tour 

April  5 . Boston,  MA  . .  .The  Radisson  Hotel 

April  6 . New  York,  NY . .  .  .Hilton  and  Towers 

April  17 . San  Francisco,  CA  . Sheraton  Palace 

April  18 . Irvine,  CA . .  .  .Airport  Marriott 

May  17 . Washington,  D.C.  . Hilton  and  Towers  (Arlington,  VA) 

May  18 . Atlanta,  GA . Cobb  Galleria 

May  23 . Dallas,  TX . .  .  .The  Fairmont  Hotel 

May  24 . .  Chicago,  IL . Holiday  Inn  O’Hare 


The  first  thirty  attendees  in  each  city  will  receive  a  copy  of 
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Seating  is  limited,  so  register  today! 

Registration  fee:  $199 

www.nwfusion.f 
or  call  (800)  643-4668 


To  become  a  sponsor  of  this  event,  please  contact  Andrea  D’Amato  at  (508)  490-6520  or  adamato@nww.com. 
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The  High-Performance  Web:  Building 
a  World-Class  E-Business  Infrastructure 


Course  director  and  presenter  Mark 
Hoover  is  President  of  Acuitive,  Inc., 
a  strategic  consulting  firm  focused 
on  the  development  and  application 
of  emerging  network  computing 
technologies — including  those 
needed  for  successful  e-business 
implementation.  Acuitive  provides 
technical  and  marketing  expertise  to 
equipment  vendors,  service  providers 
and  enterprise  network  planners. 
Acuitive  also  publishes  research  on 
emerging  technologies,  educating  end 
users  and  stimulating  I  hu  ■ 
market  development.  I 
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.A  n  CIVIC  U  r  I  U 11  I  U  111  I  I  I  absorbing  3Com’s  customers.  Page  21. 


The  newsweekly  of  enterprise  network  computing 


DIGITAL  FIRE  SALE 


Cabletron  CEO  Piyush  Patel  says  the  company  is  selling 
its  Digital  network  operation.  Page  12. 


April  3,  2000  Volume  17,  Number  14 


DSL  vendors 
look  to  extend 
service  reach 

BY  TIM  GREENE 

SAN  JOSE  —  This  week,  the 
premiere  DSL  show  of  the 
year  will  feature  products 
from  a  host  of  vendors  look¬ 
ing  to  address  one  of  the  knot¬ 
tiest  problems  facing  compa¬ 
nies  trying  to  build  far-flung 
DSL  networks  —  lack  of  ser¬ 
vice  availability. 

A  company  called  Net  to 
Net  Technologies  will  an¬ 
nounce  at  DSLCon  an  access 
multiplexer  small  enough  to  fit 
into  phone  company  remote 
terminals,  confined  structures 
that  have  been  major  obstacles 
to  broader  DSL  deployment. 

In  addition,  several  vendors, 
including  Newbridge  Net¬ 
works  and  Adtran,  will  tout 
See  DSL,  page  98 
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The  network  portal:  www.nwfusion.com 


Service-level  monitoring  tools  help  you  identify  the  source  of  network 
problems  and  keep  tabs  on  your  service-level  agreements.  Page  61. 

REVIEW  Find  out  which  SLA  monitoring  tool  takes  the  prize 
for  accuracy  and  reporting  features.  Page  69. 


Linux  livin'  large  on  mainframe 


Security  needs 
spawn  services 


Managed  detection  services  growing  in  popularity. 


BY  ELLEN  MESSMER 

Companies  installing  intru¬ 
sion-detection  software  to  pro¬ 
tect  their  networks  are  faced 
with  this  practical  question:  Do 
we  have  the  skills  and  time  to 
keep  the  round-the-clock  vigils 
the  software  requires? 

The  alternative  is  going  to  an 
outside  firm  that  offers  a  man¬ 
aged  security  service  that  can 
identify  denial-of-service 
attacks  or  other  threats.  This 
week,  Internet  Security  Sys¬ 
tems  OSS),  which  specializes  in 
scanning  software,  and  start-up 
Counterpane  Internet  Security, 
will  each  begin  offering  its 
own  style  of  managed  intru¬ 
sion-detection  services,  boost¬ 
ing  choice  in  an  underserved 
area  of  security. 

Although  companies  such  as 


UUNET,AT&T  and  Exodus  offer 
managed  firewall  services,  only 
a  few  providers,  including  Pilot 
Network  Services,  have  ven¬ 
tured  to  take  on  what  is 
arguably  the  bigger  challenge. 
And  that’s  monitoring  the  cus¬ 
tomer’s  internal  servers  and 
See  Security,  page  100 
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THAT  SECURE 

FEELING 


Keep  up-to-date:  Subscribe  to 
our  free  security  newsletters. 

Read  more  on  the  offerings 
from  Pilot  and  ISS. 


Novell  faithful  embrace 
company's  One  Net  plan 


BY  MARC  SONGIN1 

POUGHKEEPSIE,  NY  — 
Some  might  think  IBM’s  ven¬ 
erable  mainframes  and  up¬ 
start  Linux  are  about  as  com¬ 
patible  as  Microsoft  and  the 
Department  of  Justice. 

But  that  perception  is 


rapidly  changing. 

At  its  IBM  Design  Center  for 
e-transaction  processing  open¬ 
ing  in  Poughkeepsie,  N.Y.,  IBM 
last  week  demonstrated  its 
Linux  system  running  on  the 
S/390  and  hinted  that  plans 
are  in  the  works  to  introduce 
versions  of  its  software,  such 


as  the  Websphere  Web  applica¬ 
tion  server,  optimized  to  run 
on  mainframe-based  Linux. 

IBM  is  also  testing  and  eval¬ 
uating  the  viability  of  porting 
such  products  as  the  Lotus 
Domino  Web  server,  the  DB2 
database  and  the  MQSeries 
application  messaging  soft¬ 
ware,  among  other  packages, 
to  run  on  S/390  Linux,  says  Jeff 
Nick,  an  IBM  executive.  The 
company  is  planning  to  craft  a 
Java  Virtual  Machine  0VM) 
specifically  to  let  Java  applica¬ 
tions  run  Big  Iron  Linux. 

Additionally,  IBM  is  actively 
looking  for  partners  to  dis¬ 
tribute  and  install  Linux  on 
See  Linux,  page  97 


BY  DENI  CONNOR 
AND  JOHN  FONTANA 

Novell’s  latest  attempt  to 
redefine  its  overarching  vision 
—  a  directory-centric,  multi¬ 
platform  blueprint  called  One 
Net  —  received  generally  posi¬ 
tive  reviews  last  week  from 
those  attending  the  company’s 
annual  user  conference. 


“Novell  is  busy  building  out 
our  One  Net  vision,  a  world  in 
which  all  types  of  networks  — 
intranets,  extranets,  corporate, 
public,  wired  to  wireless  — 
See  Novell,  page  96 
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see  Pages  96,  97. 
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Twenty-five  anxious  passengers 
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Make  that  four  empty  seats. 


my^Tcom 


Sara  Berg  had  a  problem:  a  cancelled  flight, 
a  strange  city,  and  a  strong  desire  to  sleep  in 
her  own  bed.  So  she  logged  on  to  mySAP.comT.M 
With  a  few  clicks,  she  went  right  to  a  travel 
booking  system  and  grabbed  a  seat  on  the  next 
flight  out.  And  with  those  same  few  clicks, 
her  expense  report  and  travel  plans  were  also 
updated.  Instantly.  Easily.  Automatically. 

What  is  mySAP.com?  Its  a  new  way  to  use  the 
Internet  to  run  your  business  more  intelligently. 

A  way  for  lots  of  companies  -  together  with 
their  employees,  customers,  suppliers,  and 
partners  -  to  work  as  if  they  were  one  extremely 
well-run  company. 

Want  to  find  out  how  every  person  in  your 
organization  can  be  more  powerful?  Visit 
www.sap.com/ mysap  and  we'll  show  you  how. 

you  can.  it  does. 


©2000  SAP  AG.  SAP,  the  SAP  logo,  and  the  mySAP.com  logo  are  registered  trademarks 
of  SAP  AG  in  Germany  and  several  other  countries. 


rtel  Networks,  the  Norte)  Networks  logo,  the 
XX}  Nortel  Networks  All  rights  reserved 


eBusiness 


Well,  you've  nailed  another  one,  Sehor  Sosa.  Opportunity’s  what  it's  all  about  And  in  eBusiness,  it's 
knocking  louder  than  ever.  Because  we've  developed  a  portfolio  of  customer  relationship 
solutions  that  enables  companies  to  integrate  their  sales,  marketing  and  service 
capabilities  with  the  new,  high-performance  Internet.  Turning  every  point  of  customer  interaction  into  an 
opportunity  for  stronger,  more  profitable  customer  relationships.  Just  one  more  way  we’re  evolving 
eBusiness  into  the  way  you  do  business  every  day.  So  come  together,  right  now  with 
Nortel  Networks™  And  make  the  Internet  whatever  you  want  it  to  be.  nortelnetworks.com 


N£?RTEL 

NETWORKS 

How  the  world  shares  ideas. 


Globemark  and  *How  the  world  shares  ideas.’  are  trademarks  of  Nortel  Networks.  'What  do  you  want  the  Internet  to  be?'  is  a  service  mark  of  Nortel  Networks. 


APRIL  3,  2  000 

8  Aerospace  industry  to  build  B2B  site. 

10  Wyse  redefines  'thin'  clients. 

10  CA  targets  quality  of  service,  service-level  management. 
12  Cabletron  to  sell  Digital,  NetVantage  operations.  p 

12  Qwest  taps  IBM  to  build  data  centers. 

14  ISPs  jump  on  OC-192  bandwagon. 

14  Sun  combines  Gigabit  Ethernet,  Fibre  Channel  support. 

18  Lucent  venture  dives  into  broadband  video. 

96  Reporter's  Notebook:  BrainShare  2000. 

97  Novell  to  enhance  NDS,  desktop  management. 

98  Shoreline  beefs  up  IP  PBX. 


Infrastructure 


21  CacheFlow,  Akamai  team  on  caching. 

21  Is  Extreme  Networks  ready  for  3Com  shops? 

24  Crossroads  exec  talks  up  SAN  futures. 

24  IBM  bolsters  networked  storage  capacity. 

28  New  software  eases  VPN  administration. 

30  Kevin  Tolly:  Network  riptide  —  Acquisitions  and  spinoffs. 


Novell 


Page 


97 


Carriers  &  ISPs 

33  Analysts  question  enterprise  net  claims. 

33  McCleary  talks  about  USi  and  the  ASP  market. 

36  What  a  CEO  does  when  the  workday  ends. 

38  David  Rohde:  CLECs  may  have  no  savior  this  time. 

Enterprise  Applications 

41  Web  software  caters  to  project  teams. 

42  ASP  gets  insurer  and  its  law  firms  in  sync. 

44  Ipswitch  looks  to  simplify  network  monitoring. 

45  Software  provides  glue  between  trading  partners. 

46  CrossCommerce  targets  online  sales. 

48  Scott  Bradner:  Unexpected  nonresult. 


SPECIAL  FOCUS:  ELECTRONIC  MESSAGING.  Outsourcing  firms 
are  starting  to  address  corporate  messaging  needs.  Page  50. 


Technulogy  Update 

55  Bubbles  give  rise  to  optical  advance. 

56  Gearhead:  Be  there,  does  that.  Wow! 

Management 

76  Standard  issue:  Rolling  out  a  single  desktop  configuration  across  a  company 
is  one  thing,  but  making  sure  users  keep  it  that  way  is  another. 


What’s  the  point  of  signing  a  service-level 
agreement  with  your  WAN  provider  if  you  can’t 
independently  verify  that  you’re  getting  what 
you  paid  for ?  With  service-level  monitoring 
tools,  you  can  keep  tabs  on  your  WAN  links 
in  real  time.  Page  61. 

REVIEW:  Visual  UpTime  from  Visual  Net¬ 
works  wins  our  test  of  service-level  monitoring  tools 
for  its  accuracy  and  reporting  features.  Page  69. 


'  LivePublish  Suite  2.0:  If  you're  looking 
for  a  handy  tool  to  help  you  post  informa 
tion  on  your  intranet  site,  check  out 
LivePublish  Suite  2.0.  Page  75. 


Editorial  I  All  hands  are  on  deck  for  our 
broadband  access  debate.  Page  58. 

Daniel  Blum:  Explore  your  e-business 
directory  management  options.  Page  59. 


Winn  Schwartau:  An  effective  way  to  disarm  online 
muggers.  Page  59. 


Backspin:  Napster  for  adults  and  idiots.  Page  102. 

'Net  Buzz  :  Zaplets  are  coming  to  an  in-box  near  you. 

Page  102. 


Net  Know-It-All . Page  8 

Ask  Dr.  Intranet . Page  55 

Message  Queue . Page  58 

Editorial  and  advertiser  indexes . Page  95 


CONTACT  US 


Network  World,  118  Turnpike  Road,  Southborough,  MA  01772;  Phone:  (508)  460-3333;  Fax:  (5081  490-6438;  E-mail:  nwnews@nww.com; 


CIRCULATION:  Phone:  (508)  490-6444;  Fax:  (508)  490-6400;  E-mail:  nwcirc@nww.com;  STAFF:  See  the  masthead  on  page  14  for  more  contact  information.  REPRINTS:  (717)  399-1900 
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j  now  have  a 

Drawing  from  the  proven  technology  and  stability  of  an  S&P  500  company, 
Enterasys  brings  a  fresh,  new  approach  to  enterprise  networking  and  has  the 
solutions  to  back  it  up.  E-commerce.  VPNs.  Convergence.  Wireless. 
Application-based  networking.  Next-generation  management,  All  developed 
strictly  for  enterprise  customers  like  you.  And  no  other  vendor  can  deliver  the 
total  support  package  like  Enterasys.  We  have  the  enthusiasm  and  energy  of  a 
start-up.,  plus  the  worldwide  resources  and  established  partnerships  to  give  your 
enterprise  the  undivided  attention  it  deserves. 
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-  We  are  here 

If  you’re  a  3Com  customer,  we’ll  make  your  transitions©^  better  performing 
enterprise  even  easier  and  more  affordable.  Now  get  up  to  $  1 000  per  port  for  your 
discontinued  CoreBuilder  products  when  you  upgrade  to  Enterasys! 

,  the  choice  is  simple. 


With 


toll  free  I  -877-8  18-0925  today  for  more  details  or  visit  us  on  the  web  at 

www.enterasys.com/buyback. 


% 


We  are  Enterasys. 

An  exciting  new  company  singularly  focused  on  delivering 
strategic  e-business  solutions  to  enterprise  customers. 


Corporate  Headquarters  |  35  Industrial  Way,  Rochester,  NH  03867  |  603.332.9400 


www.enterasys.com/buyback 
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RESEARCH 

Spider  Bytes:  The  Web's  best  tools  and  tips 

•  What  do  Systers  and  Webgrrls  have  in  common?  They  both  are  trade 
organizations  for  women  in  the  IT  industry.  Find  links  and  more.  DocFinder:  7537 

•  Where  did  makeup  peddlers  in  Britain  turn  when  they  needed  backup?  Avon 
Cosmetics  leaned  on  NetStore,  an  application  service  provider  in  the  U.K.  Read 
the  case  study.  DocFinder:  7536 

•  What  bugs  are  cropping  up  on  personal  digital  assistants?  What  happens  to 
PDAs  when  they  age?  Find  out  at  the  Palm  InfoCenter.  DocFinder:  7535 

Newsletters 

From  the  ASPs  Newsletter,  DocFinder:  7534 

"As  providers  all  vie  for  customer  attention  and  try  to  satisfy  every 
user  need,  their  messages  are  becoming  confused.  So  much  marketing  is 
being  pushed  out  that  customers  are  only  hearing  noise." 


Sign  up  for  this  and  other  free  e-mail  newsletters  online.  DocFinder:  3850 


FORUMS 

"I'd  be  so  tired  when  I  got  home  that  I  wouldn't 
have  the  energy  to  spend  time  with  my  kids,  the 
youngest  of  whom  is  still  in  his  first  year.  Its  only 
been  recently  that  he's  seen  me  enough  to  know 
I'm  Daddy." 

—  From  the  “Fathers  at  work”  forum,  DocFinder:  7532 


BARNEY'S  RUBBLE 

The  best  of  the  NetFlash  daily  newsletter 


Play  ball 

It's  that  time  of  year  again  —  the  time  when  otherwise  rea¬ 
sonable  people  bake  in  the  hot  sun,  swill  gallons  of  flat 
American  beer  and  yell  at  people  who  make  far  more  money 
than  anyone  should.  That's  right,  baseball  season  is  here.  And 
that  means  rich  teams  like  the  Yankees  are  going  to  have  the 
advantage  over  the  poorer  franchises  like  the  lowly  Twins.  But 
baseball  has  a  clever  new  plan  to  even  the  score  —  giving  the 
central  authority  (I  think  his  name  is  Bud)  all  Internet  rights. 
Bud,  in  turn,  will  evenly  distribute  the  proceeds  back  to  all 
teams,  giving  those  less-endowed  a  little  more  cash  to  throw 
around.  It's  going  to  take  a  lot  of  the  green  stuff  for  the  Twins 
to  catch  up  with  the  Yanks.  And  being  from  Boston,  I  don't 
even  want  to  talk  about  the  Red  Sox.  DocFinder:  7540 

The  case  of  the  missing  White  House  e-mails 

As  if  there  weren't  enough  scandal  in  the  White  House, 
now  come  reports  that  e-mails  relating  to  campaign  impro¬ 
prieties  and  personal  indiscretions  are  missing.  Apparently 
the  system  that  was  supposed  to  archive  e-mails  had  a  glitch 
that  allowed  thousands  of  e-mails  to  avoid  capture.  Wonder 
if  Bill  gave  his  friend  Al  the  job  of  programming  this  puppy. 
DocFinder:  7541 

Online  insurance  hub  exposed  personal  data 

Whoops.  That  is  what  the  IS  guy  at  SelectQuote  must  have 
said  (or  maybe  he  used  stronger  language)  when  a  simple 
JavaScript  fix  led  to  personal  medical  information  being  posted 
for  the  world  to  see.  Thank  goodness  no  one  got  to  see  my 
records.  Who  would  want  to  read  about  my  warts,  shingles, 
failed  liposuction  and  unremitting  halitosis?  DocFinder:  7542 

—  Doug  Barney,  executive  editor,  news 

Sign  up  for  this  e-mail  newsletter  online.  DocFinder:  3850 


COLUMNISTS 

Water  Cooler 

Just  the  Facts 

Fusion  Staff  Writer  Jason  Meserve  looks  at  Fact  City,  a  next- 
generation  search  engine  that  answers  queries  with  answers  to 
your  questions,  instead  of  links  to  other  Web  pages. 

DocFinder:  7538 


Other  forum  topics: 

Load  balancing 

A  user  seeks  help  getting  her  new  load-balancing  software  to  mirror 
documents  across  four  servers.  DocFinder:  7533 


Keeping  Current 

Cisco  livin’  large 

According  to  news  reports,  Cisco  is  bigger 
than  Microsoft.  What  does  it  mean? 

DocFinder:  7529 


SEMINARS  8  EVENTS 

Shaping  your  new  LANscape 

What  are  the  latest  developments  in  quality  of  service,  net  manage¬ 
ment  and  server-side  issues?  Find  out  when  you  sign  up  for  our  free 
State  of  the  LAN  seminar.  DocFinder  6927 


Help  Desk 

Windows  shopping 

Problem:  A  reader  is  running  Windows  2000  Beta  3  on  a  dual¬ 
boot  system  with  Windows  98.  However,  Windows  98  is  no 
longer  functional.  So  which  is  the  best  upgrade  path:  the  Win 
2000  CD  or  the  full  Win  2000  installation? 

Solution:  Log  on  to  find  out  the  answer.  DocFinder:  7530 
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We've  made  it  easy  to  access  articles  and  resources  online.  Simply  enter  the  four-digit  DocFinder 
number  in  the  search  box  on  the  home  page,  and  you  will  jump  directly  to  the  requested  info. 
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MCI  WorldCom  to  offer  e-mail 

MCI  WorldCom  today  is  expected  to  unveil 
a  new  managed  e-mail  service  for  enterprises 
in  conjunction  with  Critical  Path,  a  key 
provider  of  messaging  platforms  to  service 
providers.  Options  will  include  fully  hosted 
Microsoft  Exchange  e-mail  and  collaboration 
applications,  and  integration  of  internally 
managed  mail  servers.  The  managed  service 
will  allow  network  administrators  to  retain 
control  of  moves,  adds  and  changes  while 
turning  over  all  or  part  of  e-mail  management 
—  including  virus  scanning,  content  filtering 
and  other  functions  —  to  the  carrier. 

AT&T  takes  stake  in  key  VoIP  player 

An  AT&T-led  consortium  last  week  took  a 
39%  stake  in  Net2Phone,  one  of  the  top  con¬ 
sumer-oriented  voice-over-IP  telephony 
providers.  As  part  of  the  transaction,  the  con¬ 
sortium  will  purchase  shares  from  IDT  Corp., 
Net2Phone’s  controlling  shareholder.  Net2- 
Phone  —  lauded  by  AT&T  CEO  C.  Michael 
Armstrong  as  “the  Internet’s  very  own  phone 
company”  —  features  voice  mail  services 
available  on  popular  Web  portals  and  makes 
its  network  available  to  other  carriers  looking 
for  IP  transport.  AT&T  and  Net2Phone  will 
develop  new  Internet  voice  applications  for 
AT&T’s  cable  telephony  business. 

SEC  initiative  sparks  concerns 

The  Securities  and  Exchange  Commission 
says  it  wants  to  automate  surveillance  of  the 
online  world  to  quickly  nab  scam  artists  run¬ 
ning  illegal  get-rich-quick  schemes.  But  the 
proposal  has  drawn  a  volley  of  criticism  from 
several  quarters,  including  privacy-advocacy 
groups  and  the  consultancy  Pricewaterhouse- 
Coopers,  which  contend  individual  privacy 
rights  could  be  eroded  under  such  a  plan.  SEC 
authorities  respond  that  the  online  monitor¬ 
ing  process  —  which  would  probably  rely  on 
keyword  searches  for  expressions  such  as 
“Make  Money  NOW!”  —  would  simply  auto¬ 
mate  the  kinds  of  manual  surveillance  SEC 
agents  have  to  routinely  perform  today  to 
conduct  investigations  to  protect  the  public 
against  stock  fraud. 

Netscape  browser  hits  beta 

A  beta  version  of  AOL’s  eagerly  awaited 
Netscape  6  Web  browser  will  be  unveiled 
Tuesday  at  Internet  World  in  Los  Angeles.  The 
new  version  is  based  on  a  software 
core  called  Gecko  —  itself  the  fruit  of  public 
contributions  from  Mozilla,  a  community 
of  programmers 
who  oversee  the 
Netscape  open 
source  software  ini¬ 
tiative.  The  Gecko 
browser  promises  to 
be  faster,  better  and 
smaller  than  archri¬ 
val  Microsoft  Inter¬ 


net  Explorer:  5.5M  bytes  compared  with  a 
swollen  29M  bytes.  The  key  to  the  browser’s 
future  may  lie  in  how,  and  whether,  AOL  can 
package  the  browser  seamlessly  with  content 
and  applications  on  its  Web  portals. 

Debating  the  'Net  client's  future 

At  Internet  World  in  Los  Angeles  on 
Tuesday,  Network  World  will  sponsor  “The 
Internet  Client  of  the  Future”  panel.  Are  we 
really  in  the  “post  PC” 
world?  Are  we  ready  to 
close  the  door  on 
Windows?  Is  wireless 
the  way  to  go.  And  just 
what  is  up  with  Linux? 
Executives  from  Sun, 
Wireless  Knowledge  (a 
joint  venture  of  Micro¬ 
soft  and  Qualcomm), 
Palm  and  VA  Linux  will 
debate  these  and  other 
issues,  including  your  questions  about  the 
nature  of  the  Internet  client  and  how  it  will 
affect  enterprise  computing. 

Enterasys  to  tout  new  switch 

Cabletron’s  Enterasys  enterprise  network 
business  this  week  will  attempt  to  counter 
last  week’s  bad  news  —  a  40%  drop  in 
Cabletron’s  market  value  —  by  announcing 
a  new,  high-density  wiring  closet  switch. The 
Matrix  E7  is  a  Layer  2  Fast  Ethernet  and 
Gigabit  Ethernet  switch  for  wiring  closets.  It 
also  features  Layer  3  services  such  as  packet 
filtering,  security  and  quality  of  service,  as 
well  as  an  optional  centralized  routing  mod¬ 
ule.  Expected  to  ship  later  this  month,  the 
Matrix  E7  will  support  up  to  80  Gigabit 
Ethernet  and  330  to  500  10/100M  bit/sec 
Ethernet  ports,  sources  say. 

Microsoft  vs.  D0J  news  expected 

The  Department  of  Justice’s  antitrust  case 
against  Microsoft  is  inching  closer  to  another 
milestone  . . .  one  way  or  the  other.  If  the  two 
sides  cannot  reach  a  settlement  before  this 
Friday,  Judge  Thomas  Penfield  Jackson  is 
expected  to  issue  his  opinion  on  whether 
Microsoft  violated  antitrust  laws.  The  Neu> 
York  Times  reported  last  week  that  Jackson- 
appointed  mediator  Judge  Richard  Posner 
says  he  will  discontinue  his  efforts  this  week, 
which  would  likely  trigger  Jackson’s  ruling. 

Banyan  to  become  ePresence 

Banyan  Worldwide,  which  last  year  trans¬ 
formed  itself  from  a  software  developer  into  a 
services  company,  is  changing  its  name  to 
ePresence,  Inc.  on  April  10.  In  May,  the  firm, 
which  once  staked  its  business  on  its  Street- 
Talk  directory  and  VINES  operating  system, 
will  announce  a  host  of  new  services  to  go 
along  with  its  portal,  infrastructure  and  direc¬ 
tory  services.  Banyan  earlier  this  year  spun  off 
Switchboard,  it’s  online  phone  books. 


Aerospace  firms  look  to 
build  big  B2B  Web  site 


BY  CAROLYN 
DUFFY  MARSAN 

The  nation’s  leading  aero¬ 
space  companies  have  joined 
forces  with  software  suppliers 
Commerce  One  and  Microsoft 
to  create  what  is  expected  to 
be  the  largest  and  most  com¬ 
plex  business-to-business  e- 
commerce  Web  site  ever  built. 

A  new  venture  owned  by 
the  participating  companies 
will  develop  and  operate  the 
Web  site. The  goal  is  to  stream- 


Aerospace  Industries 

Association  in  Washington, 
D  C.  “We’re  looking  to  better 
integrate  ourselves  with  our 
customers  and  suppliers  and 
to  have  a  seamless  way  of 
doing  business.” 

The  companies  involved  in 
the  venture  —  Boeing, 
Lockheed  Martin,  Raytheon 
and  BEA  Systems  —  do  busi¬ 
ness  with  national  govern¬ 
ments,  hundreds  of  airlines 
and  more  than  37,000  suppli¬ 
ers  that  will  be  invited  to  join 


Marketplace  e-volution 


Industry-specific  online  marketplaces,  such  as 
the  one  being  formed  by  Boeing  and  other  aero¬ 
space  companies,  are  expected  to 
boom  over  the  next  five  years. 
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line  the  way  aero¬ 
space  companies  buy  parts 
and  services  as  well  as  to  auto¬ 
mate  how  they  sell  and  sup¬ 
port  airplanes,  weaponry  and 
spacecraft. 

“In  the  future,  for  all  aero¬ 
space  companies,  the  entire 
business  will  be  run  on  the 
Web,”  says  Howard 
Aylesworth,  who  tracks  e-com- 
merce  initiatives  for  the 


the  Web  marketplace.Together 
these  companies  spend  $71 
billion  per  year  on  goods  and 
services. 

Announced  last  week,  the 
aerospace  e-commerce  ven¬ 
ture  is  modeled  after  similar 
efforts  in  the  automotive,  ener¬ 
gy  and  telecommunications 
industries.  In  all  of  these  deals, 
rival  companies  team  up  to 
create  electronic  market¬ 
places  where  they  can  pool 
their  purchasing  power  to  get 
discounts  from  their  suppliers 
and  earn  transaction  fees  on 
sales. 

In  another  example,  15  of 
the  nation’s  largest  electric 
and  gas  companies  last 
week  formed  a  consortium  to 
build  an  Internet  business 
exchange  with  suppliers.  The 
consortium  expects  to 
announce  an  independent 
company  in  June,  followed  by 
the  creation  of  the  business-to- 
business  marketplace. 

“These  consortia  are 
putting  competition  aside  to 
recognize  the  cost  savings 
See  Aerospace,  page  16 
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Wyse  Technology  redefines 


'thin'  client  product  line 


BY  JOHN  COX 

SAN  JOSE  —  Thin-client 
pioneer  Wyse  Technology  this 
week  is  launching  the  first  of 
four  new  product  lines  that 
will  emerge  over  the  next  few 
months. 

Three  of  the  new  product 
lines  will  target  enterprise 
needs,  from  Windows-based  ter¬ 
minals  to  what  Wyse  calls  “solid 
suite  PCs”  —  compact  boxes 
with  embedded  Windows  NT,  a 
custom  set  of  applications  and  a 
lot  of  memory  . 

The  new  low-end  product 
—  the  Winterm  3200LE  —  is  a 
Windows-based  terminal  and 
less  than  half  the  size  of  a  stan¬ 
dard  PC  keyboard.  The  com¬ 
pact  size  was  achieved  by 
using  the  Geode  Pentium- 
compatible  microprocessor, 


co-developed  by  Wyse  and 
National  Semiconductor.  The 
Geode  packs  such  things  as 
video  processing  and  sound 
onto  a  single  chip.  It  needs  just 
2  watts  of  power. 

The  3200LE  has  a  10/ 
100Base-T  Ethernet  connec¬ 
tion.  It’s  loaded  with  TCP/IP,  a 
version  of  Windows  CE  and 
both  Citrix  Systems’  Inde¬ 
pendent  Computing  Architec¬ 
ture  and  Microsoft’s  Remote 
Desktop  Protocol  for  commu¬ 
nicating  to  a  multiuser  NT 
server  or  Windows  2000  Server. 

The  3200LE  has  two  univer¬ 
sal  serial  bus  ports,  one  of 
which  is  reserved  for  a  USB 
keyboard,  and  supports  1 6-bit 
stereo  audio.  It  is  available  now 
at  an  estimated  price  of  $449. 

At  the  opposite  end  of  the 
spectrum  is  Winterm  8360SE, 


or  WinCAT,  for 
Windows  Customer- 
Application  Terminal. 

In  addition  to  the  soft¬ 
ware  stack  in  the 
Winterm  line, WinCAT 
runs  the  embedded 
version  of  NT  4.0 
Desktop  and  Micro¬ 
soft  Internet  Explorer 
5.0.  To  accommodate 
the  Microsoft  soft¬ 
ware  and  a  custom 
set  of  applications 
designated  by  the 
customer,  WinCAT  is 
packed  with  48M  to  96M  bytes 
of  RAM,  and  64M  to  128M 
bytes  of  dynamic  random- 
access  memory. 

Wyse  works  with  a  reseller 
to  transform  a  customer’s 
applications  into  a  set  of  com¬ 
ponents  that  can  be  loaded  on 


unnamed,  positioned 
between  the  new 
Winterm  3200LE  and 
WinCAT. 

A  standard  model 
will  nm  Windows  CE 
and  include  Internet 
Explorer  4.0.  A  profes¬ 
sional  model  will  use 
embedded  NT  and 
carry  Internet  Explorer 
5.0  along  with  Win¬ 
dows  Media  Player. 

The  fourth  product, 
code-named  Blazer, 
will  be  a  line  of  cus¬ 
tomizable  Internet  appliances 
without  a  scrap  of  Microsoft 
code,  McNaught  says.  The 
devices  will  be  sold  to  appli¬ 
cation  service  providers  or 
other  companies,  such  as 
banks  that  want  to  offer  brand¬ 
ed  Internet-based  services.  S 


The  Wyse  3200LE  runs  Windows  CE  and  is  available 
for  $499. 

to  WinCAT,  says  Jeff  Mc¬ 
Naught, Wyse  vice  president  of 
marketing. 

WinCAT  is  available  now  at 
an  estimated  price  of  $945. 

In  a  few  weeks,  Wyse  will 
unveil  the  third  enter¬ 
prise  product  line,  as  yet 


CA  targets  quality  of  service,  service-level  management 


Company’s  software  will  let  users  prioritize  traffic,  help  ensure  service-level  agreements  are  being  met. 


BY  MARC  SONGINI 

ISLANDIA,  NY.  —  Com¬ 
puter  Associates  is  readying 
software  to  help  companies 


ensure  their  networks  deliver 
appropriate  service  levels  to 
end  users. 

The  new  tools,  currently  in 
beta  form,  are  add-on  modules 


for  NetworkIT  2.0,  CA’s  Unix 
and  Windows  NT-based  net¬ 
work  monitoring  and  manage¬ 
ment  product.  NetworkIT 
works  with  CA’s  flagship 


Unicenter  TNG  enterprise  man¬ 
agement  software  and  handles 
tasks  such  as  discovering 
devices  on  a  network  and  pre¬ 
dicting  potential  net  failures. 

One  new  module,  Network¬ 
IT  QoS,  lets  companies  priori¬ 
tize  certain  types  of  traffic 
and  see  to  it  that  enough  net¬ 
work  bandwidth  is  available 
to  support  that  traffic. 

Using  a  server-based  Policy 
Manager,  IS  staff  can  define 
which  classes  of  applications 
or  end  users  will  get  priority 
treatment,  and  when.  After  the 
rules  are  set,  the  Policy 
Manager  posts  them  via 
agents  to  other  servers  and 
clients  through  the  network, 
instructing  them  to  give  spe¬ 
cial  priority  headers  to  appro¬ 
priate  IP  packets. The  headers 
will  tell  downstream  routers 
to  guarantee  delivery  of  prior¬ 
ity  data  over  other  types  of 
traffic. 

NetworkIT  QoS  can  also 
exploit  Resource  Reservation 
Protocol  (RSVP)  technology 
to  tell  the  network  to  allot 
bandwidth  in  advance  of  pri¬ 
ority  traffic  arriving,  says 
Trevor  Kemp,  a  CA  executive. 
Network  professionals  can 


CA  OFFERS  SERVERLESS 
BACKUP  PACKAGE  FOR  SANS 


omputer  Associates  last  week  an¬ 
nounced  a  serverless  backup  and 
restore  software  line  for  storage-area 
networks  (SAN). 

CA's  ARCservelT  software  will  let 
companies  back  up  data  from  disk  to 
tape  without  using  taxing  server  CPUs  or 
LAN  bandwidth,  says  Peter  Malcolm,  senior 
vice  president  for  storage  solutions. 

The  software,  which  the  company  will  dis¬ 
play  at  its  customer  conference  in  New 
Orleans  next  week,  uses  the  Storage 
Networking  Industry  Association's  extended 
copy  command  standard. 

Malcolm  and  executives  from  IBM  and 
Pathlight  Technology  who  also  participated 
in  CA's  press  conference  last  week,  say  the 
software  will  work  on  hardware  from  a  num¬ 
ber  of  vendors. 


ARCservelT  has  exceeded  backup  speeds 
of  30M  bytes  per  second,  according  to  Said 
Rahmani,  senior  vice  president  at  Pathlight,  a 
SAN  firm. 

ARCservelT  comes  in  three  editions,  span¬ 
ning  workgroups  to  enterprises.  The 
Enterprise  Edition  is  for  large  companies  that 
use  multiple  computer  operating  systems 
and  applications.  It  works  across  a  mix  of 
Windows,  Unix,  Macintosh,  OS/2  and 
NetWare  clients  and  servers.  It  further  sup¬ 
ports  application  agents  for  large  databases, 
messaging,  groupware  and  business  applica¬ 
tions,  including  Microsoft  SQL  Server  and 
Exchange,  SAP  R/3  and  Lotus  Notes. 

More  information  is  available  atwww.ca. 
com/arcserveit. 

—  Nancy  Weil,  IDC  News  Service 


define  the  rules  on  the  Policy 
Manager  via  a  Web-enabled 
graphical  user  interface. 

The  other  new  module, 
NetworkIT  Service  Level  Man¬ 
agement  Option,  assists  users 
in  implementing  service-level 
agreements  (SLA).  The  prod¬ 
uct  gathers  a  wide  variety  of 
statistics  about  the  network 
and  assesses  them  to  deter¬ 
mine  if  a  given  SLA  is  being 
met  and  to  alert  net  managers 
if  it  is  not,  Kemp  says. 

The  software  can  also  be 
used  to  define  SLAs  for  work¬ 
groups,  business  processes 
and  individuals. 

NetworkIT  2.0  is  available 
now  and  pricing  starts  at 
$7,000  for  managing  1,000  de¬ 
vices.  CA  has  not  announced 
yet  when  the  modules  will 
become  generally  available  or 
how  much  they  will  cost. 

CA:  www.cai.com/products/ 
networkit.htm 
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Vantage  operations 

Company  looks  to  cut  loose  older  technologies  only  two  years  after  acquiring  them. 


BY  JIM  DUFFY 

ROCHESTER ,  N.H.  —  In  an 
effort  to  further  streamline 
operations  and  focus  on  high- 
growth  markets,  Cabletron 
plans  to  divest  itself  of  the 
Digital  Equipment  Corp.  net¬ 
work  operations  it  acquired 
two  years  ago. 

Cabletron  last  week  said  it 
will  sell  its  Digital  Networks 
Product  Group  (DNPG)  and 
NetVantage  operations  within 
90  days.  NetVantage  was  a 
maker  of  low-end  stackable 
LAN  switches  that  Cabletron 
acquired  in  1998. 

“Last  month,  we  hired  an 
investment  banker  to  do  a 
sale  of  those  groups  and 
we’ve  made  very  good 
progress,”  says  Piyush  Patel, 
Cabletron  CEO.  “I  feel  com¬ 
fortable  that  we’ll  be  able  to 
announce  the  transactions  in 
the  next  90  days,  or  probably 
sooner.” 

Users  of  these  products  will 
soon  have  new  suppliers  or 
will  have  to  find  suppliers  of 
similar  equipment.  Also, 
Cabletron  customers  —  or 
customers  of  its  four  operat¬ 
ing  companies  (NW,  Feb.  14, 
page  1)  —  may  be  impacted  if 
the  product  divestiture  proves 
to  be  a  distraction  for 
Cabletron. 

The  Digital/NetVantage  de¬ 
velopments  follow  Cable¬ 
tron’s  announced  plans  to 
split  itself  into  four  separate 
companies  in  order  to  better 
address  high-growth  markets 
and  increase  shareholder 
value. 

Patel  says  Cabletron  is 
courting  both  “financial”  and 
“strategic”  buyers  for  the 
Digital  and  NetVantage  opera¬ 
tions.  Financial  buyers  milk 
the  business  for  cash  and  prof¬ 
it,  and  are  not  committed  to 
investing  in  it.  Strategic  buyers 
purchase  operations  to  make 
them  part  of  their  product 
portfolio  and  retain  strong 
brand  recognition. 

Cabletron  will  also  reduce 
its  workforce  by  600  to  800 
employees  in  the  first  quarter 
of  fiscal  2001  as  it  jettisons 
these  operations  and  discontin¬ 
ues  other  product  lines  that  are 
not  core  to  the  business,  says 


David  Kirkpatrick, 
Cabletron’s  chief  finan¬ 
cial  officer.  Those  lines 
include  low-density 
switching  equipment 
and  remote  access 
products. 

The  company  ex¬ 
pects  to  report  a  first- 
quarter  2001  loss  of 
$25  million  to  $45 
million  due  to  charges 
associated  with  the 
restructuring,  Kirk¬ 
patrick  says. 

Cabletron  acquired  DNPG 
for  $430  million  in  February 
1998  for  its  channel  distribu¬ 
tion,  and  service  provider  and 
international  product  expo¬ 
sure.  Cabletron’s  Enterasys 
enterprise  subsidiary  is  actively 
marketing  the  Digital  Roam- 


About  wireless 
equipment,  and  is 
using  DNPG’s  rout¬ 
ing  and  VPN 
technology,  Patel 
says. 

DNPG’s  Giga- 
Switch  and  DEC- 
hub  products, 

which  at  one  time 
were  key  offerings 
for  Digital,  are  being 
retired,  Patel  says. 
Cabletron  ac¬ 
quired  NetVantage  for  $100 
million  in  September  1998  as 
an  entree  into  low-end  stack- 
able  switches,  a  market  domi¬ 
nated  by  3Com.  Cabletron’s 
SmartStack  offerings  never 
became  a  serious  threat  to 
3Com  and  never  became  a 
serious  player  at  the  low  end. 


“I’m  not  really  sure  who 
would  want  to  buy  either  of 
those  two  turkeys,  but  at  any 
price  there  will  be  a  buyer,” 
says  Craig  Johnson,  principal 
at  The  Pita  Group  in  Portland, 
Ore.  “Both  technologies  are 
very  old.  As  for  return  on 
investment,  I’m  sure  Cable¬ 
tron  will  spin  the  sales  as  a 
positive  return  on  investment, 
though  how  they  will  measure 
that  will  be  suspect  from  my 
perspective.” 

Cabletron  stock  dropped 
more  than  21  points  last 
Thursday,  losing  some  42%  of 
its  value,  after  Goldman  Sachs 
downgraded  the  company 
from  a  “market  outperform” 
to  a  “market  perform.”  The 
downgrade  came  a  day  after 
Cabletron  disclosed  the 


Digital/NetVantage  divesti¬ 
ture  and  posted  a  fourth-quar¬ 
ter  2000  profit  increase  of 
650%  from  the  year-earlier 
period. 

Sales,  however,  increased 
only  10.6%  from  the  first  quar¬ 
ter  of  1999. 

Ajay  Diwan,  the  Goldman 
Sachs  analyst  who  down¬ 
graded  Cabletron  could  not 
be  reached  for  comment  last 
Thursday.  But  Bloomberg 
reported  that  Diwan  believes 
Cabletron’s  restructuring  will 
take  longer  and  be  more 
disruptive  than  anticipated, 
and  that  the  company  will 
fall  short  of  revenue  and  earn¬ 
ings  expectations  for  several 
quarters. 

Patel  says  Cabletron’s  break¬ 
up  is  ahead  of  schedule.  \A 


Cabletron  CEO 
Piyush  Patel 
expects  quick  sale 
of  assets. 


Qwest  taps  IBM  to  create  new  Web-hosting  space 


Big  Blue  will  buy  some  of  that  space  back  to  support  its  e-commerce  business. 
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Silicon  Valley 


Denver 


Atlanta 


Dallas 


Austin 


BY  DAVID  ROHDE 

In  an  effort  to  deliver  on  its 
promises,  Qwest  last  week 
signed  a  deal  with  IBM  to  dra¬ 
matically  increase  the  space  it 
can  make  available  to  users  in 
its  Web-hosting  data  centers. 

The  deal  will  create  28  new 
sites  to  be  dubbed  Qwest 
CyberCenters,  the  same  as 
the  current  group  of 
Qwest  Web-hosting  loca¬ 
tions  now  in  operation 
or  being  constructed. 

Qwest  has  been  tout¬ 
ing  its  ability  to  not 
only  transport  but  also 
host  IP  traffic  and  appli¬ 
cations,  but  analysts  say 
the  carrier  simply  needs 
to  build  floor  space  faster  to 
take  on  the  amount  of  hosting 
business  it’s  projecting. 

Although  Qwest  will  own 
the  sites,  IBM  Global  Services 
will  build  and  provide  opera¬ 
tional  support  —  for  a  fee  of 
$2.5  billion  payable  by  Qwest. 
In  turn,  IBM  will  then  purchase 
hosting  space  back  from  Qwest 
to  support  its  own  customers’ 
e-commerce  initiatives  and  will 


become  the  anchor  tenant  in 
the  CyberCenters  it  builds. 

Qwest  has  previously  strug¬ 
gled  to  keep  up  with  demand 


seven  such  centers  open  and 
plans  to  build  seven  more  of  its 
own,  bringing  the  total  num¬ 
ber  of  sites  to  42  over  the  next 


Getting  by  with  a  little  help  from  my  friends 

Planned  locations  for  IBM-built  Qwest  CyberCenters: 

Qwest  CyberCenters  provide: 

•  Web  content  hosting  on  Unix  or  Windows  NT  servers. 

•  Direct  connection  to  Qwest  network  at  10M,  100M  or 
1G  bit/sec. 

•  Optional  weekly  or  daily  managed-network  backup  services. 

•  Optional  application  service  provider  services. 


Sterling, Va 


for  value-added  Internet  ser¬ 
vices,  at  one  point  reportedly 
all  but  running  out  of  space  in 
its  early  California  Web-hosting 
centers.  The  company  has 


three  years. 

Most  of  the  new  IBM-built 
sites  will  have  at  least  100,000 
square  feet  of  floor  space, 
while  some  of  the  sites  Qwest 


is  building  for  itself  will  reach 
200,000  square  feet. 

Qwest  offers  a  variety  of 
Web-hosting  options  under  its 
CyberCenter  program,  from 
simple  hosting  with  e-mail  noti¬ 
fication  of  problems  to  premi¬ 
um  management  and  monitor¬ 
ing  features.  Demand  for  space 
is  expected  to  increase  further 
as  Qwest  begins  to  host 
applications  services  in 
deals  it  has  signed 
with  numerous  soft¬ 
ware  vendors,  along 
with  consulting  firm 
KPMG. 

The  new  centers  will  have 
a  direct  connection  into 
Qwest’s  now-25, 000-fiber- 
mile  backbone  network,  offer¬ 
ing  users  a  choice  of  access 
speeds  (see  graphic). 

Unlike  other  carriers, 
Qwest  is  not  choosing  sides 
in  terms  of  potential  Web¬ 
hosting  markets.  Target  cus¬ 
tomers  include  traditional 
large  enterprises  with  high-end 
e-commerce  needs,  newer  dot¬ 
com  companies,  public  elec¬ 
tronic  marketplaces  and  appli¬ 
cation  service  providers.  IA 
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Visionary  network  engineers 
know  the  secrets  of  getting  the 
most  out  of  their  crews.  Like 
giving  them  the  right  trouble¬ 
shooting  tools. 

Our  new  OneTouch  Network 
Assistant  Series  II  is  not  only  the 
world's  fastest,  it's  also  the 
easiest  to  use.  And  that  makes  it 
the  perfect  gear  for  your  first- 
response  crew. 

It  allows  them  to  solve  trouble 
ticket  problems  anywhere  on 
your  network  with  one  touch  of  a 
finger.  They  simply  plug  it  into 
any  port,  press  the  AutoTest  icon 
and  presto,  the  OneTouch  delivers 
an  instant  read  on  the  connectiv¬ 
ity  status  of  desktop  stations, 
routers,  servers  and  switches. 
Touch  any  of  those  icons  and  you 
zero  in  on  the  exact  switch  port, 
printer  or  PC  that's  causing  the 
problem.  It  not  only  delivers  data, 
it  interprets  it  as  well. 

The  OneTouch  checks  10  and 
100  Mbps  Ethernet  networks  for 
traffic  snarls,  collisions  and 
errors.  Accelerates  component 
tests  on  NICs,  hubs  and  cables. 
Enhances  TCP/IP  discovery. 
Shows  who's  plugged  in  on 
which  switch.  You  can  even  ship 
a  OneTouch  to  a  remote  site 
across  the  country  and  trouble¬ 
shoot  problems  from  your  web 
browser.  Without  ever  leaving 
your  office. 

This  is  the  tool  to  take  with 
you  on  a  network  emergency 
call.  Check  it  out  for  yourself  at 

www.fluke.com/ nettools/91 1 
or  call  us  at  1-888-533-5853  to 

arrange  for  a  demo  in  your  office. 


Fluke.  Keeping  your  world 
up  and  running. 


Don't  forget  to  enter  our  free  no¬ 
obligation  drawing  at 

www.fluke.com/ 
nettools/911  for  a 

chance  to  win  a  digital 
camera  just  for  contacting  us. 


Instant  response  to  911 
troubleshooting  calls. 
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ISPs  jump  on  OC-192  bandwagon 


NetworitWofld 

Editorial  Director:  John  Gallant 
Editor  in  Chief:  John  Dix 


Juniper  high-speed  routers  are  key  to  boosting  Internet  access  speeds. 


BY  DENISE 
PAPPALARDO 

In  an  effort  to  keep  up  with 
customer  demand  for  more 
bandwidth,  some  major  ser¬ 
vice  providers  are  boosting 
their  backbones. 

MCI  WorldCom  s  UUNET 
and  Cable  &  Wireless 
announced  last  week  they 
would  deploy  Juniper  Net¬ 
works  Ml  60  OC-192  10G 
bit/sec  routers  throughout 
their  respective  networks. 
The  equipment  will  provide  a 
fourfold  increase  in  band¬ 
width  for  both  ISPs,  at  least 
for  certain  routes,  which 
translates  to  faster  Internet 
services  for  business  users. 

GTE  Internetworking  also 
said  it  plans  to  bolster  its  ser¬ 
vices  by  introducing  OC-192 
support  on  its  backbone.  The 
company  isn’t  slated  to  start 
testing  the  Juniper  Ml 60 
routers  until  next  quarter. 

UUNET  and  Cable  & 
Wireless  already  have  Juniper 
routers  deployed  in  a  few 
areas  (see  graphic). AT&T  was 
actually  the  first  ISP  to  have 
OC-192  deployed  in  its  net¬ 
work.  However,  the  carrier  is 
not  yet  supporting  live  traffic 
over  its  link  connecting 
Cambridge,  Mass.,  with  New 
York,  and  generally  is  not  as 
far  along  as  its  competitors. 
The  company  is  still  evaluat¬ 
ing  vendors  and  has  no  firm 
date  for  when  it  will  support 
customer  traffic  at  10G 
bit/sec. 

The  MPLS  angle 

While  AT&T  is  ironing  out 
its  OC-192  plans,  UUNET  and 
Cable  &  Wireless  are  already 
supporting  customer  traffic 
on  their  newly  deployed  10G 
bit/sec  links. 

In  addition  to  using  the 
Juniper  boxes  to  significantly 
increase  speeds  on  its  net¬ 
work,  UUNET  is  also  employ¬ 
ing  the  Ml60’s  Multi  protocol 
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Keeping  up  with  the  Jones' 


Washington,  D.C. 


UUNET  and  Cable  &  Wireless  plan  to  deploy 
Juniper  M160  routers  in  segments  of  their  nets 
to  support  OC-192, 10G  bit/sec  transmission 
speeds.  AT&T  announced  a  similar  plan  in 
November,  but  never  revealed  specific  details. 


Chicago 


New  York 


Cable  &  Wireless 

•  Between  New  York  and  Washington,  D.C. 

AT&T* 

•  Between  Cambridge,  Mass.,  and  New  York 


Label  Switching  (MPLS)  fea¬ 
ture  to  transport  traffic 
between  New  York,  Wash¬ 
ington,  D  C.,  and  Chicago, 
says  Mike  O’Dell,  senior  vice 


UUNET 

•  Between  New  York  and  Washington,  D.C. 

•  Between  Chicago  and  New  York 

•  Between  Chicago  and  Washington,  D.C. 


president  and  chief  scientist 
at  UUNET. 

MPLS  attaches  labels  to  IP 
packets.  Routers  and  switches 
forward  traffic  based  on  infor¬ 


mation  in  the  labels,  rather 
than  inspecting  the  different 
fields  within  each  packet. The 
idea  is  to  help  ensure  quality 
of  service  across  the  Net  and 
enable  IP  services,  such  as  vir¬ 
tual  private  networks. 

More  links  to  go 

By  the  end  of  the  third 
quarter,  UUNET  will  have  OC- 
192  links  up  in  Sacramento, 
Los  Angeles  and  Atlanta  with 
the  rest  of  the  ISP’s  major 
hubs  slated  for  upgrades  by 
year-end. 

Cable  &  Wireless  has  de¬ 
ployed  Juniper  Ml 60  routers 
in  New  York  and  Washington, 
D.C.,  with  plans  to  upgrade  at 
least  12  more  cities  by  year- 
end,  says  Jeff  Young,  vice  presi¬ 
dent  of  engineering  at  Cable  & 
Wireless. 

Cable  &  Wireless  is  also 
using  Juniper’s  MPLS  technol¬ 
ogy.  “We  plan  to  use  MPLS  to 
engineer  traffic.  We ’ll  be  using 
MPLS  as  we  use  ATM  today  to 
split  up  traffic  flows  from 
point  to  point  by  using  vari¬ 
ous  labels  "Young  says.  B 


*  AT&T  is  currently  not  supporting  customer  traffic  over  this  link. 


Sun  debuts  dual  adapter  card 


Combo  of  Gigabit  Ethernet  and  Fibre  Channel  aimed  at  saving  slots,  money. 


BY  APRIL  JACOBS 

Sun  plans  to  announce  a 
dual  Gigabit  Ethernet  and 
Fibre  Channel  arbitrated 
Loop  (FC-AL)  network  inter¬ 
face  card  that  can  save  users 
valuable  server  slot  space  and 
reduce  associated  server 
costs  by  one-third,  the  com¬ 
pany  says. 

Sun  will  introduce  this 
dual  adapter  card  for  SPARC/ 
Solaris  servers.  The  move  is 
similar  to  the  strategies  of 
Interphase  and  Alteon,  which 
have  a  cobranded,  dual-pur¬ 
pose  card  in  the  works  for 
NT-based  servers.  The  Sun 
card  is  aimed  at  customers 
with  high-speed  access  and 
bandwidth  requirements. 

Sun  already  has  cards  for 
Gigabit  Ethernet  and  FC-AL, 
but  providing  users  with  a 
single  card  that  provides 


both  is  more  economical.  The 
Gigabit  Ethernet  part  of  the 
card  gives  users  the  same 


I 


Sun's  Gigabit  Ethernet  FC-AL 
adapter  connects  servers  to  the 
network  and  external  SCSI 
devices. 

performance  as  Sun’s  existing 
stand-alone  card,  with  sup¬ 
port  for  full-  and  half-duplex 
interface  connections.  The 
FC-AL  portion  of  the  card  fea¬ 
tures  high-bandwidth  storage 
connectivity. 


Sun’s  Gigabit  Ethernet  FC- 
AL/P  Combination  adapter  is 
due  to  ship  this  week  at  a  cost 
of  $2,995.  The  stand-alone 
Gigabit  Ethernet  2.0  PCI  card 
is  priced  at  $2,095,  and  the 
FC-AL  PCI  card  costs  $2,300. 

“For  people  who  value 
server  slots,  this  can  mean 
the  difference  between  hav¬ 
ing  to  buy  a  new  server  or 
not,”  says  Sam  Alunni,  presi¬ 
dent  of  Sterling  Research  in 
Sterling,  Mass.  Alunni  says 
Sun  is  making  strides  in  a 
market  segment  where 
servers  and  server  slots  can 
be  a  significant  expense  for 
users. 

“For  people  who  live  in 
this  world,  servers  are  some¬ 
thing  they  deal  with  every 
day,  and  they  are  extremely 
conscious  of  the  available 
slots  they  have,”  Alunni 
says.H 
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News 

Cisco  taps  business  DSL  with  new  router 


Voice-enabled  asymmetric  DSL  device  promises  quality  of  service,  security  for  SOHO  market. 


BY  JIM  DUFFY 

SAN  JOSE  —  Cisco  this 
week  will  unveil  a  voice- 
enabled  digital  subscriber 
line  router  that  the  company 
hopes  will  spur  use  of  DSL  by 
businesses. 

Cisco  will  roll  out  the  827 
asymmetric  DSL  (ADSL)  router 
for  the  small  office/home 
office  (SOHO)  market.  DSL 
is  usually  marketed  to  con¬ 
sumers  as  a  high-speed  alterna¬ 
tive  to  analog  modems  for 
Internet  access,  but  Cisco 
claims  the  827  has  enough  fea¬ 
tures  to  make  DSL  applicable  to 
businesses. 

“On  the  business  side,  we’re 
seeing  a  significant  surge  in 
interest  in  DSL,”  says  Bruce 
Laird,  senior  director  of  market¬ 
ing  for  branch-office  and  SOHO 
products  at  Cisco.  Whereas 
consumers  want  “cheap  and 
cheerful”  Internet  access,  busi¬ 
nesses  require  quality  of  ser¬ 
vice  (QoS),  reduced  equipment 
and  WAN  costs,  security  and 
reliability  for  their  mission- 
critical  applications,  Laird  says. 

Moreover,  broadband  Inter¬ 
net  access  provided  by  cable 
modems  is  outpacing  DSL  by  2 
to  1  in  the  consumer  market, 
Laird  says.  Cable  passes  by  80% 
of  homes  but  few  businesses, 
he  says. 

Market  tracker  IDC  in 


Framingham,  Mass.,  predicts 
the  number  of  DSL  business 
subscribers  will  grow  from  less 
than  one  million  this  year  to 
about  three  and  a  half  million 
in  2003. 

Cisco  hopes  to  help  ignite 
that  demand  with  the  827.  The 
router  comes  in  two  flavors:  a 
data-only  version  and  another 
with  four  analog  voice  ports. 
Both  feature  an  Ethernet  con¬ 
sole  and  ADSL  port. 


The  voice-enabled  model 
delivers  “toll  quality”  voice  over 
DSL  via  the  H.323  standard, 
Cisco  says.  H.323  specifies  how 
to  run  multimedia  applications, 
such  as  voice  and  video,  via 
packet  networks  such  as  IP 
Cisco  will  add  voice-over- 
ATM  capabilities  to  the  827  in 
the  future,  company  officials 
say. 

To  prioritize  voice  and  video 
traffic,  the  827  features  Cisco 
IOS  software-based  IP  QoS  algo¬ 
rithms,  such  as  class-based 
weighted  fair  queuing 


(CBWFQ)  and  committed 
access  rate  (CAR).  CBWFQ 
defines  traffic  classes  based  on 
access  control  lists,  input  inter¬ 
faces  or  protocols,  and  assigns 
characteristics  such  as  band¬ 
width  and  maximum  packet 
limit. 

CAR  is  a  rate-limiting  tech¬ 
nology  that  allocates  band¬ 
width  commitments  and  band¬ 
width  limitations  to  traffic,  and 
also  handles  traffic  that 
exceeds  the  bandwidth 
allocation. 

“On  the  QoS  side,  I 
think  it’s  a  little  bit  of 
overkill  for  the  small 
business  market,”  says 
Amy  Harris,  an  analyst 
at  IDC.  “Especially  in 
the  low  end,  those 
businesses  aren’t  going 
to  be  looking  for  some 
of  the  functionality  this 
router  has.  I  think  the  high 
end  is  going  to  be  looking  for 
it,  though.” 

For  security,  the  827  fea¬ 
tures  extended  access  lists  for 
firewalling.  Later  this  year, 
Cisco  will  enhance  the  firewall 
features  of  the  827  with  state¬ 
ful  packet  inspection  and  pro¬ 
vide  IP  Security  and  Triple 
Data  Encryption  Standard 
encryption  for  virtual  private 
networks. 

Riley  Design  Associates  in 
Danville,  Calif.,  is  using  the  827 


to  exchange  Internet  e-mail 
with  clients  on  Web  design 
ideas  and  collaborative  market¬ 
ing  concepts,  says  Ken  Madsen, 
principal  at  the  firm. 

“The  thing  that’s  become 
more  critical  for  us  is  now 
the  security,”  Madsen  says.  “As 
we  get  more  and  more  corpo¬ 
rate  clients,  the  information 


Aerospace, 

continued  from  page  8 

by  automating  their  supply 
chains,”  says  Kit  Robinson, 
senior  director  of  corporate 
communications  with  Com¬ 
merce  One.  “Beyond  the  cost 
savings,  they  can  generate 
revenue  from  transaction  fees 
and  subscriptions.  And 
they’re  going  to  float  new 
companies  around  these 
efforts  so  they  can  benefit 
from  the  market  capitaliza¬ 
tion  of  Internet  ventures. 

“The  old  economy  leaders 
are  seeing  these  deals  as  a 
way  to  participate  in  the  new 
economy,”  Robinson  says. 

What’s  special  about  the 
aerospace  initiative  is  the 
complexity  of  the  manufac¬ 
turing  process  and  the 
amount  of  ongoing  technical 
support.  A  typical  commer¬ 
cial  airplane,  for  instance, 
contains  as  many  as  six  mil¬ 
lion  parts  and  is  supported 
by  millions  of  pages  of  tech¬ 
nical  documentation. 

“The  real  cost  savings  will 
come  from  having  a  more 
realistic  way  for  airlines  to 
establish  how  many  spares  or 
parts  they  need  to  keep 
in  stock  and  to  let  them 
place  orders  in  a  just-in-time 
fashion,”  Aylesworth  says. 
“What  the  industry  hopes  to 
do  is  use  the  power  of  the 
Internet  to  make  the  opera¬ 
tions  process  as  lean  as 
possible.” 

The  aerospace  Web  site 
will  run  on  Commerce  One’s 
MarketSite  Portal  Solution 
software  and  will  join  30 
other  exchanges  on  Market- 
Site. net.  MarketSite  is  a  stan- 
dards-based  trading  platform 
that  integrates  electronic  cat¬ 
alogs  and  supports  the 
exchange  of  purchase  orders. 


and  data  they’re  giving  to  us 
is  their  knowledge  asset.  With 
basic  DSL,  you’ve  got  some¬ 
what  of  a  firewall,  but  this 
will  be  a  lot  more  enhanced 
[with  the  827].” 

The  827  costs  $649  for  the 
data-only  version  and  $999  for 
the  voice  model.  It  will  be 
shipped  April  24.  3 


The  system  plugs  into  busi¬ 
ness  services  such  as  taxa¬ 
tion,  payment  and  shipping. 
Commerce  One’s  software 
runs  on  Microsoft’s  Windows 
2000  and  SQL  Server. 

The  aerospace  companies 
will  move  their  existing  e- 
commerce  efforts  to  the 
Commerce  One  site  when  it 
launches  this  summer,  but 
they  do  not  expect  to  reduce 
the  size  of  their  information 
technology  departments  as  a 
result.  Boeing,  for  example, 
will  migrate  its  successful 
PART  Page,  which  earns  $1 
million  per  day  by  selling 
spare  parts  to  airlines. 

The  four  participating 
companies  each  own  a  stake 
in  the  exchange,  which  will 
be  adjusted  depending  on 
their  use  of  the  site  during 
the  first  three  years.  Twenty 
percent  of  the  venture  is 
open  to  other  industry  par¬ 
ticipants  and  employees. 
Commerce  One  has  taken  a 
5%  equity  position. 

“Increasingly,  you’re  going 
to  see  industry-hosted  mar¬ 
ketplaces,  where  all  the  major 
companies  and  their  suppli¬ 
ers  participate  in  the  market¬ 
place  and  also  own  shares  in 
the  marketplace,”  says  James 
Kobielus,  an  analyst  with  The 
Burton  Group.  “This  is  very 
much  the  way  to  go.”  3 


Correction 

The  review,  "Gigabit 
Ethernet  hits  second  gear," 
(NW,  March  20,  page  91), 
omitted  the  author’s  e-mail 
address.  Jeffrey  N.  Fritz 
can  be  reached  at  jfritz@ 
wvu.edu. 


CISCO  SNAGS  SIGHTPATH 


isco  last  week  announced  a  definitive  agreement  to  acquire  privately  held  SightPath  for 
S800  million  in  stock. 

Cisco  is  buying  the  network  appliance  maker  to  help  customers  create  so-called  con¬ 
tent  delivery  networks  using  existing  Internet  and  intranet  infrastructures.  Content  delivery 
networks  let  enterprise  customers  quickly  deploy  data-intensive  applications  such  as  real¬ 
time  video  and  online  training  to  employees  throughout  an  organization,  Cisco  says. 

SightPath's  products  will  also  enable  service  providers  to  offer  content  delivery  services  to 
their  customers. 

SightPath's  appliances  continually  collect  data  on  Web  traffic,  congestion  and  server  load,  in 
order  to  route  a  user’s  request  to  the  most  optimal  server.  The  company's  gear  also  distributes 
content  closer  to  the  edge  of  the  network.  These  capabilities  help  ensure  that  Web  content  and 
other  content-rich  applications  are  delivered  efficiently,  Cisco  says. 

Cisco  expects  the  acquisition  —  its  54th  since  1993  —  to  close  by  mid-summer. 

SightPath  in  Waltham,  Mass.,  was  founded  in  1998.  Its  76  employees  will  continue  to  be  man¬ 
aged  by  SightPath  CEO  Jim  Ricotta  and  will  join  Cisco's  Content  Services  business  unit  in  the 
Enterprise  line  of  business.  Ricotta  will  report  to  Cisco  Senior  Vice  President  James  Richardson, 
Cisco  says. 

—  Jim  Duffy 


Cisco's  827  ADSL  router  features  include 
QoS  and  voice-over-ATM  support. 
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News 


Lucent  venture  dives  into  broadband  video 


GeoVideo's  Cliff  Shorer  calls  his  firm  a  video  service  provider. 


BY  JASON  MESERVE 

MURRAY  HILL,  N.J.  —  For  corpora¬ 
tions  frustrated  by  congested  streaming 
media  connections,  a  new  Lucent  ven¬ 
ture  may  be  the  light  at  the  end  of  the 
tunnel  —  or  in  this  case,  fiber. 

GeoVideo  Networks  will  provide  a 
fiber-based  broadband  network  for  de¬ 
livering  better-than-TV  quality  video 
directly  to  the  desktop.  The  company  is 
partnering  with  Metromedia  Fiber 
Network  for  the  infrastructure,  and  the 
Community  Stations  Resource  Group 
(CSGR),  a  consortium  of  public  televi¬ 
sion  stations  that  will  provide  local 
points  of  presence  for  broadcasting 
video. 

“We’re  going  to  be  a  video  service 
provider  —  VSR”  says  Cliff  Schorer,  co- 
CEO  of  GeoVideo.  “We’re  moving  from 
the  copper  network  of  today  to  fiber  so 
we  can  bring  the  type  and  quality  of 
video  that  the  public  wants  to  see.” 

GeoVideo  is  targeting  media  and  finan¬ 


cial  service  companies 
in  metropolitan  areas 
served  by  Metromedia’s 
fiber  rings.  Currently,  a 
handful  of  cities  are  up 
and  running  on  Metro¬ 
media’s  network.  The 
carrier  plans  to  have 
the  network  operating 
in  67  major  cities  in  the 
U.S.  and  Europe  by  the 
end  of  2003. 

Metromedia  will  dedicate  a  portion  of 
its  bandwidth  for  GeoVideo’s  network, 
which  in  June  will  become  available  in 
Chicago,  Dallas,  Los  Angeles,  New  York 
and  Philadelphia.  GeoVideo  announced 
that  the  Microsoft  Network  has  already 
signed  on  to  use  the  service. 

Customers  who  sign  up  for  the  ser¬ 
vice  need  only  install  a  special  video 
browser  (developed  by  Bell  Labs)  on 
each  desktop  that  is  to  view  the  broad¬ 
cast.  The  video  browser  currently  sup¬ 
ports  all  the  standard  video  formats, 


including  MPEG,  and  plans  are  in  place 
to  support  some  of  the  proprietary  for¬ 
mats  such  as  RealNetworks’  RealMedia. 
The  network  can  handle  optical  speeds 
of  OC-3  to  00192  and  can  deliver  TV 
video  at  30  frames  per  second. 

“GeoVideo  has  a  pretty  well- 
thought-out  plan  to  target  specific  mar¬ 
kets,”  says  Gerry  Kaufhold,  principal 
analyst  with  Cahners  In-Stat  in 
Scottsdale,  Ariz.  “Over  the  next  year, 
they  can  turn  on  cities  [served  by 
Metromedia]  one  at  a  time.  They  don’t 


have  to  turn  them  all  on  at  once.” 

But  some  analysts  are  uncertain  of  the 
GeoVideo  model. “I  just  don’t  see  it,”  says 
Melanie  Posey,  a  Web-hosting  analyst  at 
market  research  firm  IDC  in  Fram¬ 
ingham,  Mass.  “Traditional  hosts  like 
Exodus  and  Digital  Island  that  do  stream¬ 
ing  have  the  capability  included  with  the 
rest  of  the  Web  content  being  hosted.” 

Another  possible  problem  with  the 
GeoVideo  offering  is:  What  happens  to 
companies  that  have  Metromedia  fiber 
connections  to  the  LAN,  but  not  all  the 
way  to  the  desktop?  These  companies 
could  run  into  some  of  the  same  old 
congestion  problems.  In  addition, 
GeoVideo  requires  users  to  install  an 
additional  piece  of  software,  rather  than 
using  the  traditional  players  (RealPlayer 
and  Microsoft  Media  Player)  found  on 
the  majority  of  desktops  today,  says  Joel 
Yaffe,  an  industry  analyst  with  Giga 
Group  of  Cambridge,  Mass. 

GeoVideo  has  not  yet  announced 
pricing.  3 
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Symbol's  expertise  in  the  world  of  wireless  local  area 
networking  runs  deep.  It's  evident  in  our  award-winning 
technology  and  our  global  enterprise  integration.  It's 
in  our  pioneering  wireless  voice-over-IP  technology  and 
mobile  computing  devices.  It  runs  full  throttle  in  our 
Spectrum24®  High  Rate  11  Mbps  Wireless  LAN,  featuring 
Symbol's  exclusive  intelligent  access  point  technology 
for  top  performance.  Designed  to  comply  with  the 
IEEE  802.1 1b  standard,  it's  another  example  of  how 
Symbol  expertise  works  to  deliver  sophisticated,  smart 
solutions  that  continue  to  set  industry  standards  and 
exceed  customer  expectations. 

Our  leadership  continues  in  SymbolCareSM  Services- 
from  planning  and  surveying  to  installation  and  support 
for  optimal  wireless  networking.  And,  partnerships  with 
world-class  software,  telecom  and  other  IT  providers 
ensure  complete  solutions. 

Choosing  a  wireless  LAN?  Find  out  how  Symbol 
expertise  can  steer  you  toward 
wireless  networking  success.  - 

Call  1-800-722-6234.  i 
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□  43.  □  Frame  Relay  Equipment  □  49. 

Including  FRADS  □  50. 

□  44.  □  Frame  Relay  Services  □  51. 

□  45.  □  Remote  Access  Products  □  52. 


□  Remote  Access  Services 

□  Wireless  Data  Equipment/Services 

□  ISDN  Equipment/Services 

□  FT-l/T-l/T-3  Services 

□  xDSL  Services/Products 

□  Diagnostic/Test  Equipment 

□  DSU/CSU 


□  53.  □  PBXs 

□  54.  □  Videoconferencing 

□  55.  □  Managed  LAN/Router  Services 

□  56.  □  Fax  Servers/Services 

□  57.  □  Other  WAN  Equipment/Services 

A  B 

None  of  the  above  (1-57)  □  58.  □ 


Street  Address 


City 


Zip 


Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications.  ALL  questions  must  be  answered. 
Incomplete  forms  will  not  be  processed.  Free  subscriptions  available  to  qualified  US  applicants.  International  rates  available  upon  request. 


BB 

What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 

01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 

03.  D  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/Recreation 

06.  □  Media/TV/Cable/Radio/Print 

07.  □  RetailAMiolesale  Trade/Business  Sendees 
08.  □  Transportation 

09.  □  Utilities/Process  Industries 
(Mining/Construction/Petroleum 
Refining/Agriculture/Forestry) 

10.  □  Education 

11.  □  Government 

12.  □  Military 

13.  □  Aerospace 

14.  □  Consulting  (Independent)  * 

15.  D  Carriers/Service  Providers 

16.  □  Internet  Service  Provider  (ISP) 

17.  □  Manufacturing  (Computer/ 

Communications/OEM) 

18.  □  Resellers  of  Computer/Network 

Products  (VARs.VADs)* 

19.  □  Systems/Network  Integrators* 

20.  □  Distributors  (Computer/ 

Communications)* 

21.  □  Other  (please  specify) 

*Attn  Consultants,  Integrators, 

Distributors,  Resellers:  Please  complete 
entire  form  based  on  ALL  clients  and 
your  own  business  needs 

2. 

P:  What  is  your  primary  job  function?  (check  one  why) 

S:  What  is  your  secondary  job  function?  (cteckjLLthat  apply) 

p  s 

□  1.  □  Network  Management 

□  2.  □  LAN  Management 

□  3.  □  Datacom/Telecom  Management 

□  4.  □  IS/IT/VIS/CIO/CTO/Systems 

Management 

P  s 

□  5.  □  Intemet/Intranet/E-Commerce 

Mgmt,  Webmaster 

□  6.  □  Engineering  Management 

P  s 

□  7.  □  Corporate  Management  (CEO, 

COO,  CFO,  Pres.,  VP,  Dir.,  Mgr.) 

□  8.  □  Consultant  (Independent) 

□  9.  □  Other  (please  specify) 

What  is  the  estimated  value  of  Network  equipment  and  services  that  you  specify, 
recommend  or  approve  the  purchase  Of?  (Please  print  the  appropriate  number  code  on  the  line  next  to  each 
product  category.  Please  complete  ALL  categories  A-N.) 


1. 

$100  Million  or  more 

A 

Large  Systems 

G 

Internetworking 

2. 

$50  Million  to  $99.9  Million 

(Mainframes/Minis) 

H 

3. 

$25  Million  to  $49.9  Million 

B 

Desktops  (Micros/Laptops/ 

1 

4. 

5. 

$10  Million  to  $24.9  Million 
$1  Million  to  $9.9  Million 

c 

Workstations/PDAs) 

j 

Extranet/E-Commerce 

6. 

$100,000  to  $999,999 

D 

LANs 

K 

Remote  Access 

7. 

$50,000  to  $99,999 

E 

WAN  Equipment 

L 

Peripherals  (including storage) 

8. 

Under  $50,000 

F 

Carrier  Services 

M 

Software 

9. 

None  of  the  above 

N 

Service/Support 

□ 

What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  ONE  only) 

100+  2.  0  50-99  3.  □  20-49  4.  □  10-19  5.  □  2-9  6.  □  1  7.  □  None 

5. 

What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your  location/ 
in  your  entire  organization?  (check  one  box  in  each  column) 

SERVERS  CLIENTS  LANS 


At  Location  Entire  Org. 

A  B 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

□  4.  100  to  999  □ 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9  □ 

□  8.  none  □ 


At  Location  Entire  Org. 

C  D 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

□  4.  100  to  999  □ 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9  □ 

□  8.  none  □ 


At  Location  Entire  Org. 

E  F 

□  1.  50,000+ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

□  4.  100  to  999  □ 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9 

□  8.  none  □ 


What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products  and 
services  for  your  enterprise? 


A.  Scope  (check  ONE  only) 

B.  Involvement  (check  ALL  that  apply) 

CORPORATE: 

l.D  Create Network/IT Strategy  4.D  Evaluate Products/Services 

l.D  Entire  Enterprise/Multiple  Enterprises 

2.0  Recommend/Specify  Brand  5.D  Determine  the  Need 

2.0  Division/Multiple  Divisions 

3.  □  Approve  Purchase  6.  □  None 

3.D  Department 

4.D  None 

What  is  the  estimated  number  of  employees  at  your  location/in  entire  organization? 

(check  ONE  in  each  section) 


A.  At  your  location: 


B.  Entire  organization: 


1.  □  Over  20,000 

2.  □  10,000-  19,99° 

3.  □  5,000  -  9,999 

4.  □  2,500  -  4,999 

5.  □  1,000  -  2,499 


6.  □  500-999 

7.  □  250-499 

8.  □  100  -  249 

9.  □  99  or  less 


1.  □  Over  20,000 

2.  □  10,000-  19,999 

3.  □  5,000  -  9,999 

4.  □  2,500  -  4,999 


5.  □  1,000  -  2,499 

6.  □  500-999 

7.  □  499  or  less 


9. 

Please  indicate  the  Network  hardware/software/services  that  you  are  currently  involved  in 
purchasing  or  plan  to  purchase:  (check  all  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 

1  COMPUTERS/PERIPHERALS 

A 

B 

A  B 

A  B 

□  01.  □  Laptops/Notebooks/PDAs 

□  05.  □  Storage/Backup 

□  08.  □  Minis 

□  02.  □  PCs 

(Optical, Disk, Tape, RAID) 

□  09.  □  Mainframes 

□  03.  □  Windows  Terminals/Thin  Clients 

□  06.  □  Printers 

□  10.  □  Fax/Modem  Boards 

□  04.  □  Workstations 

□  07.  □  Printer/Fax/Copier  Hybrids 

□  11.  □  Memory/Chips/Boards/Cards 

SOFTWARE/APPLICATIONS 

(Multifunction  Printers) 

□  12.  □  Other  Computers/Peripherals 

A 

B 

A  B 

A  B 

□  13,  □  Network  Management 

□  21.  □  E-Mail 

□  28.  □  Site  Metering  Tools 

□  14.  □  Systems  Management 

□  22.  □  Enterprise  Resource  Planning 

□  29.  □  DataWarehousing 

□  15.  □  Security 

(ERP) 

□  30.  □  Anti  Virus  Software 

□  16.  □  Directory  Services 

□  23.  □  EDI 

□  31.  □  Multimedia 

□  17.  □  Operating  Systems 

□  24.  □  Desktop  Videoconferencing 

□  32.  □  Y2K  Conversion  Software 

□  18.  □  Applications  Development  Tools 

□  25.  □  Imaging 

□  33.  □  Helpdesk 

□  19.  □  Database  Management/RDBMS 

□  20.  □  Groupware 

SERVICES 

□  26.  □  Middleware/Serverware 

□  27.  □  Document  Management 

□  34.  □  Other  Software/Applications 

A 

B 

A  B 

A  B 

□  35. 

□  BPO  (Business  Process 
Outsourcing  incl.  Financial 
Services,  HR,  Logistics,  etc.) 

□  36.  □  Applications  Outsourcing 

□  37.  □  Call  Center  Outsourcing 

□  38.  □  Systems  Integration/Consulting 

□  39.  □  Education/Training  Services 

□  40.  □  Other  Services 

A  B 

None  of  the  above  (1-40)  □  41.  □ 

Please  indicate  the  platforms  that  are  currently  installed/pianned:  (check  all  that  apply) 

A.  Currently  installed  B.  Planned  for  purchase 

NETWORK  PROTOCOLS 

A 

A  B 

A  B 

□  01.  □  TCP/IP 

□  04.  □  Novell  IPX/SPX 

□  07.  □  NFS 

□  02.  □  IPv6 

□  05.  □  APPC/APPN/LU  6.2 

□  08.  □  SNMP 

□  03.  □  SNA 

LAN/WAN  ENVIRONMENT 

□  06.  □  NETBIOS/NETBUEI 

□  09.  □  Other  Network  Protocols 

A  B 

A  B 

A  B 

I  □  10.  □  Gigabit  Ethernet 

□  16.  □  IP  Switching 

□  22.  □  Wireless 

j  □  11.  □  Switched  Ethernet 

□  17.  □  Layer  3,4  Switching 

□  23.  □  DSL 

□  12.  □  Fast  Ethernet 

□  18.  □  FDDI 

□  24.  □  ISDN 

□  13.  □  Ethernet 

□  19.  □  100Base-T 

□  25.  □  Frame  Relay 

□  14.  □  ATM 

□  20.  □  lOBase-T 

□  26.  □  Private  Line  Tl,  T3,  FT-1,  SONET 

□  15.  □  Token  Rin^Token  Ring  Switching 
NETWORK  OPERATING  SYSTEM 

□  21.  □  Fibre  Channel 

□  27.  □  Other  LAN/WAN  Environment 

A  B 

A  B 

A  B 

i  □  28.  □  Windows  NT/Windows  2000 

□  32.  □  LINUX 

□  35.  □  IBM  (LAN  Server) 

□  29.  □  Novell  (NetWare  5.X) 

□  33.  □  Microsoft  (LAN  Manager) 

□  36.  □  Other  Network  Operating  System 

□  30.  □  Novell  (NetWare  4.X) 

;  □  31.  □  Novell  (NetWare  2X.3X) 

COMPUTER  OPERATING  SYSTEM 

□  34.  □  Banyan  (Vines) 

A  B 

A  B 

A  B 

□  37.  □  NT  Workstation 

□  42.  □  UNUX 

□  47.  □  Digital  VMS 

□  38.  □  Windows  2000 

□  43.  □  DOS 

□  48.  □  Macintosh 

□  39.  □  Windows  98/953.1 

□  44.  □  OS/2, 0&2  WARP 

□  49.  □  Other  Computer  Operating  System 

□  40.  □  Intel  based  UNIX 

□  45.  □  OS/400 

A  B 

□  41.  □  RISC  based  UNIX  (incl.  SOIARIS) 

□  46.  □  IBM  MVS/VM/VSE/ESA 

None  of  the  above  (1-49)  □  50.  □ 

|  Which  of  the  following  hardware  platforms  are  installed/planned  in  your  company? 

R^L||9  (check  ALL  that  apply] 

A  -  Mainframes 

B  -  Minis  (Midrange) 

C  -  Workstations 

(Large  Scale) 

1.  □  IBM  RS/6000 

1.  □  Sun  Microsystems 

1.  □  IBM 

2.  □  IBM  AS/400 

2.  □  H-P 

2.  □  Other 

3.  □  Digital/Tandem/Compaq 

3.  □  Digital/Compaq 

4.  □  Unisys 

4.  □  IBM 

5.  □  H-P 

5.  □  Silicon  Graphics 

6.  □  Other 

6.  □  Other 

12. 


1.  □ 

2.  □ 

3.  □ 

4.  □ 


What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 


(check  ONE  only) 


$20  Billion  or  More  5. 

$10  Billion  to  $19.9  Billion  6. 
$1  Billion  to  $9.9  Billion  7. 

$500  Million  to  $999.9  Million  8. 


□  $100  Million  to  $499.9  Million 

□  $50  Million  to  $99.9  Million 

□  $10  Million  to  $49.9  Million 

□  $5  Million  to  $9.9  Million 


9.  □  $4.9  Million  or  less 

10.  □  None  of  the  above 


For  which  areas  outside  of  the  US  do  you  have  purchase  influence? 

(check  ALL  lhai  apply) 


1.  □  Europe  3.  □  South  America  5.  □  Middle  East  7.  □ 

2.  □  Asia  4.  □  Australia  6.  □  Africa  8.  □ 


Canada 

None 


FORM:  9902 
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Briefs 


With  an  eye  toward  support¬ 
ing  an  embedded  Linux  operat¬ 
ing  system  in  its  Internet 
Exchange  (IX)  architecture 
products,  Intel  last  week  made  a 
minority  equity  investment  in 
Lynx  Real-Time  Systems.  Lynx 
develops  embedded,  real-time 
operating  systems  for  telecom¬ 
munications  applications.  Lynx 
already  offers  a  suite  of  embed¬ 
ded  Linux  products,  such  as 
BlueCat  Linux,  which  supports 
Intel's  x86  architecture.  Intel  has 
been  bolstering  its  investments 
in  network  technologies,  having 
recently  bought  Basis  Commun¬ 
ications  for  $450  million  with 
plans  to  incorporate  Basis'  net- 
work-processor  technology  into 
Intel's  IX  architecture. 

IBM  has  plans  to  boost  the 
power  of  its  server  family.  The 
firm  last  week  announced  a  new 
device  for  its  Netfinity  servers 
called  the  Double  Data  Rate 
(DDR)  module. 

The  DDR  sits  in  the  core 
chipset  and  boosts  the  speed  of 
the  memory  data  bus  up  to 
2100M  bit/sec,  twice  as  fast  as 
is  currently  possible,  IBM  says. 
This  means  faster  execution  of 
applications  for  end  users  and  a 
quicker  response  to  perishable 
data.  IBM  also  plans  to  add 
DDR  to  its  line  of  NUMA-Q  Intel- 
based  Unix  servers.  Pricing  for 
the  DDR  was  unavailable. 

On  the  Unix  server  front,  IBM 
plans  to  extend  its  workload 
manager  feature  in  AIX  to  cover 
I/O  operations  in  a  server.  Work¬ 
load  manager  is  an  AIX  feature 
that  oversees  the  allotment  of 
RS/6000  memory  and  CPU 
resources  for  certain  crucial 
applications.  Now  workload 
manager  will  be  able  to  ensure 
that  certain  applications  get  pri¬ 
ority  access  to  I/O  resources. 
This  feature  should  be  available 
with  the  release  of  AIX  4.3.4  later 
this  year. 

IBM:  www.ibm.com 
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_  TCP/IP,  LAN  /WAN  Switches,  Routers,  Hubs,  Access  Devices, 

Clients,  Servers,  Operating  Systems,  VPNs,  Networked  Storage 

CacheFlow,  Akamai  team  on  caching 

Companies  claim  they  can  help  customers  speed  up  Web  content  access,  lower  e-commerce  costs. 


BY  APRIL  JACOBS 

Akamai  and  CacheFlow  are 
teaming  to  offer  users  a  prod¬ 
uct  that  will  speed  Web  access, 
simplify  Web  site  management  and 
reduce  the  number  of  servers  needed  to 
meet  growing  site  demand. 

The  companies  last  week  signed  an 
agreement  that  will  let  CacheFlow  incor¬ 
porate  Akamai’s  Akamaizer  software  into 
its  caching  servers.The  software  lets  net¬ 
work  executives  get  important  content 
onto  the  Akamai  FreeFlow  worldwide 
network  of  more  than  2,000  servers  — 
pushing  content  closer  to  the  customers 
requesting  it.  The  combination  also  adds 
a  layer  of  policy-based  traffic  manage¬ 
ment  not  available  using  Akamaizer  soft¬ 
ware  alone.  Those  policies  determine 
which  types  of  content  should  be  put  on 
the  Akamai  network  without  the  cus¬ 
tomer  having  to  manually  code  it.  A 
CacheFlow  device  sits  in  front  of  a  Web 
server  farm,  typically  behind  a  Layer  4 
switch. 

The  deal  highlights  the  problems 
related  to  performance  and  content 
availability  that  many  corporate  intranet 
and  e-commerce  sites  have  experienced 
due  to  heavy  traffic. 

What  Akamai  and  CacheFlow  are 
doing  is  a  relatively  new  approach  to 
scaling  Web  site  performance  but  may 


soon  become  more  popular,  says  Peter 
Christy,  Jupiter  Communications’  Silicon 
Valley  research  director.  That’s  because 
the  combined  technologies  can  lower  a 
company’s  overall  e-commerce  costs 


and  speed  important  content  to  cus¬ 
tomers.  Christy  says  using  the  combina¬ 
tion  of  Akamai’s  content  delivery  ser¬ 
vices  and  CacheFlow’s  devices  can  also 
help  lower  Web  site  costs  by  reducing 
the  number  of  servers  required  to  meet 
customer  demand. 

At  ProFlowers,  an  online  flower  shop, 
the  combination  of  CacheFlow/  Akamai 
technologies  will  save  on  server  pur¬ 


chase  costs  and  reduce  the  amount  of 
time  it  takes  to  get  popular  content 
pushed  closer  to  users  on  the  Akamai 
FreeFlow  network,  says  Yoshio  Kurtz, 
ProFlowers  director  of  development. 


$600 


ProFlowers,  says  Kurtz,  has  "peaks  and 
valleys”  in  terms  of  demand  for  content. 
For  instance,  the  Valentine’s  Day  period 
drew  1.5  million  site  visitors  looking  to 
send  flowers.  Using  the  CacheFlow  soft¬ 
ware,  Kurtz  can  now  manage  what  con¬ 
tent  gets  onto  the  Akamai  network  with¬ 
out  programming  changes  —  saving  a 
great  deal  of  time  and  labor. 

See  Cache,  page  24 


Web  cash 

According  to  industry  analysts,  the  market  for  Web-caching  hardware 


will  boom  in  the  next  several  years. 


Web-caching  device 
market  revenue 

(in  millions) 


With  products  such  as  the  3000  Web  caching  box,  CacheFlow  1998  1999  2000 

has  become  a  player  in  this  growing  market.  source:  jupiter  communications,  l o s  altos,  calif. 


Is  Extreme  Networks  ready  for  3Com  shops? 


CoreBuilder  users  will  need  to  step  up  to  the  plate. 


BY  JIM  DUFFY 

SANTA  CLARA  —  3Com  users  consid¬ 
ering  a  transition  to  Extreme  Networks 
as  their  core  LAN  switch  supplier  will 
deal  with  a  company  that  has  one-thirti¬ 
eth  the  workforce  of  3Com  and  much 
less  network  experience. 

On  the  other  hand,  3Com  customers 
will  gain  a  supplier  that  is  focused 
exclusively  on  Layer  3  gigabit  switching 
and  has  achieved  greater  success  in  this 
market  than  3Com.  3Com  lost  two- 
thirds  of  its  market  share  in  Layer  3 
Ethernet  switching  between  1998  and 
1999,  according  to  the  Dell’Oro  Group 


of  Portola  Valley,  Calif. 

3Com  recently  announced  that  it  is 
discontinuing  the  CoreBuilder  LAN 
switch  line,  among  other  products,  in 
an  effort  to  streamline  the  company  to 
attack  new  and  higher-growth  markets. 

3Com’s  cancellation  of  the  Core¬ 
Builder  switch  angered  customers, 
many  of  which  were  not  made  aware 
of  the  move  before  3Com  announced  it 
or  the  press  got  wind  of  it. The  compa¬ 
ny  is  urging  customers  to  transition  to 
Extreme  and  its  BlackDiamond  switch, 
and  has  set  June  30  as  the  last  cus¬ 
tomer  shipment  date  for  CoreBuilder 
products. 


Most  customers  are  apparently  balk¬ 
ing  at  the  migration  to  Extreme,  accord¬ 
ing  to  an  informal  survey  on  Network 
World’s'Web  site.  Some  do  not  feel  com¬ 
fortable  dealing  with  a  company  as 
young  and  lean  as  Extreme  in  a  market 
dominated  by  Cisco.  Others  are  reluc¬ 
tant  to  accept  any  advice  or  guidance 
from  3Com  after  the  company  pulled 
out  the  rug  from  under  them. 

What  users  may  be  overlooking  is 
that  Extreme  posted  a  206%  increase  in 
revenue  for  the  second  quarter  of  fiscal 
2000  from  the  second  quarter  of  1999- 
Income  during  the  same  time  period 
See  Extreme,  page  26 


Network  World  April  3,  2000  www.nwfusion.com  21 


nine-ind 


2000  Intel  Corporation.  Intel  and  the  Intel  logo  are  registered  trademarks 
nd  NetStructure  is  a  trademark  of  Intel  Corporation  All  rights  reserved 


jrookie,  yet  he  won’t  wait  eight  seconds 

to  order  new  waders  online,  that’s  cold. 

sometimes  it  takes  all  the  patience  one  can  muster  to  Sand  the  big 

one.  which  makes  it  all  the  more  ironic  that  the  average  joe  will 
wait  just  8  seconds  for  an  online  transaction,  of  course,  you  could 

easily  get  your  site  into  zoom  mode  with  intel®  netstructure™  7110 
e-commerce  accelerators,  which  can  increase  the  processing  of 
encrypted  transactions  by  up  to  50  times,  these  accelerators  are  the 
first  designed  specifically  for  e-commerce,  enabling  customer 
transactions — even  in  ssl  mode — to  happen  almost  instantly,  to  get 
information  on  how  to  reel  in  more  customers  on  your  web  site, 
visit  ours:  (-»  www.intel.com/go/whats-biting  ) 
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Crossroads  exec  talks  up  SAN 


lietwoffiodd 


At  the  con¬ 
clusion  of 
Network 
World’s  Stor¬ 
age  Network¬ 
ing  town  meetings,  atten¬ 
dees  can  ask  any  questions 
they  have.  Network  World 
Senior  Editor  Deni  Connor 
has  gathered  some  of  those 
questions  and  put  them  to 
Brian  Smith,  CEO  of  Fibre 
Channel  storage  router 
manufacturer  Crossroads 
Systems.  Die  next  storage 
networking  town  meetings 
start  June  14  in  eight  U.S. 
cities.  For  more  information 
visit  www. nwfusion.com/ 
townmeeting. 


What  do  you  think  is  the 
future  for  mixed  SCSI  and  Fibre 
Channel  networks? 

We  see  SCSI  continuing  for  a 
long  time.  There  are  a  number 
of  enterprise  customers  who 
are  comfortable  with  it.  We  see 
it  shipping  for  the  next  seven 
years.  We  also  see  a  lot  of  prob¬ 
lems  being  solved  by  Fibre 
Channel.  [The  technologies  are] 
complementary,  and  we  intend 


to  route  between  them  for  a 
long  time. 

Yet  the  SAN  will  evolve  to 
a  more  networking  feel,  and 
that’s  why  we  are  complement¬ 
ing  our  routing  story  with  a 
WAN,  appliance,  System/390 
and  Infiniband  routing  story. 
[Infiniband  is  a  specification  for 
next-generation  system  I/O  that 
uses  multiple  switched  paths  to 
route  data  between  peripherals 
and  the  processor.] 

You  said  you  see  some  great 
uses  for  Fibre  Channel?  What 
are  they? 

One  of  the  first  is  LAN-free 
backup  where  customers  can 
move  bulk  backup  data  and 
recovery  from  the  LAN  to  the 
storage  network  and  free  up 
30%  to  40%  of  the  bandwidth 
on  the  LAN.They  move  the  data 
to  media  that  can  do  the  back¬ 
up  typically  10  times  faster. 

We  see  server-free  backup 
as  the  next  step  in  that  move¬ 
ment.  Customers  can  use  their 
SAN  investment  and  give 
greater  efficiencies  and 
throughput  to  the  process  of 
backup  and  recovery.  We  see  a 
need  to  migrate  existing  stor¬ 
age  and  servers  into  the  SAN. 
With  the  advances  in  optical 
networking,  you  can  have 


remote  copies  of  your  data 
thousands  of  miles  away. 

What  advancements  must 
occur  before  SAN  equipment 
becomes  a  commodity  so  that 
consultants  don't  need  to  plan, 
install  and  manage  it? 

Interoperability.  Solutions 
must  work  together  out  of  the 
box  and  be  relatively  simple  to 
configure.  Online  configuration 
tools  that  are  easy  to  use  also 
will  be  critical.  Finally,  manage¬ 
ment  of  the  SAN  infrastructure 
is  key  to  making  this  new  enter¬ 
prise  storage  architecture  func¬ 
tional  once  installed.  IT  man¬ 
agers  need  to  get  comfortable 
with  SANs  and  their  continuing 
function.  SAN  management  soft¬ 
ware  will  help  immensely. 

With  the  popularity  of  the 
Internet,  how  do  users  differenti¬ 
ate  between  the  services  they 


IBM  bolsters  networked  storage  capacity 


Company  infuses  cash,  salespeople  to  battle  competition. 


BY  MARC  SONGINI 

Looking  to  significantly 
boost  its  networked  storage 
systems  and  services,  IBM  will 
spend  $400  million  to  add 
1,000  salespeople,  and  offer 
new  products  and  services 
that  will  cater  to  storage  area 
network  (SAN)  customers. 

The  moves  are  aimed 
squarely  at  providing  users 
with  the  infrastructure  to  build 
large-scale  storage  networks. 
IBM  also  hopes  its  plans  will  be 
a  weapon  to  combat  storage 
powerhouse  EMC,  which  is  the 
leader  in  the  enterprise  storage 
marketplace,  anticipating  rev¬ 
enue  of  $12  billion  in  2001. 

Specifically,  IBM  is  beefing 
up  the  capacities  of  some  of  its 
existing  storage  products.  For 
instance,  the  company 


announced  improvements  to 
its  flagship  Shark  Enterprise 
Storage  Server,  adding  64-bit 
CPUs,  up  from  32-bit  proces¬ 
sors.  That  boosts  cache  to  16G 
bytes,  up  from  6G  bytes. 

Additionally,  IBM’s  Tivoli 
subsidiary  this  week  will 
announce  SANergy,  software  to 
manage  a  so-called  LAN-free 
storage  network.  SANergy  will 
let  Unix  and  Windows  NT 
servers  and  clients  share  files 
with  one  another  over  a  SAN 
—  and  not  over  the  LAN.  The 
feature  saves  LAN  bandwidth 


by  keeping  traffic  destined  for 
storage  on  a  SAN.  SANergy  will 
work  with  Tivoli’s  Storage 
Manager  package. 

IBM  also  said  it  would  build 
30  centers  worldwide  to 
develop  and  demonstrate  stor¬ 
age  systems. That  goes  in  hand 
with  IBM’s  Global  Services 
division’s  move  to  create  a 
wide-ranging  consulting  prac¬ 
tice  for  SANs. 

At  least  one  analyst  says  IBM 
is  headed  in  the  right  direction. 

This  is  the  first  time  IBM  has 
fielded  its  Global  Services  divi¬ 
sion  out  in  the  SAN  battlefield 
in  force,  and  it  could  be  a  deci¬ 
sive  move,  says  John  Webster,  an 
analyst  at  Illuminata,  a  consul¬ 
tancy  in  Nashua,  N.H.  “EMC 
doesn't  have  a  services  organi¬ 
zation  like  it,”  he  says. 

IBM:  www.ibm.com/san 


futures 

receive  from  a  local  data  center 
and  an  Internet-accessed  data 
center? 

SANs  will  be  a  key  enabler 
for  the  Internet  to  continue  its 
rapid  growth.  As  companies 
look  at  handling  the  growth,  in¬ 
ternal  and  external  sources  for 
storage  growth  and  manage¬ 
ment  should  be  considered. The 
differentiation  will  be  based 
upon  elements  such  as  the 
business  model  and  the  cost 
desired  by  the  customer.  The 
differentiation  most  likely  will 
come  down  to  a  business  deci¬ 
sion,  an  analysis  that  yields  the 
best  solution  for  each  business. 

What  is  the  return-on-invest- 
ment  (ROI)  business  case  that 
will  convince  senior  manage¬ 
ment  to  authorize  the  purchase 
of  a  SAN? 

There  are  a  number  of  points 
to  consider,  each  of  which 
comes  down  to  managing  the 
rapid  growth  of  storage.  As  you 
know,  the  amount  of  storage 
purchased  is  doubling  every 
year.  This  is  placing  a  huge  bur¬ 
den  on  IT  staff  as  they  attempt 
to  manage  this  storage. 

The  ROI  in  this  case  is,  do 
we  want  to  stay  in  business. 
Moving  beyond  this  point,  take 
the  example  of  LAN-free  back¬ 
up.  What  are  my  information 
assets  worth?  Keeping  them 
protected  and  accessible  via 
backup  is  a  requirement. 

With  SANs,  backup  can  be 
improved  in  speed  by  a  factor 
of  10,  and  the  cost  can  be  dis¬ 
tributed  over  a  larger  popula¬ 


tion  of  servers,  making  it  much 
cheaper  to  purchase  and  oper¬ 
ate.  SANs  bring  more  manage¬ 
able  gigabytes  per  IT  staff  per¬ 
son  and  enable  organizations 
to  scale  with  the  growth  in  stor¬ 
age  at  much  less  than  linear 
cost  increases.  Otherwise,  the 
growth  of  storage  will  drive  a 
management  cost  model  that 
no  one  can  afford. 

Is  Crossroads  going  to 
expand  out  of  the  router  arena 
into  the  switch  or  storage  man¬ 
agement  markets? 

Storage  routing  is  the  funda¬ 
mental  part  of  our  business  to¬ 
day.  We  have  built  our  engineer¬ 
ing  and  marketing  teams  to 
focus  on  four  additional  spaces. 
The  first  is  the  wide-area  net¬ 
working  business,  which  allows 
SANs  to  be  implemented  over 
large  geographies  with  ATM  or 
Gigabit  Ethernet.  According  to 
[market  research  firm]  IDC, 
40%  of  SANs  by  2003  will  have 
a  wide-area  networking  need. 

The  second  area  we  are 
working  on  is  appliances  — 
using  our  router  platform  with 
some  value-added  software 
that  resides  in  the  SAN  to 
allow  serverless  backup  or 
make  Oracle  Parallel  Server 
run  faster. 

The  fourth  area  is  the  need 
to  connect  data  to  the  main¬ 
frame.  We  see  the  need  to  build 
a  fat  pipe  to  get  data  there. 
Today,  it’s  a  thin  ESCON  straw 
that  gets  you  there.  Customers 
want  to  mine  mainframe  data, 
but  they  are  typically  seven 
days  behind  the  data  on  the 
mainframe. 

Last,  we  will  build  Infiniband 
routing.  We  will  route  Infini¬ 
band  to  the  world  of  storage.  □ 


Cache, 

continued  from  page  21 

Kurtz  also  estimates  that  a 
single  CacheFlow  device  can 


save  him  up  to  $35,000  — 
what  it  would  cost  him  to  tack 
five  more  servers  onto  his  Web 
farm  to  meet  increases  in 
demand  for  content.  A  single 
cache  device  costs  about 
$3,000. 

Christy  estimates  that  push¬ 
ing  content  out  to  the  edges 
of  the  Internet  where  it  is 
closer  to  user  requests  is 
much  more  cost-efficient  than 
allowing  requests  to  come 
into  a  central  server  farm, 
because  it  eliminates  long-dis¬ 
tance  charges.  Those  charges 
can  be  100  times  more  than 
the  costs  associated  with  serv¬ 
ing  up  Web  content  in  remote 
locations. 

CacheFlow:  www.  cacheflow. 
com 
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n  Powered  Network.. 


Welcome  to  the  New  World. 

A  world  full  of  stories  just  like  this  one.  Stories  of  Cisco  Powered  Network1'1  service  providers 
delivering  innovative  business  solutions.  To  be  matched  with  a  service  provider  partner  who  can  reliably  extend 
your  network  over  a  Cisco-based  infrastructure,  visit  our  site  at  www.cisco.com/go/cpn. 
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Extreme, 

continued  from  page  21 

was  $6.4  million  vs.  a  loss  of  $2  million. 

Extreme’s  customer  list  includes 
Barnes  and  Noble,  Scottish  Hydro,  the 
Institute  of  Nuclear  Power  Operations 
and  PSINet.  And  Extreme  claims  to  be 
the  first  network  company  to  ship 
more  than  one  million  Layer  3  ports  in 
two  and  a  half  years. 

“This  is  nice,  but  there  are  plenty  of 
companies  to  go  to,”  says  Esmeralda 
Silva,  an  analyst  at  IDC  in  Framing¬ 
ham,  Mass. 

Young  and  quick 

Extreme  is  certainly  younger  and 
smaller  than  3Com. The  company  was 
founded  in  1996,  went  public  in  1999 
and  employs  400,  vs.  3Com,  which 
was  founded  in  1979  and  employs 
12,000.  But  Extreme  will  be  hiring 
200  new  salespeople  from  3Com, 
which  will  effectively  double  its  sales 
force. 

However,  these  are  salespeople  who 
had  little  success  selling  3Com's 
CoreBuilder  line.  Will  they  benefit 
Extreme? 


"We  acquired  200  seasoned  net¬ 
work  professionals  selling  into  large- 
named  accounts,”  says  Gordon  Stitt, 
president  and  CEO.  “We  re  happy  as 
can  be.” 

Extreme  has  $310  million  in  cash, 
which  can  be  used  for  acquisitions,  and 
invests  14%  of  its  revenue  in  research 
and  development. 

The  competition 

Extreme  has  some  strong  competi¬ 
tors  also  gunning  for  the  stranded 
3Com  shops.  Foundry  Networks  is 
matching  Extreme’s  70%  discount 
for  CoreBuilder  customers,  while 
Enterasys  —  Cabletron’s  enterprise 
spinoff  —  is  offering  pricing  of 
$1,000  per  CoreBuilder  Gigabit 
Ethernet  port  and  $100  per  10/100M 
bit/sec  port. 

Cisco  is  offering  3Com  users  a 
range  of  discounts  through  its 
Competitive  Technology  Migration 
Program,  says  Soni  Jiandani,  vice  pres¬ 
ident  of  marketing  in  Cisco’s  En¬ 
terprise  group.  Jiandani  did  not 
divulge  numbers,  but  says  “Cisco  will 
be  very,  very  competitive  vis-a-vis  our 
competitors 


Extreme  performance 

Extreme  Networks'  sales  have  boomed  over  the  past 
few  years,  and  its  stock  price  has  been  increasing 
steadily  since  it  went  public  almost  a  year  ago. 


Annual  revenue  (in  millions) 


Extreme  CEO  Gordon 
Stitt  has  established  his 
company  as  a  strong 
player  in  the  enterprise 
LAN  switching  market. 


April  June  August  October  December  February 

1999  1999  1999  1999  1999  2000 
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Who  does 

The  Motley  Fool 
trust  for 

Internet  reliability? 


One  of  the  busiest  investment  sites  ever 
is  www.fool.com,  serving  up  data,  quotes 
and  just  plain  common  sense.  So  when  it  comes 
to  making  sure  their  Internet  content  is 
absolutely  available  24/7,  they  don’t  fool  around. 
They  count  on  F5.  In  fact,  asked  to  describe  F5’s 
Internet  traffic  and  content  management 
capability,  Motley  Fool’s  “Chief  Techie  Geek” 
summed  it  up  in  typical  Fool  fashion:  “It  rocks.” 
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ServerlronXL  BigServerlron 


High  Availability.  High  Performance. 
High  Session  &  Server  Density. 


(as  long  as  you've  got  good  balance ) 


For  more  than  1500  customers  including  AOL®,  MindSpring®  and  Cable  &  Wireless®,  Foundry  Networks' 
ServerlronXL  and  BigServerlron  have  what  the  Internet  needs  to  keep  e-commerce  rolling.  We  deliver 
industry-leading  performance,  features,  port  density  and  session  capacities.  We  provide  advanced 
Internet  Traffic  Management  features  like  stateful  firewall  load  balancing,  application  re-direction  and 
local  and  global  server  load  balancing  with  technologies  such  as  URL,  Cookie  and  SSL  Session  switching. 
With  flexibility,  reliability,  balance,  price  leadership  and  IronClad  Network  Performance,  Foundry  keeps 
your  customers  coming  back  time  after  time.  Visit  us  online  at  www.foundrynetworks.com/nwl, 
email  info@foundrynet.com  or  call  1-888-TURBO-LAN  (887-2652). 
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New  software  eases  VPN  administration 


BY  TIM  GREENE 

VPNct  has  overhauled  its  manage¬ 
ment,  remote-client  and  operating  sys¬ 


tem  software  to  ease  the  administra¬ 
tion  and  use  of  virtual  private  net¬ 
works  (VPN). 

New  features  include  a  Lightweight 


Directory  Access  Protocol  directory 
server  to  let  network  professionals 
assign  VPN  policies  based  on  existing 
LDAP  directory  listings,  freeing  admin- 
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istrators  from  the  chore  of  building 
separate  directories  of  VPN  users  one 
by  one. 

VPNet  also  automated  the  manage¬ 
ment  of  encryption  keys  to  make 
it  easier  for  end  users  to  set  up 
secure  IP  tunnels,  relieving  help 
desks  of  the  burden  of  walking  users 
through  the  process  of  requesting 
and  retrieving  keys. 

The  features  are  some  of  the  addi¬ 
tions  included  inversion  3  0  ofVPNet’s 
VPNremote  client  and  VPNmanager 
software,  as  well  as  VPNos,  the  operat¬ 
ing  system  for  the  company’s  VPN  VSU 
gateway. 

The  changes  in  the  new  software 
remove  administrative  work,  says  Mark 
Ashby,  director  of  telecommunications 
for  IMS  Health,  a  health  care  market 
research  firm  in  Plymouth  Meeting,  Pa., 
which  uses  VPNet  equipment. 

With  LDAP  support  in  VPNmanager, 
administrators  can  establish  security 
profiles  and  distribute  policy  changes 
to  groups  of  users. 


VPNs 

Subscribe  to  our  free 
newsletter.  DocFinder:  5434 


Ashby  says  automating  the  client  to 
make  setting  up  secure  VPN  sessions  is 
also  key.  Remote  users  don’t  want  to 
know  how  the  underlying  security  of 
the  VPN  tunnel  is  set  up  .They  just  want 
simple,  secure  access  to  the  network 
resources  they  seek,  he  says. 

VPNmanager  3.0  also  grants  admin¬ 
istrators  different  privileges.  For 
instance,  one  administrator  might  have 
rights  to  alter  policies  for  groups  of 
users.  Another  might  not  have  those 
rights  but  could  add  and  delete  names 
from  the  list  of  authorized  VPN  users. 

VPNremote  3  0  includes  automated 
encryption  key  management  support¬ 
ed  by  the  Internet  Key  Exchange  (IKE) 
protocol,  which  is  part  of  the  IPSec 
standard  for  VPNs.  IKE  replaces  simple 
key  management  protocol. 

Changes  to  the  client  are  designed 
to  make  installing  and  using  clients  as 
simple  as  possible.  With  Version  3  0, 
VPNremote  users  can  download  the 
software  from  a  Web  server  as  an  exe¬ 
cutable  file  that  installs  the  client. 

To  set  up  a  tunnel,  remote  users  con¬ 
nect  their  PC  to  the  Internet,  launch 
the  client  and  enter  their  user  name 
and  password.  The  software  automati¬ 
cally  sets  up  a  VPN  tunnel  with  a  cen¬ 
trally  located  VSU  gateway  through 
which  that  user’s  policy  profile  is 
downloaded  from  VPNet  manager. 

Available  this  month,  VPNet  has 
reduced  the  price  of  the  client  from 
$99  to  $49  for  individual  licenses. 
VPNmanager  comes  in  three  versions: 
Small  Office,  $999;  Enterprise,  $4,995; 
and  Service  Provider,  $19,995. 

VPNet:  www. vpn.com 
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Summoning  powerful  forces  to 
manage  your  network  traffic? 
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IP  Magic  Technology™  is  a  complete  Windows®  NT-based  software  solution  that 

helps  you  control,  protect  and  optimize  your  IP  networks.  Network  traffic 
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management  features  and  functions  are  divided  into  modular  GUI  components 
called  "IP  Objects" that  allow  simple,  intuitive  (point-and-click  configuration.}' . .  -  ■■  . 


TRAFFIC  CONTROL  for  e-business 
The  Policy-Based  Network  Traffic 
Management  Solution 

•  Load  Balancing 

•  Traffic  Prioritizations  (QoS) 

•  Rate  Control/Speed  Limiting 
Security  (Firewall,  NAT,  Port  Mapping) 


SERVER  CONTROL  for  e-business 
(available  Spring  2000) 

•  Application  Availability  Monitoring  TJ 

and  Recovery  ;  ' 

•  Server  Level  Firewall 

•  Real-Time  Traffic  Statistics 


•  Real-Time  Traffic  Statistics 

•  and  much  more 


Conjure  more  info  at 
www.liahtspeedsystems.com 
or  call  1.877.4IPMAGIC  (447-6244). 
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Controlling  Windows-Based  e- Business' 


Tolly  on  Technology  .  Kevin  Tolly 


Infrastructure 


Network  riptide:  Acquisitions  and  spinoffs 


S  f  there  is  anything  more  breathtak- 
m  ing  than  the  pace  of  acquisitions 
these  days,  it’s  the  pace  of  spinoffs. 
Integration  and  disintegration  seem  to 


be  equally  popular.  With  major  players 
involved  in  such  opposite  activities,  the 
trends  are  creating  a  virtual  riptide  in  the 
industry. 


The  big  question  is  whether  these 
actions  are  taken  for  the  right  reason  — 
to  deliver  better  products  to  customers. 
The  quick  answer  is  no. 


You’ve  never  seen 


Innovx™  from  GDC  is  the  most  advanced  carrier-class  probe  available.  It  provides  you  with  valuable  information  about  your  Frame  Relay  Network  and  its 
performance,  all  in  an  easy-to-understand  graphical  format.  Now  get  the  Service  Level  Agreement  verification,  monitoring,  control  and  troubleshooting  you 
need  to  stay  competitive. 

Innovx  brings  more  to  the  table.  It’s  the  only  SLA  Frame  Probe  with  integral  CSU/DSU  that  offers  a  built-in  Java-based  Web  agent.  Ready  for  sophisticated 
SLA  management  and  analysis?  Simply  install  Innovx  on  your  Frame  Relay  circuits,  click  on  your  Web  browser,  and  start  working.  You’re  already  saving 
money  because  no  additional  hardware  or  software  is  needed. 

And  you  are  prepared  for  the  future,  since  the  Innovx  product  family  offers  complete  software  upgradeability  as  new  applications  become  available.  For 
example  the  Innovx  MSP™,  which  supports  DDS  circuits,  is  easily  upgraded  to  run  on  FT1  and  T1  circuits  with  no  hardware  change!  When  it’s  combined 
with  the  Innovx  Frame  Manager™,  historical  trend  reports  and  network  resource  planning  are  a  snap.  You’ll  see  today — and  tomorrow — differently  with  the 
power  of  Innovx.  For  a  demo  CD  including  a  complete  unlockable  copy  of  Innovx  Frame  Manager,  visit  « 

www.frameprobe.com,  call  800-794-8246  (U.S.),  or  203-574-1118.  rjC  frame  probe 
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The  acquisition  modus  operandi  is 
well-established.  Led  by  Cisco,  Alcatel 
and  Nortel  Networks  are  fighting  for 
second  place.  With  the  stock  market 
rewarding  the  merger  mania,  these 
firms  and  others  use  their  stock  value  to 
buy  everything  in  sight.  These  actions 
typically  are  rewarded  by  even  higher 
share  prices  that  trigger  even  more 
equity  activities.  Cisco,  for  example,  has 
so  much  financial  clout  that  it  has  even 
branched  out  into  the  services  sector. 

Whenever  an  acquisition  or  a  merger 
is  announced,  you  know  for  certain  that 
the  management  chorus  will  be  singing 
a  song  of  synergy.  “By  bringing  our  two 
companies  together,  we’ll  be  better  able 
to  serve. . .  .’’You  know  the  rest. 

Shareholders  in  both  firms  profit 
handsomely  with  most  of  these  consoli¬ 
dation  moves.  But  do  customers  truly 
benefit? 

Not  long  ago,  Lucent,  Cabletron  and 
Network  Associates  also  sang  this  tune. 
But  all  three  in  recent  months  have 
announced  fairly  dramatic  “disintegra¬ 
tion”  strategies.  What  ever  happened  to 
all  that  synergy?  And  does  this  riptide 
signal  vast  changes? 

It  is  inevitable  that,  eventually,  big 
becomes  too  big.  Organizational  infight¬ 
ing,  culture  clashes  and  just  the  gargan¬ 
tuan  task  of  trying  to  motivate  and  focus 
an  army  often  cause  an  organization  to 
deteriorate. 

Not  long  after  taking  the  helm  as 
president  of  behemoth  Nortel,  David 
House  went  home  —  citing  the  inability 
to  effect  change  in  an  organization  of 
some  70,000  people. 

The  recent  spinoff  move  by  Lucent 
seems  to  be  an  admission  that  it  was  just 
too  big  to  function  effectively. 

Yet,  Cisco  —  with  nearly  50  acquisi¬ 
tions  under  its  belt  in  the  past  five  years 
—  says  it  expects  another  two  dozen 
this  year.  Is  Cisco  on  its  way  to  “too  big,” 
or  is  it  different? 

Interestingly,  the  common  thread 
among  the  previously  cited  spinoff 
companies  was  their  slumping  stock 
prices.  Coming  off  a  $200  million  dollar 
loss,  Network  Associates  announced  it 
would  become  a  holding  company  for 
the  various  units  that  were  formally  part 
of  the  same  synergistic  company. 

Cabletron  split  apart  as  a  last-ditch 
effort,  apparently  hoping  that  “starting 
fresh”  with  new  names  would  bring 
back  the  magic. 

Lucent  admits  dumping  “slow-growth 
units”  into  the  company-to-be-named 
later.  This  is  a  move  designed  more  to 
please  shareholders  than  customers. 

So  are  we  moving  back  to  an  age  of 
focus,  or  just  caught  in  the  throes  of 
making  radical  moves  to  please  a  fickle 
stock  market? 

Tolly  is  president  of  The  Tolly  Group, 
a  strategic  consulting  and  indepen¬ 
dent  testing  firm  in  Manasquan,  N.J. 
He  can  be  reached  at  ktolly@tolly.com 
or  www.tolly.com. 
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OUTRAGEOUS  PERFORMANCE 

FOR  WEBSITES  AND  E-COMMERCE  CENTERS 


Hot  dot. corns  in  collocation  centers  and  IT  managers  running  enterprise  e-commerce  sites,  want  high  performance 
and  100%  availability.  But  not  the  OUTRAGEOUS  prices  most  companies  charge  for  server  load  balancing  and  SSL  processing 
tools.  Now  Phobos  brings  you  the  latest  technology  to  beef  up  your  website.  At  prices  you'd  be  CRAZY  to  ignore.  Hey,  in 
just  15  minutes*  you  can  load  balance  the  heaviest  web  traffic  across  all  the  web  servers  at  your  site.  Or  offload  all  SSL 
encryption,  so  secure  server  transactions  really  fly. 


High  performance  load  balancing  and  secure 

TRANSACTION  PROCESSING... 

STARTING  AT  JUST  $1,995 


4 


Madder'n  hell  at  the  prices  most  companies  think  they  can  get  away 
with?  Then  sign  up  for  a  free  evaluation  with  Phobos  today  and  find 
something  else  to  RAGE  about. 

WWW.LOADBALANCE.COM 


KeyLabs, 


‘Average  installation  time  for  server  farms  from  2  to  10  devices.  Moderate  networking  knowledge  required  (duhl).  SSL  stands  for  Secure  Sockets  Layer  Phobos  stands  for  technology  and  innovation. 
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Offer  your  customers  wide-open  access  to  the  Internet. 

Imagine  being  free  from  the  distractions,  the  capital  expenses,  the  staffing  and  training 
involved  in  managing  your  network.  With  ICG  Communications'  Remote  Access  Service 
with  Internet  Transport  (RAS),  you  can  be.  RAS  allows  you  to  expand  into  new  markets 
effortlessly.  And  there's  no  need  to  worry  about  overflow.  Twenty-four  hours  a  day,  seven 
days  a  week,  our  Cisco  Powered  Network  keeps  your  highway  running  smoothly,  so 
you  can  focus  on  what  you  do  best.  No  stops,  no  delays,  no  hassles.  Just  a  wide-open 
road  of  communication.  To  learn  more  about  RAS  or  ICG's  other  business  communications 
solutions,  call  1 -888-ICG-8002  or  visit  us  at  www.icgcom.com. 
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Briefs 


Fixed-wireless  local-loop 
provider  WinStar  Commun¬ 
ications  has  reached  a  key 
milestone  by  securing  contracts 
with  the  U.S.  General  Services 
Administration  (GSA)  for  certain 
federal  buildings  in  Baltimore, 
Cincinnati  and  Los  Angeles. 

GSA  contracts  are  considered 
indispensable  for  government 
business  because  the  GSA  acts 
as  a  government  landlord  and 
it  provides  preapproved  lists 
of  vendors  to  government  tech¬ 
nology  buyers.  Ironically, 
WinStar  executives  recently 
have  gone  before  Congress  and 
the  Federal  Communications 
Commission  to  demand  rules 
forcing  private  and  public  land¬ 
lords  to  provide  access  to 
newer  carriers,  while  real 
estate  groups  have  countered 
that  plenty  of  such  deals  are 
being  signed  without  regulatory 
intervention. 

Bell  Atlantic  now  links  its  tra¬ 
ditional  circuit-switched  phone 
network  to  the  IP  telephone 
networks  of  competitive  carri¬ 
ers  so  callers  dialing  in  from  IP 
networks  can  reach  customers 
who  have  regular  phones.  IP 
carriers  could  only  do  this 
before  if  they  bought  their  own 
gateway  device  to  connect  the 
two  types  of  networks.  Bell 
Atlantic  has  installed  its  own 
gateways  and  sells  the  network 
connections  as  a  service. 

Qwest  Communications  last 
week  announced  a  three-year 
deal  with  IBM  Global  Services 
valued  at  $5  billion.  IBM  will 
build  and  provide  operational 
support  for  28  new  Qwest  data 
centers,  called  CyberCenters. 
The  first  data  centers  will  be 
built  in  Dallas,  Philadelphia, 
Sterling,  Va.,  and  San  Jose  this 
year.  By  year-end,  Qwest 
expects  to  have  14  IBM-built 
data  centers  up  and  running. 
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The  Internet,  Extranets,  Interexchange 
anti  Local  Carriers,  Wireless,  Regulatory  Affairs 


MCI  WorldCom/Sprint  claims  doubted 


BY  DAVID  ROHDE 

WASHINGTON,  D  C.  —  Industry  ana¬ 
lysts  are  questioning  a  report  about  the 
enterprise  network  market  submitted  by 
MCI  WorldCom  and  Sprint  to  govern¬ 
ment  regulators  in  support  of  their  pro¬ 
posed  merger. 

In  one  part  of  a  massive  merger  doc¬ 
ument  delivered  to  the  Federal 
Communications  Commission  March 
20,  the  two  carriers  contend  that  almost 
a  dozen  U.S.  carriers  are  now  offering 
complete  voice  and  data  services  to  “the 


larger  business  market.”  But  among  the 
carriers  they  cite  are  Williams  Commu¬ 
nications  and  Level  3  Communications, 
two  wholesale  providers  of  carrier 
bandwidth  that  several  analysts  told 
Network  World  rarely  appear  on  users’ 
requests  for  proposal  (RFP).  Analysts 
also  questioned  the  service  range,  geo¬ 
graphic  coverage  and  ability  to  respond 
to  bids  of  several  others  on  the  list, 
which  MCI  WorldCom  and  Sprint  say 
are  ready  to  provide  robust  competition 
to  AT&T  and  a  newly  merged  WorldCom 
conglomerate. 

In  the  report,  the  merger  partners  also 
cite  Qwest  Communications,  Global 
Crossing,  Broadwing,  Cable  &  Wireless 
and  GTE  as  large-business  carriers.  They 
added  Bell  Atlantic  for  New  York  state, 
where  it  recently  began  long-distance 
service. 

The  report  claims  the  carriers  men¬ 
tioned  generally  provide  at  least  seven 
core  enterprise  services  —  frame  relay, 
ATM,  private  lines,  Internet  access,  IP  vir¬ 
tual  private  networks,  outbound  voice 
and  advanced  800  routing  for  call  cen¬ 
ters.  But  Richard  Kuehn,  president  of 
RAK  Associates  in  Cleveland  and  a  con¬ 
sultant  to  users  on  telecom  RFPs,  says 


the  picture  is  unrealistic.  “Eve  only  ever 
seen  one  proposal  from  Level  3,  and  it 
was  one  year  ago  and  it  was  totally  inad¬ 
equate,”  Kuehn  says. 

He  also  questions  the  claim  that 
Qwest  provides  sophisticated  800  rout¬ 
ing.  He  says  Qwest  hasn’t  been  able  to 
provide  “take-back  and  transfer”  —  an 
ability  commonly  requested  by  call  cen¬ 
ter  managers  to  have  the  phone  network 
take  back  an  800  call  and  transfer  it  to 
another  call  center  if  agents  are  busy. 

Geographic  coverage  has  also  tripped 
up  many  of  the  listed  companies  on 
national  bids.  On  one  recent  3,000-site 
proposal, “the  bid  response  was  terrible” 
from  some  carriers  because  they  lack 
coverage,  Kuehn  says. 

MCI  WorldCom  and  Sprint  officials 
attending  a  press  conference  to  present 
the  merger  documents  said  it  was  fair  to 
include  wholesale  carriers  because  busi¬ 
ness  users  could  buy  their  services  from 
resellers.  Indeed,  the  documents  pre¬ 
sented  to  the  FCC  were  worded  care¬ 
fully  to  say  the  cited  carriers  offer  “a 
wide  range  of  advanced  telecommunica¬ 
tions  services”  that  are  “typically  sought 
by  larger  business  customers”  without 
stating  that  there  were  no  middlemen. 3 


McClearv  talks  about  USi  and  the  ASP  market 
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USintemetwork- 
ing  is  a  typical  start¬ 
up  that  offers 
employees  imagina¬ 
tive  perks  such  as 
sailboat  lessons.  Not  quite  so  typical, 
however,  is  the  application  service 
provider’s  CEO,  Chris  McCleary.  A 
straight  shooter,  his  unassuming 
office  occupies  an  interior  space  with 
no  natural  sunlight.  In  fact,  confer¬ 
ence  rooms  in  the  firm’s  Annapolis, 
Md.,  headquarters  have  better  views. 
Network  World  Senior  Editor  Denise 
Pappalardo  recently  talked  with  the 
executive  about  why  he  believes  USi 
has  the  upper  hand  in  a  rapidly 
expanding  ASP  market. 


USi  has  been  criticized  for  investing 
millions  to  build  its  own  data  centers. 


even  though  this  isn't  con¬ 
sidered  to  be  an  ASP's 
core  competency.  How  do 
you  respond? 

Some  ASPs  have  said 
they’re  not  building  data 
centers  because  it  re¬ 
quires  too  much  capital. 

But  at  a  recent  financial 
industry  event  for  ASPs,  an 
analyst  said  that  that’s  a 
ridiculous  excuse  because 
anyone  can  go  out  and  sell 
a  billion  dollars  worth  of 
junk  bonds.  In  a  capital- 
constrained  environment,  we  wouldn’t 
have  put  in  our  own  data  centers.  But 
we’re  living  in  a  different  model. 

But  beyond  the  ability  to  raise  capital, 
is  it  still  a  good  idea  for  USi? 

When  we  first  launched  our  plan  we 
met  with  Exodus.  I  asked, ‘Can  we  put  our 
proprietary  monitoring  tools  on  servers 
hosted  in  your  data  centers?’  And  they 


said,  ‘No,  of  course  not.’ 
When  we  look  at  the  way 
we  manage  the  network,  it 
is  so  totally  different  than 
publicly  administered  data 
centers.  We  re  connected 
to  12  Internet  backbones, 
including  three  interna¬ 
tional  carriers.  We  also 
have  two  national  and 
international  frame  relay 
and  ATM  host  connections. 
And  last  quarter,  75%  of 
our  customers  who  signed 
up  said  they  wouldn’t  have 
signed  up  unless  we  owned  and  tightly 
controlled  the  design  and  scale  of  our 
data  centers. 

What  type  of  reliability  guarantee  is  USi 
offering? 

We’re  offering  a  99.5%  availability  guar¬ 
antee,  and  we  go  up  from  there  based  on 
product  extensions.  For  instance,  if  a  cus- 
See  McCleary,  page  36 
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WHAT  A  CEO  DOES  WHEN 
THE  WORKDAY  ENDS  . .  . 


McCleary, 

continued  from  page  33 

tomer  has  local  redundancy  where  we 
mirror  servers  and  wide-area  redun¬ 
dancy  where  we  actually  have  a  back¬ 
up  site  in  one  of  our  other  data  cen¬ 
ters,  then  that  customer  would  get  a 
higher  guarantee. 

Are  you  talking  up  to  100%  availabil¬ 
ity?  Is  that  something  that  could  be 
written  into  a  contract? 

You  could  come  close.  That  would 
probably  be  backed  up  by  insurance 
because  you  can  have  a  massive  hurri¬ 
cane  or  tornado,  or  a  hurricane  and 
earthquake  at  the  same  time,  so  100% 
is  a  little  tough,  but  you  could  get 
close  to  it. 

Most  vendors  are  trying  to  develop 
Web-based  software  clients, 
but  many  still  offer  fat  clients  that  are 
accused  of  slowing  down  systems 
and  simply  not  being  as  easy  to  use 
as  a  Web  browser.  Where  do  USi’s 
application  vendors  stand? 

There  probably  needs  to  be  seg¬ 


mentation.  There’s  browser-enabled, 
and  then  there’s  Internet-enabled. 
We’re  running,  very  successfully, 
client/server  applications  over  the 
Internet.  So  if  a  Siebel  customer  wants 
to  set  up  dial-in  access  over  the 
Internet,  that's  fine.  We  set  them  up 
with  a  USi  virtual  private  network  and 
a  Siebel  client.  For  PeopleSoft  cus¬ 
tomers,  we  can  run  the  application 
over  the  Internet  and  frame  relay  with 
no  problem  for  the  client. 

It  sounds  like  you're  saying  there 
really  aren't  performance  issues  when 
running  applications  such  as 
PeopleSoft  or  Siebel  over  the  Internet 
compared  with  running  them  over  pri¬ 
vate-line  or  frame  relay  networks. 

Well,  keep  in  mind  now,  we're  not 
Internet  zealots  here  —  we’re  com¬ 
munication  zealots.  Almost  all  our  cus¬ 
tomers  have  private  access  and 
Internet  access.  So  if  the  people  at 
Sunburst  Hospitality  [a  USi  customer] 
were  entering  a  payable  on  their 
accounting  system,  that’s  over  frame 
relay.  That’s  not  over  the  Internet.  But 
employees  can  go  into  the  same  appli- 


What  does  a  CEO  at  one 
of  the  fastest  growing 
ASPs  do  outside  the 
office ?  Here’s  a  glimpse 
at  the  private  side  of 
USinternet working’s  Chris 
McCleary. 

What's  the  last  book  you've  read? 

The  Fifties,  by  David  Halberstam. 

It  tracks  how  life  was  different,  in¬ 
cluding  politics,  business  and  social 
structure. 

What  about  fiction? 

Frankly,  I  haven't  read  a  fiction 
book  in  the  last  20  years  because  the 
nonfiction  is  so  good. 


What  Web  site  do  you  use  most? 

My  Yahoo.  I  can  see  where 
the  market  cap  is  and  set  up  my 
preferences. 

What  about  for  e-commerce? 

I  like  J.Crew  because  you  can 
order  khakis  with  an  inch  and  a  quar¬ 
ter  cuff  and  they  ship  them  in  three 
days.  That's  pretty  good. 

There's  a  lot  of  basketball  para¬ 
phernalia  around  your  office.  Do  you 
play,  or  are  you  just  a  fan? 

I'm  a  big  Kentucky  fan.  I  watch  a 
lot  of  basketball  and  play  just  a  little 
bit  around  the  neighborhood. 

—  Denise  Pappalardo 
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Happenings  at  USi 

USinternetworking  has  been  building  up  its  arsenal  of  services  and  strategic 
partnerships.  Here's  a  sampling  of  the  company's  recent  developments: 


March  15 

Launch  of  USiAccelerate,  a  distributed  application 
delivery  service  based  on  SitePath's  content 
delivery  products. 

Feb.  24 

USiSAN  storage  area  network  is  launched. 

The  service  is  based  on  EMC’s  storage  systems. 

Feb.  18 

USi  signs  up  with  AT&T  to  use  its  Ecosystem 
collocation  services  for  ASPs.  AT&T  becomes 


USi's  preferred  data  network  provider  for  frame 
relay,  ATM  and  IP  services. 

Feb.  7 

USi  expands  its  relationship  with  Siebel  Systems, 
launching  application  hosting  services  based  on 
Siebel  Sales  Workgroup  application  suite. 

Dec.  2 

USi  teams  with  Ariba  on  its  ORMX  business-to- 
business  e-commerce  software.  Ariba  names  USi 
a  preferred  ASP  for  its  e-commerce  applications. 


cation  over  the  Internet  to  look  at 
their  401  (k)  balances.  That  has  really 
played  to  the  strength  of  USi. 

Are  customers  that  are  using  finan¬ 
cial  or  human  resources  applications 
more  apt  to  use  private  line  or  frame 
relay? 

They  don’t  specify  that,  we  do.  We 
put  in  whatever’s  best  in  our  view,  and 
right  now,  frame  relay  is  more  predi¬ 
cable.  We  can  get  guaranteed  commit¬ 


ted  information  rate  [CIR] . 

On  the  Internet,  eventually  you’ll 
be  able  to  get  CIR,  but  you  can’t 
right  now. 

Is  USi  recommending  frame  relay 
when  customers  need  fast  access  for 
heavy  client/server  applications? 

Or  ATM.  But  some  of  them  use  IP 
over  frame  relay. 

Who  are  your  competitors? 


Traditional  buyers  of  hardware  and 
software. 

Do  you  see  any  service  providers  as 
competitors? 

EDS,  at  the  very  high  end.  Ariba 
would  be  a  competitor.  IBM,  we  bump 
into  them  all  the  time  on  e-commerce, 
and  PeopleSoft. 

What  about  Oracle  Business  Online? 

Oracle  had  everything  there  to  be  a 
good  competitor.  But  their  message 
has  been  inconsistent.  They  shut 
down  their  own  data  centers  and  are 
moving  out  of  the  Oracle  campus. 
They’re  re-doing  the  whole  thing. 

What  about  Qwest  Cyber.Solutions? 

I  think  they  will  be.  I  think  teaming 
[with  KPMG]  slowed  them  down. 

US  West  is  one  of  the  major 
shareholders  of  USi.  Qwest,  one  of 
USi's  competitors,  is  in  the  process  of 
buying  US  West  .How  will  that  affect 
the  company? 

We  canceled  our  distribution  agree¬ 
ment  with  US  West  for  its  1 4-state 


region.  We’ve  taken  the  territory 
directly.  They  have  committed  to  hold 
their  shares  in  the  Treasury 
Department  and  act  just  like  the  rest 
of  the  private  equity  investors. They’re 
not  in  any  hurry  to  dump  the  shares. 

And  we  continue  to  have  host 
connections  into  the  US  West  frame 
relay  network  that  serves  the  14 
states,  and  we’ll  continue  to  be  a  cus¬ 
tomer.  And  US  West’s  PCS  and  Yellow 
Page  business  units  are  separate  cus¬ 
tomers  of  USi. 3 
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Carriers  &  ISPs 


Eye  on  the  carriers  .  David  Rohde 

CLECs  MAY  HAVE  NO  SAVIOR  THIS  TIME 


When  people  talk  about  “local 
telecom  competition,”  they 
really  mean  two  different  things. 

In  the  mid-1990s,  federal  policymak¬ 


ers  thought  cable  and  utility  companies 
would  compete  with  local  telcos.  But 
that  didn't  happen.  So  attention  shifted 
to  competition  over  phone  wires,  with 


pressure  to  allow  telephony-oriented 
competitive  local  exchange  carriers 
(CLEC)  to  rent  the  same  local  loops 
owned  by  the  phone  companies. 


But  now  cable  and  utility  companies 
have  discovered  the  Internet  and  de¬ 
cided  to  compete  after  all.  As  a  result, 
small  CLECs  fear  that  policymakers  may 
forget  about  them. They  could  be  right. 

Take  the  example  of  mega-Bell  SBC 
Communications’  controversial  digital 
subscriber  line  (DSL)  program,  Project 
Pronto.  SBC  plans  to  push  fiber  deep 
into  neighborhoods,  then  locate  remote 
terminals  with  DSL  line  cards  from 
Alcatel  connected  to  the  final  copper 
loop.  The  idea  is  to  cut  off  DSL  distance 
restrictions  to  reach  more  homes.  So  far, 
so  good. 

Die  problem  is  that  this  punches  a 
hole  in  the  plans  of  CLECs,  including 
DSL  specialists,  which  are  relying  on  that 
copper  loop.  In  order  to  get  access  to 
the  more  remote  customers,  CLECs  will 
have  to  buy  their  own  Alcatel  line  cards 

—  DSL  interoperability  is  nowhere  in 
SBC’s  plan  —  and  hope  there’s  room  to 
collocate  in  SBC’s  remote  terminals. 

And  SBC  officials  have  made  it  clear 
that  if  there’s  no  room  in  the  remote  ter¬ 
minals,  that’s  just  too  bad.They  even  told 
the  CLECs  that  if  they’re  desperate,  they 
could  build  their  own  remote  terminals. 

It  gets  worse  for  CLECs  targeting 
business  sites  and  telecommuters.  On 
the  back  end  out  of  the  remote  termi¬ 
nal,  Pronto  employs  ATM  s  rock-bottom, 
class-of-service,  unspecified  bit  rate. 
Some  analysts  say  that’s  no  big  worry 
because  the  Pronto  network  will  be 
very  undersubscribed  at  first.  But  some 
CLECs  are  very  worried  about  selling  to 
business  users  with  latency-sensitive 
applications  on  this  network.  Besides, 
Pronto  initially  will  only  support  asym¬ 
metric  DSL  (ADSL)  and  won’t  do  voice 
over  DSL.  Without  those,  CLECs  figure 
businesses  will  hardly  see  it  as  a  cheap  T- 
1  substitute. 

The  CLECs  are  protesting  to  the 
Federal  Communications  Commission, 
but  this  time  they  may  not  win.  FCC  pol¬ 
icy  has  swung  —  along  with  the  market 

—  back  to  encouraging  big  companies 
from  different  industries  to  compete 
with  one  another.  Why  do  you  think  the 
FCC  keeps  approving  SBC’s  and  AT&T’s 
acquisitions?  Because  both  companies 
have  promised  the  FCC  that  they  will 
target  the  same  average  consumer  — 
SBC  with  DSL,  AT&T  with  cable 
modems.The  FCC  has  all  but  said  it’s  less 
important  if  50  CLECs  target  just  high- 
end  users  over  a  single  copper  loop. 

What  galls  the  CLECs  is  not  that  SBC 
is  limiting  itself  to  plain  Jane,  data-only 
ADSL  —  no  one  expects  the  Bells  to 
voluntarily  cannibalize  their  T- Is  —  but 
that  it  has  set  it  up  so  the  CLECs  can’t  go 
beyond  basic  ADSL,  either.  That  way 
SBC’s  current  T-ls  are  protected  from 
encroachment  unless  SBC  decides  to 
offer  symmetrical,  high-speed,  multiser¬ 
vice  DSL  itself.  Some  competition,  huh? 

Rohde  is  a  senior  editor  with 
Network  World.  He  can  be  reached  at 
drohde@n  ww.  com. 


When  You  Have  To  Know 
Where  The  Ball  Will  Land. 


InfoVista  Lets  You  See  Performance 
Across  Your  Entire  IT  Environment. 

InfoVista’s  Service  Level  Management  (SLM)  solutions  measure,  analyze,  and 
report  on  the  quality  of  service  within  entire  information  systems  —  including  the 
network,  systems,  and  applications. 

They  give  you  a  real-time  view  of  the  managed  environment,  reporting  failures 
as  they  happen  and  predicting  problems  before  they  happen. 

Central  management  of  information  speeds  troubleshooting  in  large  distributed 
environments.  And  historical  data  lets  you  identify  trends  and  patterns,  so  you  can 
..•••"  c0.ro»  f'-.  plan  and  manage  proactively. 

/  :  The  bottom  li  ne  is  a  flexible,  smooth  running  IT  environment  that  can  improve 

\o your  business. 
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1-800-FLOWERS.COM  is  one  of  the  world’s  leading  and 
fastest  growing  online  retailers.  With  a  complex  network  of 
thousands  of  florists  worldwide  offering  over  7,500  products 
—  reliability,  speed,  and  efficiency  are  crucial. 

Unicenter  TNG®  monitors  and  manages 
1 -800-FLOWERS. COM’s  worldwide  infrastructure  and  support 
systems,  enabling 
them  to  fulfill 
online  orders  with 
subsecond  response 
times  to  over  eight 
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To  help  ensure  the  reliability  of  1-800-FL0WERS.C0M, 
Unicenter  TNG  proactively  detects  and  corrects  problems 
before  they  impact  performance.  From  the  front-end  website 
to  the  underlying  network  infrastructure,  Unicenter  TNG 
provides  the  most  complete,  end-to-end  eBusiness 
management  solution  available. 

Join  1-800-FLOWERS.C0M,  and  wake  up  and  smell  the  roses.  It’s  time  to  reap  the  rewards  of  eBusiness  with 
Unicenter  TNG  For  more  information,  visit  us  at  internetsolutions.ca.com. 
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Enterprise 


Briefs 


VocalTec  in  Fort  Lee,  N.J.,  is 
launching  a  hosted  voice-over- 
IP  telephone  service  for  e-com¬ 
merce  firms.  By  installing 
VocalTec's  HTML  code  on  its 
Web  server,  a  company  can 
establish  IP-based  phone  calls 
with  any  online  buyers  who 
have  a  multimedia  PC  sound 
system. 

The  VocalTec  service,  which 
will  be  in  trial  operation  for  sev¬ 
eral  weeks,  will  support  an  IP- 
based  call  and  a  Web  connec¬ 
tion  simultaneously  over  a  mini¬ 
mum  56K  bit/sec  line. 

VocalTec:  www.vocaltec.com 

Secure  Computing  has  begun 
shipping  Version  5  of  its  Side¬ 
winder  firewall,  which  adds  IP 
Security  1.1  technology  for  vir¬ 
tual  private  networks,  Micro¬ 
soft  NetMeeting  service  sup¬ 
port  and  Oracle  SQLNet  proxy 
support.  Sidewinder  5,  based  on 
the  Intel  III  Xeon  processor, 
starts  at  $2,900  for  2.5  users  or 
$19,900  for  unlimited  users. 

Secure  Computing:  www. 
securecomputing.com. 

Continuus  Software,  in  an 

effort  to  broaden  support  for 
team  collaboration,  has  an¬ 
nounced  two  new  products, 
ChangeSynergy  3.0  and  Know- 
ledgeSynergy. 

ChangeSynergy  monitors  all 
requests  for  changes  in  a  project 
life  cycle.  The  tool  can  handle 
software  and  Web  site  devel¬ 
opment  projects. 

KnowledgeSynergy  provides 
a  Web-based  overview  of  a  pro¬ 
ject  and  features  reporting  and 
management  tools.  Change¬ 
Synergy  runs  on  Microsoft 
Internet  Information  Server  and 
is  priced  at  $1,000  per  user. 

KnowledgeSynergy  runs  on 
top  of  Allaire  ColdFusion  and  is 
priced  at  $49,500  for  50  users. 

Continuus:  www.continuus. 
com 


Web  software  caters  to  project  teams 

Netmosphere  offering  easier  to  deploy  than  Lotus  Notes,  Microsoft  Exchange. 


Netmosphere  is  releasing  Enact  Enterprise  System  4.0,  which 
lets  teams  of  users  collaborate  online.  The  software  lets  users 
plan  and  execute  projects  through  a  Web-browser  interface. 


Netmosphere  is  releasing  Enact  Enterprise  System  4.0,  which 
lets  teams  of  users  collaborate  online.  The  software  lets  users 
plan  and  execute  projects  through  a  Web-browser  interface. 


BY  JOHN  FONTANA 

PALO  ALTO  —  Netmosphere  this 
week  will  release  a  Web-based  collabora¬ 
tion  software  suite  designed  to  let  depart¬ 
ment-level  enterprise  users  quickly  take 
projects  online. 

The  company  is  attempting  to  offer  a 
simplified  way  for  project  teams  to  col¬ 
laborate,  short  of  setting  up  a  Lotus 
Notes  or  Microsoft  Exchange  infra¬ 
structure  and  creating  applications  for 
those  platforms. 

While  users  may  not  get  the  depth  of 
features  they  would  with  Notes  or 
Exchange,  they  should  be  able  to  quickly 
open  online  real-time  collaboration  sites 
that  span  their  intranets  and  extranets. 

Enact  Enterprise  System  4.0  is  the 
combination  of  ActionPlan  and  Project 
Home  Page,  two  applications  formerly 
offered  separately  by  Netmosphere.  The 
Enact  suite  provides  a  set  of  Java-based 
components  targeted  at  a  user’s  role  in 
planning  or  executing  a  project.  The 
ActionPlan  component  provides  a  list  of 
team  members  and  the  tools  for  building 
a  project  plan.  The  ActionView  compo¬ 
nent  offers  an  analysis  of  a  project’s 
progress.  The  ActionTask  component 


delivers  tasks  that 
team  members 
must  complete 
and  a  tracking 
mechanism  for  fol¬ 
lowing  the  flow  of 
project  work. 

“The  task  list 
feature  of  Enact 
has  proven  ex¬ 
tremely  helpful  as 
we  attempt  to  dis¬ 
tribute  workloads 
in  a  way  that 
supports  on-time, 
competent  deliv¬ 
ery  of  services,” 
says  Tim  Liddell, 
vice  president  of 
operations  at  Med¬ 
ical  Manager  Midwest,  which  imple¬ 
ments  and  supports  systems  for  medical 
management.  “Our  district  managers 
review  task  lists  multiple  times  through¬ 
out  the  day,  looking  for  delinquencies 
and  potential  production  snags.”  Liddell 
says  the  Web  support  within  Enact 
allows  mobile  employees  to  update  their 
work  in  real  time. 

The  suite’s  core  is  Enact  Server,  which 


pushes  the  components  out  to  users 
through  a  Web-browser  interface. 
Netmosphere  also  has  added  support  for 
Palm  OS  on  the  client  side. 

The  server  features  a  real-time 
update  engine,  which  can  refresh  users’ 
browser  screens  as  project  tasks  are 
completed.  Netmosphere  also  included 
e-mail  notification  to  Enact  4.0.  Support 
See  Netmosphere,  page  42 


Web  site  feedback  service  gains  ground 

Online  Lab  offering  complements  other  Web  site  measurement  methods. 


BY  CAROLYN  DUFFY 
M ARSAN 

DUNDEE,  LLL.  —  Online  Lab  of 
Dundee,  Ill.,  has  signed  up  more  than  200 
customers  —  including  Virgin  Airlines 
and  Chiquita  —  for  a  Web  site  user  feed¬ 
back  service  launched  in  November. 

The  service  provides  a  downloadable 
Java  script  that  Web  site  developers  can 
include  on  their  Web  pages.  Visitors  click 
on  an  icon  —  a  plus  sign  in  parentheses 
—  and  a  box  pops  up  that  lets  them  rate 
the  quality  of  the  page  and  comment  on 
how  it  can  be  improved.The  service  uses 
a  five-point  scale  to  rate  Web  pages. 
Online  Lab  tallies  the  results  of  the  feed¬ 
back  and  provides  developers  with 
detailed  graphs  that  show  the  strengths 
and  weaknesses  of  each  Web  page. 


The  Online  Lab  service,  called  Online- 
Opinion,  complements  other  Web  site 
measurement  methods  such  as  traffic 
analysis  tools  and  usability  studies.  Com¬ 


pany  officials  say  one  advantage  of  their 
service  is  that  it  gathers  feedback  from 
real  users  motivated  enough  to  provide  it. 
The  service  also  provides  quantitative 
results  for  measuring  trends  over  time. 

“Our  research  shows  that  people  will 
take  an  interest  in  improving  the  sites 
they  rely  on,”  says  Rand  Nickerson, 
founder  and  CEO  of  Online  Lab  and  a 
25-year  veteran  of  TV  and  radio  usage 
measurement.  Nickerson  says  users  do 
not  need  software  on  their  machines  to 
rate  Web  pages  with  OnlineOpinion. 
The  service  avoids  privacy  concerns 
because  users  volunteer  to  provide 
feedback,  he  adds. 

MVRcom,  an  online  retailer  of  sports, 
fitness  and  outdoor  equipment  and 
apparel,  has  been  using  OnlineOpinion 
See  Feedback,  page  42 
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Enterprise  Applications 


ASF  gets  insurer  and  its  law  firms  in  sync 


BY  JOHN  COX 

CHARLOTTE,  N.C.  —  An 
insurance  company  is  using  a 
hosted  Web  service  to  keep  a 
tight  rein  on  legal  costs  and  get 
the  best  performance  out  of 
the  law  firms  it  hires. 

Royal  &  SunAlliance  USA,  a 
property-casualty  insurer  in 
Charlotte,  N.C.,  is  using 
Serengeti,  a  hosted  Web  ser¬ 
vice  from  a  legal  services  com¬ 
pany  called  ELF.  The  insurer, 
which  is  a  unit  of  a  British 
group  with  $16  billion  in  pre¬ 
miums,  uses  Serengeti  to  get 
detailed  invoices  from  law 
firms  and  analyze  a  mass  of 
case  management  data. 

Typical  of  insurers,  Royal  & 
SunAlliance  hires  outside  law 
firms  to  handle  about  60%  of 
its  legal  work  —  defending  its 
policyholders  in  court  cases. 
Tracking  those  firms  is  a  top 
priority,  according  to  Brian 
Stahl,  vice  president  of  liability 
claims. 

“A  pitfall  of  any  litigation  is 
to  let  it  languish,”  he  says.  “You 
have  to  actively  manage  it.  You 
need  good  communications 
between  your  claims  handlers 
and  the  lawyers.” 

The  insurer  last  year  ran  a 
pilot  with  a  trio  of  law  firms 
using  ELF’s  existing  Lotus 
Notes-based  case  management 
application.  For  the  pilot,  the 
law  firms  had  to  invest  in  Notes 
client  software,  a  server  and 
additional  training.  The  Notes 
database  maintained  by  ELF  at 


its  data  center  let  the  insurer 
quickly  see  information  on  how 
long  lawyers  took  to  finish  each 
phase  of  litigation,  weigh  this 
against  the  case  outcomes  and 
compare  the  lawyers’  perfor¬ 
mances  to  industry  standards. 

ELF  then  shifted  toward  a 
Web-based  services  model  and 
in  September  created  an  appli¬ 
cation  service  provider  offer¬ 
ing,  dubbed  Serengeti. 

Initially,  ELF  hosted  an  elec¬ 
tronic  invoice  application, 
which  the  insurer  now  uses  to 


“I  can  go  into  Serengeti  and 
pull  up  an  application  that  can 
slice  and  dice  the  data,”  Stahl 
says.  “I  can  get  canned  reports 
or  run  my  own.  I  can  see  trends 
based  on  patterns  in  underwrit¬ 
ing  or  on  what  a  customer  is 
asking  for.” 

The  Web  service  dramatically 
lowers  the  costs,  deployment 
time  and  training  for  customers, 
says  John  McNulty,  ELF’s  vice 
president  of  consulting  ser¬ 
vices.  Customers  will  only  need 
a  Web  browser  to  access  the 


That’s  just  what  Stahl  is  look¬ 
ing  for.  “I  get  to  use  [the  Web- 
based]  software,  and  I  don’t 
have  to  mess  around  with 
licenses,  upgrades  and  mainte¬ 
nance,”  he  says.  “I  want  to  be 
able  to  subscribe  to  new  ser¬ 
vices  as  I  need  them.  For  X 
amount  of  dollars  per  month,  I 
get  to  use  an  application,  and  if 
I  chose  not  to  use  it,  then  that’s 
the  end  of  it.” 

Law  firms,  too,  will  benefit 
from  such  services,  says  Andrew 
Adkins,  director  of  the  Legal 


increasing  familiarity  with  the 
Web  also  plays  a  part. 

“A  lot  of  the  law  firms  are 
using  the  Web  today  for  e-mail 
and  legal  research  "Adkins  says. 
“A  lot  of  them  now  realize  they 
can  increase  their  efficiency 
with  computer  technology.” 

Serengeti  is  based  on  IBM 
RS/6000  SP  servers  and 
Windows  servers  for  certain 
applications.  The  IBM  DB2 
Universal  Database  is  the  fea¬ 
tured  data  server,  with  IBM’s 
Online  Analytical  Processing 


Taking  the  ASP  route 


ELF's  Serengeti  application  service  provider  offerings  allow  insurance  companies  and  their  outside  law  firms  to  share  in-depth  informa¬ 
tion  via  the  Web. 

ELF's  Serengeti  Web  site  _ 


ELF's  elnvoice  service  = 

streamlines  the  billing  =- 

process  by  converting 
law  firms'  billing  data 
into  an  insurance 
company's  invoice 
format. 


Billing  data 


Case  management 
data 


Insurance  company 


elnvoice  service 


Business  Intelligence 
service 


The  Business  Intelligence  service  allows  insurers  and 
law  firms  to  share  sensitive  records  and  court  case  data. 


see  a  detailed  and  systematic 
breakdown  of  a  law  firm’s 
billing.  ELF  is  adding  business 
intelligence  software  that  will 
let  the  insurer  analyze  data 
generated  by  the  Notes-based 
case  management  application. 
Eventually,  the  case  manage¬ 
ment  will  also  be  moved  to 
Serengeti. 


service,  and  can  dispense  with 
the  need  to  hire  computer  and 
software  administrators. 

Even  more  importantly,  cus¬ 
tomers  can  rent  via  Serengeti  a 
growing  number  of  third-party 
services,  such  as  videoconfer¬ 
encing,  lawyer  selection  and 
deposition  scheduling. 


Technology  Institute  at  the 
University  of  Florida’s  College 
of  Law  in  Gainesville.  That’s 
partly  the  result  of  a  set  of  per¬ 
formance  metrics,  called 
Uniform  Task-based  Manage¬ 
ment,  created  by  several 
lawyers’  groups  and  supported 
in  online  applications.  Lawyers’ 


Server  supporting  business 
intelligence  tools.  Customers 
connect  to  Serengeti  via  a  vir¬ 
tual  private  network. 

ELF  charges  customers  a 
percentage  based  on  the 
invoice  transactions  Serengeti 
processes  for  them. 

ELF:  www.elftech.com  or 
www.  serengetius.  com 


Netmosphere, 

continued  from  page  41 

for  Oracle  databases  and 
Microsoft’s  SQL  Server,  as 
well  as  support  for  Light¬ 
weight  Directory  Access  Pro¬ 
tocol-based  directories,  also 
has  been  added. 

“Netmosphere  is  starting  to 
put  its  collaboration  vision  to 
work,”  says  Allen  Bonde,  an  ana¬ 
lyst  with  Extraprise,  a  consult¬ 
ing  firm  in  Boston.  “The  core 
application  may  be  project 
management,  but  it  is  becom¬ 
ing  an  enterprise  collaboration 
portal  by  creating  layers  users 
can  build  on.” 

Netmosphere  has  developed 
a  set  of  Enact  APIs  that  let  users 
hook  the  collaboration  envi¬ 
ronment  to  other  applications. 


The  company  also  plans  to 
develop  a  set  of  prebuilt 
Enactors,  or  connectors  to 
other  systems,  with  the  first 
focused  on  e-commerce.  For 
example,  users  would  be  able 
to  link  a  shipping  application 
into  the  collaboration  work- 
flow  if  a  project  plan  called  for 
shipping  documents  or  goods 
to  a  customer.  Enact  Server  also 
supports  secure  access  using 
Secure  Sockets  Layer  encryp¬ 
tion  so  it  can  be  used  across 
the  Internet  or  hosted  by  appli¬ 
cation  service  providers. 

Enact,  which  runs  on 
Windows  NT,  Linux  and  Lotus 
Domino,  is  expected  to  be 
available  this  week.  Pricing  has 
not  been  set. 

Netmosphere:  www.netmo 
sphere.com 


Feedback, 

continued  from  page  41 

since  the  site’s  launch  in 
January.  About  60%  of  the  site’s 
pages  feature  the  Online- 
Opinion  icon,  which  lets  cus¬ 
tomers  provide  feedback  on 
the  content,  design  and  usabil¬ 
ity  of  the  page.  In  the  comment 
section,  many  customers  give 
feedback  about  the  site’s  prod¬ 
uct  selection. 

“We  get  thousands  of  ratings 
a  day,”  says  Ian  Drury,  chief  tech¬ 
nology  officer  of  MVP.com. “It’s 
a  very  powerful  tool  for  us. . . . 
We’re  able  to  monitor  trends 
after  we  make  changes  to  the 
site,  and  it  allows  us  to  get  real¬ 
time  feedback  from  our  cus¬ 
tomers  about  the  site.” 

MVP.com  conducts  usabil¬ 


ity  tests  with  focus  groups 
every  six  weeks,  and  it  uses 
click  stream  analysis  software 
called  NetGenesis  to  track 
how  users  navigate  the  site. 
What  OnlineOpinion  adds  is 
the  ability  to  track  what  cus¬ 
tomers  think  about  the  site  on 
a  weekly  basis. 

“It  has  a  very  strong  report¬ 
ing  capability  in  terms  of 
helping  us  quickly  highlight 
and  prioritize  which  pages 
require  work,”  Drury  says. 
“We’re  going  to  continue  to 
use  it  to  .  .  .  help  us  drive  the 
evolution  of  our  site.” 

OnlineOpinion  offers  two 
kinds  of  graphical  data: 

•  O-Scan,  which  provides  an 
at-a-glance  look  at  user  feed¬ 
back. 

•  O-Metric,  which  provides 


in-depth  analysis  of  the  feed¬ 
back  and  includes  comments. 

Web  site  developers  can  try 
OnlineOpinion  for  free,  receiv¬ 
ing  up  to  24  free  O-Scans.  After 
that,  O-Scans  cost  $  100  each,  or 
12  for  $1,000. 

O-Metrics  can  be  purchased 
three  ways: 

•  One  complete  analysis  of  a 
site  costs  $850. 

•  A  monthly  trend  report 
costs  $9,000  per  year. 

•  Unlimited  use  of  the  ser¬ 
vice  costs  $55,000  per  year. 

Online  Lab  raised  $7  million 
in  venture  capital  funding  in 
November.  The  firm  changed 
its  name  in  early  March  from 
Performance  Networks. 

For  a  free  test  of  the  Online 
Opinion  service,  visit  www. 
o-pinion.com. 
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Ingenious  Security  Systems  of  the  World. 


Pujferfish 
Hard  to  swallow, 
even  harder  to  catch. 


War  Beetle 
Safely  traverses  long  distances 
without  being  messed  with. 


(3»  the  Internet,  as  in  nature,  you  need  a  lot  more  than  just  good  defense  to  survive.You  need  a  fully  integrated  security  system  —  one 
that  protects  you  from  predators  while  helping  you  win  the  war  of  evolution.  #  Only  NetScreen’s  brilliant  solutions  do  all  of  that. 
They’ve  seamlessly  integrated  custom  ASICs,  high  peformance  processors  and  leading-edge  software  into  single-box  solutions.  So  Net  Screen 
delivers  not  only  the  high-performance  firewall  support  you  need  to  survive,  but  also  outstanding  VPN  and  traffic  shaping 
functionality.  #  And  that  ingenuity  means  NetScreen’s  solutions  are  also  faster,  easier  and  cheaper  to  implement.  Neat  huh? 
Call  1-871  NETSCREEN  or  visit  www.netscreen.com/ingenious  and  discover  just  how  smart  a  totally  Em 


integrated  security  solution  can  be.  And  don’t  worry,  we  won’t  bite.  Broadband  Internet  Security  Solutions 


\ 

NETSCREEN' 


NetScreen- 1 000 
The  most  poweful 
security  solution 
available. 


NetScreen- 5 


enterprise  Applications 


ipswitch  looks  to  simplify  network  monitoring 


BY  MARC  SONGINI 

LEXINGTON,  MASS.  —  New  netw  ork 
discover  and  reporting  features  in 
lpswitch’s  network  monitoring  soft¬ 
ware  are  designed  to  make  mapping 
and  analyzing  IP  networks  easier. 

like  previous  editions  of  WhatsUp 
Gold,  Release  5.0  monitors  servers  and 
IP  devices  such  as  switches  and  routers, 
alerting  IS  staff  of  performance  prob¬ 
lems,  including  the  failure  to  meet  ser¬ 
vice-level  agreements. 

The  software,  which  runs  on  several 
versions  of  Windows,  is  optimized  to 
monitor  netw  orks  of  up  to  200  devices. 

Among  the  new'  features  is  Smart- 
Scan,  which  grabs  data  from  router 
tables  and  other  sources  to  create  a  hier¬ 
archical  map  of  the  enterprise  network. 
It  can  also  present  an  overview  of  sub¬ 
network  borders. 

Previously,  WhatsUp  Gold  assembled 
one  picture  of  a  network’s  IP  addresses, 
and  it  was  up  to  IS  staff  to  manually 
delineate  how  the  devices  in  the  sub¬ 


Top  view 


What  sUp  Gold  5.0  can  map  servers,  switches  and  other  devices 
on  an  enterprise  network. 


Summary  view 

Log  view 

Stats  view 


Settings 


Add  host 


156.21.3.0  156,21  32.0 

0  © 

15621.1.0  goal  156. 2'. 4.0 


Through  a  browser  window,  users  can  view  a  graphical  layout 
of  their  subnets  with  each  net's  IP  address  listed. 


Tools 

Summoiy  vie^v 

Top  view 

Log  view 

network  were  connected. 

With  Version  5.0,  compa¬ 
nies  can  assign  to  each  sub¬ 
network  its  own  window 
on  the  WhatsUp  manage¬ 
ment  console.  This  simpli¬ 
fies  drilling  down  into  any 
given  subnetwork  to  look 
at  its  individual  devices. 

To  make  it  simpler  to 
analyze  data  about  net¬ 
work  performance,  Whats¬ 
Up  Gold  5.0  also  comes 
with  plug-in  software  for 
generating  charts.  Previ¬ 
ously,  all  reporting  was 
done  in  a  text  format,  mak¬ 
ing  the  performance  statis¬ 
tics  somewhat  difficult  to 
interpret  and  share  with 
other  departments. 

Among  the  companies 
impressed  with  the  new 
graphic  reporting  capabilities  is  Central 
Maine  Power  in  Augusta,  which  has 
been  beta-testing  WhatsUp  Gold  5.0  for 


the  past  six  months.  Phil  Moumeault,  a 
network  specialist  at  the  utility,  says  he 
is  now  able  to  reach  into  a  database  eas¬ 


ily  and  generate  a  chart  on 
any  device’s  performance 
over  a  given  period. 

Central  Maine  Power  is 
testing  the  software  to  mon¬ 
itor  a  network  with  1,500 
end  users  at  16  major  sites 
running  customer  service 
and  work  management 
applications  off  a  mainframe 
and  server  farm. 

Ipswitch ’s  software  runs 
on  a  Windows  NT  or 
Windows  2000  server  and  is 
accessed  via  a  management 
console  or  Web  browser- 
enabled  graphical  interface.  It 
uses  pings  to  poll  the  internal 
network  or  to  go  out  over  a 
WAN  to  remote  sites. 

WhatsUp  Gold  5.0  costs 
$695  and  is  available  now. 
The  product  will  compete 
against  offerings  from  Concord 
Communications  and  others. 

Ipswitch:  www.ipswitch.com 
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Software  provides  glue  between  trading  partners 


BY  JOHN  cox 

MONROVIA,  CALIF.  —  New  soft¬ 
ware  from  Software  Technologies 
Corp.  (STC)  is  designed  to  intercon¬ 
nect  trading  partners’  back-end  legacy 
applications  through  the  Web. 

The  new  product,  called  eBusiness 
Integration  Solution,  expands  on  STC’s 
existing  eGate  Integrator  software.That 
original  offering  was  designed  to  sim¬ 
plify  setting  up  complex  interactions 
among  internal  enterprise  applica¬ 
tions,  such  as  inventory,  order  entry 
and  manufacturing  programs. 

The  eBusiness  Integration  Solution 
includes  these  server  programs: 

•  EBusiness  Process  Manager,  which 
lets  administrators  set  up  and  monitor 
application  interactions  among  trading 
partners.  A  company  might  use  the 
Web  to  file  a  purchase  order  that  has  to 
interact  with  a  trading  partner’s  inven¬ 
tory  and  fulfillment  systems.  The 
Process  Manager  can  keep  track  of 


long-running  interactions,  which  may 
be  composed  of  several  transactions 
over  time. 

•  EPartner  Manager,  a  package  of 


Big  future  for  B2B  Web  sales 


Analysts  predict 
that  B2B 
e-commerce 
transactions 
will  boom  over 
the  next 
several  years. 


$2 

trillion 


2000 


SOURCE:  BOSTON  CONSULTING  GROUP.  BOSTON 


ANSI  XI 2  electronic  data  interchange 
standards  and  other  communications 
protocols  for  trading  partner  commu¬ 
nications.  The  package  also  includes 
XML  RosettaNet  schemas  that  describe 
how  businesses  will  exchange  data  in 
various  interactions,  such  as  what  kind 
of  acknowledgement  to  make  to  a 
price  inquiry.  A  graphical  interface  lets 
administrators  set  up  a  sequence  for 
passing  data  from  enterprise  resource 
planning  (ERP)  suites,  to  an  XML  wrap¬ 
per,  to  a  communications  “envelope” 
that  can  be  routed  through  the  corpo¬ 
rate  firewall  to  a  trading  partner. 

•  ESecurity  Manager,  which  bundles 
an  array  of  security  standards,  algo¬ 
rithms  and  other  features,  such  as  stor¬ 
age  of  digital  certificates. 

The  overall  suite  is  based  on  eGate 
Integrator  4.1,  which  includes  a  set  of 
new  interfaces  between  specific  off- 
the-shelf  software  products.  Among  the 
new  interfaces  is  a  link  between 
PeopleSoft  and  SAP  human  resources 


and  general  ledger  applications. 

Scott  Wildy,  STC’s  product  marketing 
manager,  says  customers  are  repeatedly 
baffled  by  the  need  to  interconnect 
their  e-commerce  systems  with  exist¬ 
ing  back-end  applications. 

“Without  access  to  applications  like 
ERP  and  demand  planning,  you  might 
as  well  be  receiving  orders  by  fax, 
because  you  have  to  manually  copy 
the  data  between  different  systems,” 
he  says. 

STC’s  eBusiness  Integration  Solution 
has  been  designed  to  support  an  array 
of  different  business-to-business  interac¬ 
tions,  reflecting  the  current  mix  of  Web 
commerce  and  EDI  applications,  and 
the  diversity  of  back-end  applications. 

Available  now,  the  product  starts  at 
about  $150,000.  That  figure  includes 
connections  with  up  to  three  trading 
partners  and  with  one  back  office 
application.  The  software  runs  on  all 
Unix  platforms  and  Windows  NT. 

STC:  www.stc.com 


Guaranteed 

Test  Drive  An  M2  For 
30  Days  At  Absolutely 
No  Risk. 


/ 


c  1 


These  days,  few  things  are  growing  faster  than  your  data 
storage  needs.  As  a  result,  your  overtime  is  rapidly  swallowing 
up  your  free  time.  Exabyte  has  a  solution:  the  new  M2.  It’s  not 
only  the  biggest,  fastest  drive  in  its  class,  it’s  also  the  only  tape 
drive  smart  enough  to  clean  itself  automatically.  So  instead 
of  switching  tapes,  switch  your  tape  drive. 

Ask  your  reseller,  and  take  the  M2  for  a  month-long, 
no-obligation  Test  Drive.  It’ll  be  the  drive  of  your  life. 

We  guarantee  it. 


people  working  for  yoir 

1 .800.  EXABYTE  m2wins.com 

Exabyte  is  a  registered  tradcnvirk  and  M2  is  a  trademark  of  Exabyte  Corporation. 
150  CB  capacity,  30  MBps  assumes  2.3:1  compression.  No  purchase  necessary. 
Some  restrictions  apply.  Details  available  at  kkk.  m2ums.com. 
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ASP  targets  online  sales 


BY  ELLEN  MESSMER 

SAN  FRANCISCO  —  Start-up 
CrossCommerce  last  week  made  its 


debut  with  a  hosted  application  ser¬ 
vice  that  lets  Web  site  operators  dis¬ 
play  and  sell  any  of  about  eight 
million  items,  including  computers, 


clothes,  flowers  and  books. 

The  company’s  e-Merchandising 
Platform  works  by  having  a  Web  site 
operator  install  the  CrossCommerce 
XML-based  plug-in  on  the  site’s  Web 
server  so  product  images  and  sales 
information  can  be  fed  by  the  Cross- 
Commerce  service.  When  a  buyer 


selects  an  item  for  purchase,  Cross- 
Commerce  handles  the  credit  card 
transaction  on  behalf  of  the  site. 

“We  have  26  categories  of  prod¬ 
ucts,”  says  Peter  Nordberg,  Cross- 
Commerce’s  CEO  and  co-founder,  and 
former  CEO  of  applications  server 
vendor  WebLogic,  which  was  recently- 
acquired  by  BEA  Systems.  Items  for 
sale  include  hardware  and  software 
obtained  through  distributors  Tech- 
Data  and  Ingram-Micro,  books  from 
wholesaler  Baker-Taylor,  and  all  the 
items  in  the  Montgomery  Ward  cata¬ 
log.  Information  on  these  items  and 
more  is  stored  in  a  back-end  Oracle8 
database. 

CrossCommerce  locates  its  Sun  hard¬ 
ware  and  WebLogic  software  at  hosting 
company  Exodus  Communications, 
with  CacheFlow  providing  page 
caching.While  the  service  won’t  be  gen¬ 
erally  available  until  late  next  month, 
some  Web  sites  evaluating  the  com¬ 
merce-enabling  hosted  application  ser¬ 
vice  say  they  are  enthusiastic  about  it. 


PROFILE: 

CROSSCOMMERCE 


Profile: 

CrossCommerce 

Headquarters: 

San  Francisco 

Founded: 

1999 

Product: 

E-Merchandising  Platform 
service  —  lets  content  and 
community  Web  sites  include 
any  of  eight  million  computers, 
electronics,  books  and  other 
retail  items  for  sale. 

Founders: 

Peter  Nordberg,  Raj  Sarasa, 
Jim  Oliver 

Funding: 

$22  million  in  funding  from 
The  Sprout  Group,  DLJ,  Nexus 
Group  and  Osprey  Ventures. 

Employees: 

45 

“It  will  be  helpful  in  letting  us 
offer  gift-related  items,”  says  Santanu  Das- 
gupta,  a  vice  president  at  USAGreetings. 
com,  which  offers  free  online  greeting 
cards  and  plans  to  introduce  items  for 
sale  shortly  through  CrossCommerce. 

The  AltaVista  search  engine  site, 
altavista.com,  has  also  been  evaluating 
the  e-Merchandising  Platform.  “We’re 
very  impressed,”  says  AltaVista’s  director 
of  search  engineering,  Don  Dodge.’Tt’s  a 
promising  way  to  handle  e-commerce 
without  any  investment  on  our  part.” 

CrossCommerce  plans  to  earn  rev¬ 
enue  based  on  an  agreed  percentage  of 
the  sale  price. 

CrossCommerce  plans  to  use  the 
CyberSource  fraud-detection  service 
to  weed  out  credit  card  fraud.  The 
company  will  handle  the  tough  prob¬ 
lem  of  item  returns  through  a  pro¬ 
cessing  center  and  a  toll-free  support 
number. 

CrossCommerce:  www.crosscom 
merce.com 
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WELL-CONNECTED 


The  Web  Server  Director  (WSD)  family 
of  products  -  premier  products  in 
global  Internet  traffic  management. 

Today  you  may  have  one  Internet  location  and  tomorrow  100.  Make  sure 
the  traffic  management  solution  you  pick  can  grow  with  your  network. 
RADWARE’s  award  winning  load  balancers  are  optimized  for  global  as  well 
as  local  traffic  management. 

Products  like  the  Web  Server  Director  (WSD)  add  scalability,  optimize  use  of 
your  resources  and  provide  fault  tolerance  to  any  local  or  global  server  farm. 
For  the  best  in  Internet  traffic  management,  always  ask  for  RADWARE. 


U.S.A.  Offices:  RADWARE  Inc.  Toll  free:  1-888-234-5763  e-mail:  info@radware.com 
International  Headquarters:  RADWARE  Ltd.  e-mail:  info@radware.co.il 

http://www.radware.com 


Always  On-Line 
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o  said  UNIX/workgroup  backup 

could  be  this  easy? 


Feature 

VERITAS  NetBackup 
BusinesServer 

Legato  NetWorker 
Workgroup  Edition 

Intuitive,  wizard  based  GUI 

Yes 

No 

Database  agents 

Yes 

No 

GnuTAR  Compatible  tapes 

Yes 

No 

Maximum  tape  library  support 

22  slots 

8  slots 

Windows  NT  virus  scanning 

Yes 

No 

Price  -  UNIX 

$3995 

$4140 

We're  changing  the  landscape 
of  UNIX  backup  and  recovery 


VERITAS  NetBackup  BusinesServer™  will  change  the  way  you  look  at  UNIX  and  NT  heterogeneous 
data  protection  solutions.  Never  before  has  a  workgroup  solution  delivered  this  combination  of  relia¬ 
bility,  ease  of  use,  value  and  performance.  Call  1-800-729-7894  ext.  84512  or  visit  www.veritas.com 


for  more  information  on  VERITAS  Netbackup  BusinesServer  and  options. 


NetBackup 

BusinesServer 


BUSINESS  WITHOUT 


INTERRUPTION™  VERITAS 


VERITAS  is  a  registered  trademark  of  VERITAS  Software  Corporation  in  the  US  and  other  countries.  The  VERITAS  logo,  Business  Without  Interruption  and  VERITAS  NetBackup  BusinesServer  are  trademarks  of  VERITAS  Software  Corporation 
in  the  US  and  other  countries.  Other  product  names  mentioned  herein  may  be  trademarks  and/or  registered  trademarks  of  their  respective  companies. 
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Unexpected  nonresult 

The  commission,  set  up  through 
the  1998  Internet  Tax  Freedom  Act, 
has  been  meeting  for  the  past  year  on 
the  subject  of  taxation  of  Internet- 


The  Federal  Advisory  Commission 
on  Electronic  Commerce  seems 
to  have  been  an  Epiphany-free  zone. 
The  problem  of  deciding  how  to,  or 


how  not  to,  apply  taxes  to  Internet- 
based  commerce  now  moves  to 
Congress,  an  organization  well-known 
for  its  ability  to  think  logically. 


When  my  Global  Network  Requires 

El  Terminations  in  the  US 


RAD  Allows  me  the  Choice  of  Any  Carrier 


RAD's  family  of  inverse  multiplexers  have  the  technology...  you  have  the 
freedom  to  choose.  And  only  RAD  offers  "El  all  the  way"  to 
dramatically  boost  bandwidth  end-to-end  in  U.S.  and  foreign  | 
customer  locations.  Finally,  the  option  to  implement  service 


I*  I  iffft  ***** 


with  your  carrier  of  choice  -  secure  in  the  knowledge 
that  you  are  delivering  the  highest  quality  voice  and  data  trans¬ 
mission  while  boosting  profitability.  All  without  compromising 
your  budget  or  the  integrity  of  your  infrastructure.  You  face 
challenges.  RAD  provides  customized  solutions  -  all  of  them  backed  by  RAD’s 
world-class  reputation  for  customer-focused  global  support. 

A" you  have  to  do  s  ohoose  Freedom  of  Choice 


related  commerce.  The  group  had  its 
final  public  meeting  in  mid-March, 
and  in  the  end,  it  was  not  able  to 
agree  to  make  specific  recommenda¬ 
tions  to  Congress  on  taxing  Internet 
commerce. 

The  commission’s  final  report  is  not 
due  until  April,  and  the  group  will  try 
again  to  reach  some  agreement  before 
then.  But  the  discord  shown  in  its  final 
meeting  was  impressive.  I  did  not 
expect  deep  thinking  on  the  part  of 
this  group,  but  I  will  admit  to  being  a 
bit  surprised  that  the  commission  did 
not  figure  out  a  way  to  recommend 
some  form  of  sales  taxes  for  Internet 
transactions.  It  is  rare  indeed  for  a  gov¬ 
ernment  commission  with  the  type  of 
mandate  and  makeup  this  one  had  not 
to  wind  up  deciding  that  taxes  are  a 
good  thing.  It  just  might  be  that  the 
fact  the  topic  came  up  in  the  presi¬ 
dential  campaign  made  it  too  hot  to 
think  carefully  about. 

According  to  news  reports,  the 
commission  seems  ready  to  make 
some  recommendations  —  not  quite 
the  innovative  solutions  many  people 
hoped  for  but  at  least  something.  It 
looks  like  the  group  will  recommend 
extending  the  moratorium  on  new 
Internet  taxes  another  five  years. 
Congress  could,  of  course,  prema¬ 
turely  terminate  any  such  moratorium 
whenever  it  wants.  The  commission, 
in  a  timely  move,  may  also  recom¬ 
mend  that  Congress  repeal  the  3% 
telephone-excise  tax  instituted  in 
1898  to  help  pay  for  the  Spanish- 
American  War. 

Finally,  the  commission  is  ready  to 
bite  the  bullet  and  encourage  state 
and  local  governments  to  start 
rethinking  their  Byzantine  tax  codes 
to  set  the  stage  for  a  single  universal 
tax  rate. 

It’s  only  a  matter  of  time  before 
Congress  will  come  up  with  a  way  to 
tax  Internet  sales  and,  at  the  same 
time,  force  catalog  retailers  to  collect 
taxes  for  all  sales  rather  than  only 
where  the  companies  have  a  “substan¬ 
tial  physical  presence,”  as  the  Supreme 
Court  put  it  a  few  years  ago.  I  find  it 
impossible  to  imagine  that  state  and 
local  governments  will  easily  stand  by 
and  watch  the  erosion  of  a  revenue 
stream  that  provides  for  as  much  as 
half  their  income  or  that  brick-and- 
mortar  stores  will  continue  to  tolerate 
what  they  see  as  unfair  competition 
from  e-tailers  where  customers  don’t 
have  to  pay  taxes. 

It  should  be  fun,  in  a  morbid  sense, 
to  watch  Congress  work  on  this  issue 
in  an  election  year. 

Disclaimer:  Harvard  has  its  own 
school  for  morbid  stuff,  and  the  above 
idea  of  fun  is  my  own. 


Since  1931,  RAD  Data  Communications  has  been  giving  carriers,  service  providers  and  corporate  networks 
the  choices  they  need  to  gain  the  competitive  edge.  A  world  leader  in  networking  and  internetworking  solutions, 
RAD's  vast  array  of  data  communications  and  telecommunications  tools  provides  customers  the  upwardly 
compatible  product  line  required  to  meet  today's  demands  and  tomorrow's  challenges.  Make  your  choice  today. 
Call  us  on  1-800-444-7234  email  market@radusa.com  or  visit  our  web  site  at:  www.rad.com 


HAD 


Bradner  is  a  consultant  with 
Harvard  University’s  University 
Information  Systems.  He  can  be 
reached  at  sob@sobco.com. 
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Web-based  unified 
messaging  hitting  stride 


BY  CAROLYN  DUFFY  MARSAN 

It’s  the  traveling  executive's  dream:  By  dialing  a 
single  number  on  a  cellular  phone,  you  can  hear 
and  reply  to  voice  mail,  e-mail  and  faxes.  Even 
better,  the  system  lets  you  respond  to  messages 
with  the  same  commands  —  browse,  save,  skip, 
forward  —  that  are  commonplace  in  today’s 
e-mail  and  voice  mail  systems. 

Companies  can  now  make  this  dream  come  true. 
Several  Internet-based  service  providers  are  intro¬ 
ducing  unified  messaging  offerings  at  affordable 
monthly  rates. Although  designed  for  consumers, 
these  services  are  adding  features  for  corporate  cus¬ 
tomers  such  as  blocks  of  numbers,  number  recy¬ 
cling  and  multinumber  billing. 

“What  people  want  is  a  unified,  single  in-box  that 
offers  voice  mail  and  e-mail,”  says  Chris  Selland,  a 
vice  president  at  The  Yankee  Group,  a  market 
research  firm  in  Boston.  “If  I  have  a  laptop,  I  can  lis¬ 
ten  to  my  voice  mail.  If  I  have  a  phone,  I  can  listen 
to  my  e-mail.  That’s  the  flexibility  of  access  that  cus¬ 
tomers  want.” 

Until  now,  unified  messaging  has  been  too  hard 
for  most  companies  to  put  together.  The  main  road¬ 
block  has  been  the  difficulty  of  getting  legacy  voice 
mail  and  PBX  systems  to  work  with  e-mail  and  fax 
systems. The  appeal  of  service  providers  is  that  they 
do  all  the  work  to  integrate  and  maintain  the  vari¬ 
ous  messaging  systems. 

A  major  driver  toward  unified  messaging  is  the 
growing  popularity  of  wireless  devices  such  as  cel¬ 
lular  telephones  and  handheld  computers. 

“The  big  trend  is  going  to  be  Web-based  or  wire¬ 
less  phone-based  unified  messaging,”  says  Megan 
Gurley,  a  research  analyst  with  The  Yankee  Group. 
“Companies  are  going  to  go  to  the  wireless  pro¬ 
viders  and  buy  this  as  a  service.  It’s  going  to  be  one 
of  the  most  significant  applications  of  the  year.” 

Already,  the  top  e-mail  outsourcers  are  taking 
steps  to  expand  their  unified  messaging  offerings: 


■  "Unified  messaging  is  going 
to  continue  to  be  deployed 
on  a  very  application -  or 
workgroup-specific  basis." 

Bill  Fallon,  vice  president  of  marketing, 

Mail.com 

•  JFAX.com  created  a  corporate  sales  arm  in 
December  to  go  after  large  deals  for  its  unified  mes¬ 
saging  service,  which  supports  integrated  voice 
mail,  e-mail  and  fax  from  one  telephone  number. 

•  In  February,  Phone.com,  which  offers  Internet 
access  to  wireless  telephone  users,  bought  Onebox. 
com,  which  sells  unified  e-mail,  fax  and  voice  mail 


ELECTRONIC  MESSAGING 

Outsourcing  firms  are 
starting  to  address 
corporate  messaging  needs. 


Unified  messaging  momentum 

E-mail  outsourcers  are  adding  support  for 
integrated  fax,  voice  mail  and  other  multimedia 
services  to  attract  customers. 


Subscribers  as  of 

Provider  December  1999  (in  millions) 


USA.net 

14 

Critical  Path 

11.1 

Mail.com 

10.8 

Commtouch  Software 

9.4 

Onebox.com 

2.5 

Coolemail.com 

.75 

JFAX.com 

.4 

SOURCE:  MESSAGING  ONLINE,  NEW  YORK 

services  to  carriers  and  portals.  Onebox.com  has 
signed  up  three  million  subscribers  in  the  seven 
months  since  its  launch. 

•  Critical  Path  has  purchased  eight  messaging 
vendors  since  last  year  in  its  bid  to  provide  inte¬ 
grated  e-mail,  fax,  scheduling,  calendaring  and  direc¬ 
tory  services.  (Critical  Path  doesn’t  offer  voice  mail 
integration  yet.) 

•  In  December,  Mail.com  acquired  NetMoves, 
which  provides  Internet  fax  and  document  delivery 
services  to  more  than  7,000  companies.  Mail.com 
works  with  Lucent  to  provide  voice  mail  support. 

“We’re  really  at  an  early  stage  in  the  unified  mes¬ 
saging  phenomenon,”  says  Jay  Hutton,  CEO  of  Voice 
Mobility,  which  sells  carrier-grade  equipment  for 
unified  messaging.  “If  you  believe  the  trend  is 
toward  e-mail  outsourcing  . . .  then  unified  messag¬ 
ing  is  a  natural  and  obvious  add-on.” 

Industry  observers  predict  that  corporations  will 
buy  unified  messaging  services  for  applications  such 
as  sales  force  automation  and  telecommuting. 

“Unified  messaging  is  going  to  continue  to  be 
deployed  on  a  very  application-  or  workgroup-spe¬ 
cific  basis,”  says  Bill  Fallon,  vice  president  of  market¬ 
ing  for  Mail. corn’s  business  messaging  services.  “A 
company  is  going  to  bring  it  up  in  a  call  center  type 
of  environment  or  where  they  have  a  mobile  work¬ 
force  where  it’s  important  for  the  needs  of  the  busi¬ 


ness  to  unify  voice,  fax  and  e-mail.” 

Today,  companies  are  buying  integrated  e-mail  and 
fax  services,  but  not  voice  mail. These  Web-based 
services  let  users  send  and  receive  faxes  from  any 
device  that  supports  e-mail.  Users  include  petroleum 
giant  Chevron,  Columbia  HCA  Healthcare  and  enter¬ 
tainment  conglomerate  Viacom. 

The  Money  Store’s  appraisal  team  in  Sacramento, 
Calif.,  uses  integrated  fax  and  e-mail  services  from 
JFAX.com  to  capture  and  send  lengthy  documents. 
Sam  Linowitch,  a  Money  Store  vice  president,  says 
the  service  offers  extra  security  because  faxes  are 
sent  as  e-mails. 

“Anyone  in  the  world  can  see  a  fax  that  comes 
into  one  of  our  hard  machines,  but  if  it  comes  into 
JFAX.com,  it’s  confidential,”  Linowitch  says. 

The  JFAX.com  service  is  also  faster  at  handling 
large  documents.  “We  may  be  out  at  a  bank  doing  a 
review,  and  we  need  to  have  57  pages  of  an 
appraisal  file  faxed  to  us.  Before,  you’d  have  to  wait 
all  day  long  to  get  that  document.  Now  we  just  have 
it  JFAXed  to  us,”  Linowitch  says. 

The  service  is  also  faster  than  scanning  large 
documents  into  the  company’s  databases,  Lino¬ 
witch  adds. 

Increasingly,  unified  messaging  applications  fea¬ 
ture  wireless  data  access.  For  example,  Anywhere- 
MD  is  beta-testing  a  wireless  e-mail  and  fax  service 
called  Prescribe.net  that  allows  physicians  to  write 
prescriptions  and  send  them  to  pharmacies  from  a 
Palm  VII.  Prescribe. net’s  goal  is  to  give  physicians 
access  to  patient  and  drug  information  at  the  office, 
hospital,  car  and  home,  says  Bryan  Hixson,  president 
of  AnywhereMD. 

“The  doctor  writes  the  prescription  and  sends  it 
on  a  wireless  connection.  It  comes  to  our  server  to 
do  all  the  drug  interaction  checking  and  the  formu¬ 
lary  checking  to  make  sure  the  drug  is  allowed  in 
the  patient’s  health  care  system. Then  we  e-mail  or 
fax  it  out  to  the  pharmacy  using  [Mail.com’s]  ser¬ 
vice,”  Hixson  says.  “On  average,  the  whole  process 
takes  less  than  one  minute.” 

One  of  Prescribe. net’s  beta  testers  is  Dr.  Charles 
Maas,  a  pediatrician  in  San  Louis  Obispo,  Calif.  Maas 
is  entering  his  patients’  names  and  prescriptions  . 
into  a  database  stored  in  the  Palm  VII,  which  also 
has  a  list  of  the  common  medications  he  prescribes 
and  the  age-based  dosages. 

Within  a  few  weeks,  Maas  will  be  able  to  send 
prescriptions  to  the  pharmacy,  a  change  he  expects 
will  save  time  and  avoid  mix-ups.  “If  I  write  a  pre¬ 
scription  for  a  medicine  the  pharmacy  doesn’t  have, 
we  ll  find  that  out  right  away,”  he  says. 

Still,  what  Maas  likes  best  about  his  Palm  VII  is 
that  he  also  can  send  e-mail,  check  the  stock  market 
and  surf  the  Web.  “I  was  in  a  meeting  in  Sacramento, 
and  I  needed  to  look  up  the  location  of  a  store,”  he 
says.  So  he  used  his  Palm  VII  to  access  the  online 
Yellow  Pages  and  Mapquest  to  figure  out  the  best 
way  to  get  there.  “It  was  pretty  interesting.”  □ 
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Monitoring 
entire  network, 
from  hotel  room. 


Powering  on 
server  in  Seattle 
branch  office. 


Responding  to  x 
automatic  alert  from 
server  in  Singapore. 
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Deploying  software 
upgrades  all  over, 
over  the  Internet. . 
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Configuring 
cluster  of  ProLiant 
servers  in  Paris. 


’Source;  3099  iDC  PC  Market  Tracks,  based  on  units  soid  worldwide.  ©2003  Compaq  Computer  Corporation.  Compaq,  the  Compaq  logo  and  Nonstop  are  registered  in  U.S.  Patent  and  Trademark  Office.  ProLiant  is  a  trademark 
of  Ccmp3q  Information  Technologies  Group,  LP.  Intel,  the  Intel  Inside  lego,  Pentium  and  Pentium  III  Xeon  are  registered  trademarks  of  Intel  Corporation.  Remote  control  provided  by  Jensen,  a  trademark  of  ftexton  Corporation  Inc.,  MY 
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It  takes  powerful 

software 
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IBM,  VisualAge  and  MQSeries  are  registered  trademarks  and  WebSphere,  the  e-business  logo  and  Software  is  the  soul  of  e-business,  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries. 
Java  and  all  Java-based  trademarks  are  trademarks  of  Sun  Microsystems,  Inc.  in  the  United  States,  other  countries,  or  both.  Other  company,  product,  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©2000  IBM  Corp.  All  rights  reserved. 


|  Software  is  the  soul  of  e-business  |  Industrial-strength  software 
building  blocks  from  IBM  can  help  you  transform  any 
technology  base  into  a  platform  for  continuous  change. 
Whether  you’re  a  dot-com  growing  from  zero  to  megasite 
size  or  an  enterprise  morphing  at  Internet  speed,  IBM 
can  help  you  develop  in  any  direction.  Upward  to  millions 
of  customers.  Outward  across  a  world  of  suppliers.  Or 
onward  to  whatever  tomorrow’s  new  Mission  turns  out  to  be. 


WebSphere"  Commerce  Suite  is  designed  for  the 
life  of  your  site.  From  startup  in  as  fast  as  60  days 
to  the  customer  relationship  and  order  management 
tools  that  help  40  of  the  top  100  Internet  retailers 
build  traffic,  loyalty  and  revenue. 

WebSphere  Application  Server  integrates 
development  and  runtime  environments,  helping 
you  build  and  roll  out  powerful  new  Web-based 
applications  in  weeks,  not  months  -  a  decisive 
edge  in  a  world  where  Fast  eats  Big. 


VisualAge®  for  Java®  and  WebSphere  studio  tools 

radically  simplify  the  business  of  creating,  managing, 
debugging  and  deploying  multiplatform  Web 
applications  based  on  open  standards  like  XML 
and  Enterprise  Java  Beans. 

MQSeries®  integration  software  is  today’s  most 
flexible  way  to  unite  an  ever-changing  world  of 
business  allies  into  a  single  enterprise.  It  eliminates 
technology  barriers  among  disparate  applications 
on  over  35  platforms. 


See  how  you  can  build  an  e-business  in  60  days.  Visit  www.ibm.com/software/soul/build  for  a  step-by-step 
e-commerce  Roadmap  and  business  integration  InfoPack.  Plus  business  case  histories  and  free  trial  code. 


Want  to  ensure  the  reliability  of  your 
e-commerce  applications  and  Internet  services? 


Make  it  Visual. 
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Insight,  Visual  UpTime, 
Internet  Benchmark. 
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^  Free  Renaissance  White  Paper  "Service  Management  for  IP  Networks" 


www.visualnetworks.com/nw 


©2000  Visual  Networks,  Inc.  Visual  Networks  is  a  registered  trademark  of  Visual  Networks. 


Ask 
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By  Steve 
Blass 

We  have  a 
California  branch 
office  that  is  con¬ 
nected  to  head¬ 
quarters  via  a  virtual 
private  network 
(VPN).  We  want  to 
give  the  office  access  to  our 
intranet,  but  because  it  is  on  a 
different  subnet  we  are  having 
problems.  Clients  on  the  re¬ 
mote  network  get  a  socket 
error  that  reads  "host  name 
lookup  for  'infoserv'  failed." 
Infoserv  is  our  intranet  server. 


The  error  message  indicates 
that  the  Domain  Name  System 
server  used  by  the  clients  on 
the  remote  network  doesn't 
have  an  IP  address  for  your 
intranet  server  'infoserv'  in  its 
DNS  tables.  This  happens  if  the 
remote  client  is  getting  DNS 
services  from  the  Internet.  To  fix 
this  you  should  provide  your 
own  DNS  services  for  your  own 
internal  IP  address  space.  The 
"Morelnfo"  button,  available  via 
the  "winpcfg"  or  "ntipcfg"  com¬ 
mand,  can  tell  you  what  DNS 
server  a  Windows  client  is 
using.  On  Unix  clients,  the 
"nslookup"  command  will  show 
you  what  the  default  DNS  serv¬ 
er  is.  You  can  run  your  own  DNS 
server  anywhere  you  want 
inside  your  network  as  long  as 
the  VPN  routing  works.  To  find 
out  if  your  VPN  is  working  well 
enough  to  route  IP  packets 
between  your  remote  LANs,  try 
using  the  intranet  server's  IP 
address  rather  than  the  host 
name  'infoserv'  to  connect  from 
the  remote  client.  If  that  works, 
all  you  need  is  name  service, 
which  can  be  provided  in  a 
pinch  using  just  a  static  'hosts' 
file  on  your  client  machines  until 
you  get  a  DNS  server  running. 

Blass  is  a  network  archi¬ 
tect  for  Sprint  Paranet 
in  Houston.  You  can 
reach  him  at  dr.intranet @ 
paranet.com. 
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and  Standards  Shaping  Your  Network 

Bubbles  give  rise  to  optical  advance 


BY  TIM  GREENE 

Anew  tool  for  building  all- 
optical  networks  is  as  simple 
as  blowing  bubbles. 
Hewlett-Packard  spinoff  Agilent  Tech¬ 
nologies  has  developed  an  optical 
switch  fabric  that  relies  on  bubble-jet 
printer  technology  and  a  vapor  bubble 
to  switch  light  signals  from  one  optical 
fiber  to  another  without 
first  converting  the  signals 
to  electrical  impulses. 

The  switch  fabric  can 
handle  32  input  and  32 
output  fibers  on  a  chip 
the  size  of  a  dime.  These 
chips  are  already  being 
designed  into  devices 
such  as  optical  add-drop 
multiplexers  and  cross 
connects,  according  to 
Agilent.  The  company 
says  it  will  put  its  switch 
fabric  in  the  hands  of  ven¬ 
dors  next  year  so  they 
can  build  products 
around  it. 

The  ability  to  switch 
light  directly  makes  it  pos¬ 
sible  for  service  pro¬ 
viders  to  sell  entire  high- 
bandwidth  wavelengths 
to  customers.  Because 
the  entire  connection 
between  points  in  the  net¬ 
work  will  be  optical,  cus¬ 
tomers  can  put  any  traffic 
of  any  protocol  at  any  bit 
rate  onto  a  wavelength, 
says  Christoper  Nicoll,  an 
analyst  with  Current 
Analysis  in  Sterling, Va. 

With  conventional  ser¬ 
vices,  such  as  frame  relay 
and  ATM,  customers  must 
package  data  in  the  prop¬ 
er  protocol  and  send  it  at 
the  rate  of  the  service 
they  have  bought. 

The  tiny  bubbles  in  Agi¬ 
lent’s  technology  are  an  alternative  to 
microscopic  mirrors  that  Lucent  uses  in 
its  all-optical  switches. 

Agilent’s  technology  receives  light 
from  optical  fibers  and  diverts  it  di¬ 
rectly  to  any  other  fibers  attached  to 
the  same  switch  fabric.  Light  from  an 
incoming  fiber  is  guided  through  the 
switch  fabric  along  a  waveguide,  which 
is  a  glass  channel  that  confines  the 
light  and  directs  it  down  a  defined  path 


(see  graphic). 

It  is  possible  for  the  light  to  pass 
straight  through  the  switch  without 
being  diverted. To  do  so,  it  traverses  32 
fluid-filled  trenches  that  cross  the  path 
of  the  waveguide. The  light  crosses  the 
trenches  unimpeded  because  the  fluid 
has  the  same  optical  properties  as  the 
glass  in  the  waveguide. 

To  switch  the  direction  of  the  light 


signal,  a  bubble-jet  heater  wafer  that 
makes  up  an  adjacent  layer  of  the 
switch  fabric  heats  the  fluid  in  the 
appropriate  trench.  The  warmth  vapor¬ 
izes  the  fluid,  creating  a  bubble  in  the 
trench  that  gives  the  trench  a  different 
refractive  index  than  the  glass. 

As  a  result,  the  light  bounces  off  the 
far  side  of  the  trench  where  the  glass 
waveguide  resumes,  reflecting  down  a 
different  waveguide.  The  second  wave¬ 


guide  leads  to  the  exit  fiber.  To  work 
properly  the  switch  temperature  must 
be  65  degrees  Celsius. 

The  switch  has  no  moving  parts, 
making  it  theoretically  less  susceptible 
to  failure.  Micromirror  optical  switch¬ 
ing  technology  is  still  young,  and  it  is 
not  known  how  well  it  will  stand  up 
over  the  long  term. 

It  is  also  unclear  how  well  the 
bubble-jet  heaters  will 
stand  up  when  used  con¬ 
tinuously  for  months  or 
years,  which  could  be  the 
case  in  certain  switch  con¬ 
figurations. 

The  bubble-jet  heaters 
can  set  up  a  switch  path 
in  less  than  10  millisec¬ 
onds.  That  number  is 
important  because  it  beats 
the  50-millisecond  limit 
carriers  set  on  acceptable 
network  failures.  If  the 
network  can  be  restored 
within  50  milliseconds,  the 
failure  will  go  undetected 
by  customer  applications 
running  across  it.  This 
means  the  switch  could  be 
used  in  a  protection¬ 
switching  scheme  in  which 
traffic  is  routed  around  a 
broken  fiber  along  an  alter¬ 
nate  path. 

With  the  appropriate 
peripherals  built  around  it, 
the  switch  fabric  could  be 
the  basis  for  a  device  that 
combines  light  signals  from 
separate  fibers  onto  a  sin¬ 
gle  fiber  or  vice  versa. 

The  photonic  switch 
could  also  be  the  basis  for 
optical  add-drop  multi¬ 
plexers.  Such  a  mux  at  a 
node  of  an  optical  network 
could  pull  off  any  light  sig¬ 
nal  entering  the  node. At  the 
same  time,  the  switch  fabric 
could  be  set  to  let  signals 
destined  for  other  nodes  pass  through. 

The  technology  lends  itself  to  remote 
provisioning.  So  if  a  new  light  path 
needs  to  be  set  up,  the  switch  could  be 
reconfigured  via  a  remote  management 
connection.  That  would  dramatically 
reduce  optical  provisioning  times, 
which  can  take  days  because  each 
device  in  the  network  has  to  be  set 
manually,  depending  on  the  equipment 
in  use.  3 


HOW  IT  WORKS 

Bubbles  reflect  light 

Agilent  Technologies  can  switch  optical  signals  in  a  32-by-32- 
waveguide  matrix  that  is  the  size  of  a  dime.  Here's  an  example  of 
how  the  technology  works: 

O  Light  signal  from  an  optical  fiber  enters  a  waveguide  in  the  switch. 

©  Lightwaves  pass  through  fluid-filled  trenches,  which  has  the  same  optical 
properties  as  the  glass  in  the  waveguide.  When  a  bubble-jet  heater 
warms  a  trench,  the  fluid  vaporizes.  The  light  bounces  off  the  waveguide 
at  the  far  side  of  the  trench  and  deflects  down  a  different  waveguide. 


Incoming 
light  signal 


Fluid  ■ 


©  Light  signal  exits  the  switch  headed 
for  a  different  optical  fiber. 


Trenches 


Vapor 


Waveguide  wafer  Waveguide 


Bubble-jet  heater  wafer 


Network  World  April  3,  2000  www.nwfusion.com  55 


echnology  Update 


-  inside  the  network  machine .  Mark  Gibbs 

Be  there,  does  that.  Wow! 


There’s  a  continual  stream  of  way 
cool  products  these  days,  but  few 
of  them  get  a  “Wow!”  out  of  Gearhead. 
This  is  partially  Gearhead’s  jaded, 


world-weary,  ultra-cool  personality  (it’s 
a  tough  gig,  dude,  but  someone’s  got  to 
be  the  coolest),  but  the  fact  is  that  real 
breakthrough  stuff  is  at  a  premium. 


That  said,  this  week  we  have  a  Wow! 
product  on  our  hands.  It  isn’t  new 
(Gearhead  has  been  waxing  lyrical 
about  it  for  months),  but  the  impending 
release  of  a  free  version  makes  it  more 
than  notable  and  very  worthwhile  to 
take  a  look  at.The  product  we  refer  to  is 
BeOS  from  Be  Corp.  (www.be.com). 


Includes: 

Linux  OS (  based  on  Red  Hat™) 
and  all  required  software 


$100 
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FileServer  with 

SMB,  RAID 
&  Backup 


Webserver 

Apache 
&  Sendmail 


with 


NetMAX  FireWall 


Connectivity 
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Stop  Intruders 

NetMAX  Firewall  software  protects 
your  business  and  home  networks. 

Easy  Setup 

•  i  5  minutes  to  install 

•  Pre  configured  firewall  settings 

•  Web  browser  interface 

Feature  Set 

•  Easy  configuration  of  IP  Chains 

•  IP  address  Mapping  &  Port  Forwarding 

•  Share  internet  connection  through 

•  Network  Address  Translation 


DSL 


Cable  Modem 


Ethernet 


Ti 

WAN 


The  company  was  founded  in  1991 
by  Jean-Louis  Gassee,  famous  for  his 
role  as  president  of  Apple’s  product 
division  in  the  late  ‘80s.  In  October 
1995,  he  introduced  BeOS  to  rave 
reviews  running  on  Be’s  own  now  dis¬ 
continued  hardware  platform. 

Without  going  into  the  endless 
events  and  politics  that  lead  from 
Apple  to  Be  and  back  again,  the  genesis 
of  Be  has  been  convoluted  and  event¬ 
ful  (near  bankruptcy,  infighting  —  the 
usual  start-up  fun  and  games). 

Today,  BeOS  is  at  Release  4.5  — 
accompanied  by  a  staggering  number  of 
applications  —  and  BeOS  5  is  about  to 
make  an  appearance.  The  company  has 
also  announced  BeLA,  a  stripped-down 
version  of  BeOS  designed  for  Internet 
Appliances  (see  www.be.com/world/ 
headline_news .  html#beia) . 

So  what  is  it  that  Gearhead  so  admires 
about  BeOS?  It’s  really  simple.  Be  has 
built  an  operating  system  as  they  should 
be  built:  fast,  elegant,  beautifully  archi¬ 
tected,  extensible,  accessible,  well-fea¬ 
tured  and  robust.  (Gearhead  will  eschew 
the  opportunity  to  draw  comparisons 
with  better-known  operating  systems.) 

The  goal  of  Be  was  to  create  a  multi- 
media  operating  system,  and  that’s  what 
it  did.  Gearhead  was  at  Be’s  offices  some 
months  ago,  and  the  demonstration 
they  gave  was  nothing  short  of  amazing. 
Multiple  movies  were  launched  and 
played  simultaneously,  dropped  into  a 
book  animation  where  they  continued 
to  play  as  the  virtual  pages  were  turned 
and  the  movies  conformed  to  the  shape 
of  the  turning  pages!  After  20  minutes  of 
demonstrations,  Gearhead  was  hard- 
pressed  not  to  stand  up  and  clap. 

So  let’s  take  a  look  at  BeOS  features. 
First,  it  is  designed  to  be  fast,  fast,  fast  and 
lacks  something  you’ve  all  become  used 
to:  a  cursor  that  turns  into  an  hourglass. 
BeOS  uses  a  very  slick  and  efficient  pre¬ 
emptive  multitasking  system  and  some¬ 
thing  called  pervasive  multithreading. 

Pervasive  multithreading  is  a  term 
used  with  BeOS  because  all  levels  of 
the  operating  system  use  multithread¬ 
ing.  Even  the  simplest  applications  have 
two  threads,  one  for  handling  the  sys¬ 
tem  interface  and  another  to  handle  the 
application  logic.  This  means  you  can’t 
write  a  nonthreaded  application,  which 
ensures  that  the  dumbest  application 
has  good  multitasking  characteristics. 

Add  to  that  support  for  up  to  eight 
processors  (that  limit  is  only  due  to 
current  platform  limitations  — -  BeOS 
can  actually  support  an  arbitrary  num¬ 
ber  of  processors),  and  you  have  a  lot 
of  opportunity  for  performance 
enhancement.  And  because  the  operat¬ 
ing  system  is  designed  to  be  robust, 
you  can  switch  processors  without 
damaging  the  system’s  integrity. 

We’ve  just  begun  to  scratch  the  sur¬ 
face  of  BeO,  and  next  week  we  ll  delve 
deeper. You’ll  be  saying, “Wow!”  too. 
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Wow!  stuff  to  gb@gibbs.com. 
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The 

network  will  always  be  the 

underpinning  of 

e-business. 
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It's  a  simple  point  of  fact.  The  communications  network  is  the  vital  contact 
between  every  one  of  your  suppliers,  distributors,  sales  force  and  customers. 


So  consider  the  company  that's  provided  clear,  simple  contact,  from  the  first 
time  the  world  heard  a  pin  drop,  to  when  we  introduced  the  incredible 
connective  power  of  Sprint  ION”,  Integrated  On-Demand  Network. 


I 


Sprint  ION  integrates  voice,  video  and  data,  bringing  a  new  level  of  seamless 
collaboration  to  your  e-business,  strengthening  every  relationship  inside  and 
outside  your  company. 

You'll  also  find  Internet  service  that's  as  secure  as  it  is  reliable.  And  since 
we've  just  been  rated  top  collocation  host  along  with  attaining  the  leading 
position  in  managed  hosting  services*,  we  can  put  you  in  a  position  to  see 
your  revenue  grow. 

Which  can  happen  when  you  have  the  network  that  was  ready  for  e-business, 
before  it  was  even  called  e-business.  Sprint. 

1-877-495-3501  or  visit  www.sprint.com/e-biz 
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I  Editorial 

A!!  hands  on  deck  for  our 
broadband  access  debate 

A  few  weeks  ago  (NW,  March  13, 
page  44),  I  challenged  AT&T, 
MCI/WorldCom,  SBC,  Qwest  and 
Nextlink  to  take  part  in  a  presiden¬ 
tial-style  debate  on  broadband  access  that  I’m 
staging  at  NetWorld+Interop  in  Las  Vegas.  (I 
love  doing  these  debates  so  much  that  some 
colleagues  call  me  Network  World’s  Chief 
Roundtable  Officer.  It  has  a  nice  ring  to  it,  no?) 

I'm  happy  to  report  that  all  five  recruits 
have  risen  to  the  challenge,  and  that  means 
we  can  treat  you  to  a  top- 
notch  Showdown  highlight¬ 
ing  the  issues  and  opportu¬ 
nities  involved  in  bringing 
high-speed  access  to  your 
business.  You’ll  find  out 
how  these  new  and  estab¬ 
lished  service  providers 
aim  to  weave  together  tech¬ 
nologies  such  as  DSL,  cable, 
fiber  and  fixed  wireless  to 
break  the  local  loop  bottle¬ 
neck  choking  your  WAN. 
You'll  learn  which  of  them  is  best  posi¬ 
tioned  to  bring  your  company  a  21st  century 
broadband  network. The  debaters  are  some  of 
the  most  powerful  players  in  the  broadband 
market,  and  they  represent  a  variety  of  view¬ 
points  —  coming,  as  they  do,  from  diverse 
backgrounds  in  long-distance,  traditional  local 
service  and  competitive  access. 

Our  service  provider  panelists  will  first  face 
tough  questioning  from  NW  staffers  —  News 
Editor  Bob  Brown  and  Senior  Editor  David 
Rohde  —  then  they’ll  open  up  on  each  other 
in  an  unscripted,  PowerPoint-free  debate. 
Expect  plenty  of  fireworks  in  this  keynote- 
level  session  as  the  vendors  poke  holes  in  each 
other’s  service  portfolios,  voice  doubts  about 
rivals’  acquisitions  and  customer  care  tactics, 
and  raise  questions  that  will  help  you  make 
smarter  choices  about  broadband  services. 

Our  vendor  panel  includes  J.  Michael  Jenner, 
a  vice  president  with  AT&T  Data  &  Internet 
Services,  and  MCI/WorldCom’s  Chief 
Technolog)'  Officer  Fred  Briggs.  From  Nextlink, 
we  have  Doug  Carter,  senior  vice  president 
and  CTO,  while  Qwest  is  offering  Augie 
Cruciotti,  senior  vice  president  of  Qwest  Link, 
Qwest's  DLEC/CLEC  operation.  Finally,  SBC  is 
sending  Jason  Few,  vice  president  of  broad¬ 
band  communications. 

So  if  you  are  among  the  multitudes  trooping 
off  to  N+I,  join  us  on  Tuesday,  May  9  from  12:30 
to  1:45  p.m.  for  this  Broadband  Access  Show¬ 
down.  If  you  can’t  make  it,  don’t  worry.  We’ll 
provide  plenty  of  coverage  in  print  and  on 
Network  World  Fusion  (www.nvvfusion.com). 

—  John  Gallant 
Editorial  Director 


iaolkmt@nww.com 
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| Message  Queue 


DSL  DAZE 

Regarding  Frank  Dzubeck’s  column  “The  frustra¬ 
tions  of  a  DSL  buyer”  (March  6,  page  49): 

I  moved  into  a  brand-new,  upscale, “master- 
planned”  community.  Evidently,  the  local  phone 
company  neither  was  invited  to  the  planning 
sessions  nor  held  any  of  their  own  because 
when  they  placed  their  distribution  nodes,  they 
did  so  on  the  basis  of  older  systems’  architec¬ 
tural  requirements.  Consequently,  more  than  80%  of 
their  customers  are  too  far  away  from  the  nodes  to 
receive  asymmetric  digital  subscriber  line.This 
included  my  own  home.  While  the  telco  promised 
the  sun,  moon  and  stars  if  I’d  just  wait  six  months,  I 
called  the  cable  company,  which  discounted  the  first 
month’s  service  and  waived  the  $15  installation  fee 
that  accompanies  a  “do-it-yourself”  installation. 

This  type  of  installation  proceeds  as  follows: 

•  Get  home  the  day  they  installed  the  cable 
modem  to  find  the  modem  on  top  of  the  computer, 
plugged  in  to  the  cable  outlet  and  rarin’  to  go. 

•  Unpack  Linksys’  EtherFast  10/ 100Base-T  PCI  net¬ 
work  interface  card  (NIC)  ($19  95)  and  install  it  in 
the  computer. 

•  Boot  the  computer  (Windows  NT  4.0)  into  ad¬ 
ministrative  mode,  change  the  modem’s  settings  to 
prevent  automatic  dial-ups,  load  the  driver  file  and 
reboot. 

•  Connect  the  NIC  to  the  back  of  the  cable 
modem  via  the  supplied  Category  5  patch  cable. 

•  Change  the  network  settings,  Internet  Explorer 
and  Outlook  to  work  via  the  net  connection. 

•  Enjoy! 


December  and  are  still  waiting.  The  DSL 
provider  and  the  local  phone  company 
can’t  figure  out  who  screwed  up  the  circuit 
installation,  so  I  have  a  jack  that  doesn’t  work. 
Furthermore,  the  ISP  simply  never  keeps  me 
informed  of  install  dates  or  delays  unless  I  ask. 

And  this  is  with  one  of  the  national  companies. 

Jefferso  n  Krogh 
IS  manager 
Kennerley-Spratling 
San  Leandro,  Calif. 

DSL  is  the  best  price-point  for  high-speed  connec¬ 
tivity.  Because  it  is  inexpensive,  it  is  very  popular. 
Thus,  all  stages  in  the  process  are  often  over¬ 
whelmed  with  ongoing  implementations. 

Remember  there  are  very  few  ISPs  that  actually 
provide  connectivity  infrastructure.  More  often  than 
not,  they  simply  pass  off  connectivity  duties  to  a  tele¬ 
com  partner,  which  often  passes  off  implementation 
of  setup  services  to  subcontractors.  A  mistake  or  hic¬ 
cup  at  any  stage  of  the  process  can  throw  implemen¬ 
tation  off  by  a  month  or  more. 

My  firm  has  been  involved  with  Internet  connec¬ 
tivity  implementations  for  several  years  now,  and  I 
have  never  seen  one  take  less  than  six  weeks  from 
start  to  finish  —  regardless  of  the  technology  being 
used.  By  the  same  token,  I’ve  never  seen  one  take 
four  months,  and  it  sounds  like  Frank  Dzubeck’s  ISP 
really  dropped  the  ball  at  several  stages.  But  DSL  was 
not  the  culprit  there.  DSL  is  an  attractive  option,  and 
thus  it  is  a  victim  of  its  own  success. 

Christopher  Proto 
Director  of  software  development 
INTES  Networking 
Silver  Spring,  Md. 


Steven  Janss 
President 
Jansys  Information  Systems 
Las  Vegas 

Boy,  does  Frank  Dzubeck’s  story  sound  familiar. 

A  year  ago,  my  company  ordered  its  first  DSL  line, 
and  installation  was  fairly  trouble-free,  taking  about 
six  weeks.  In  late  November,  after  suffering  through 
a  three-day  outage  that  neither  our  ISP  nor  the  DSL 
provider  could  explain,  we  decided  to  add  a  second, 
redundant  DSL  line.  We  placed  the  order  in  early 


Just  wanted  to  throw  in  a  positive  note  regarding 
DSL.  I  have  DSL  service  in  the  New  Orleans  area 
from  BellSouth.  The  installation  was  done  before  the 
original  delivery  date,  was  installed  within  an  hour 
and  has  delivered  everything  it  promised.  The  DSL 
modem  was  free,  too. The  lowest  throughput  I  have 
ever  gotten  via  MSN’s  test  site  is  1.2M  bytes. 

Troy  Heath 
Senior  network  engineer 
Eli  Henry  Group 
New  Orleans 


Send  letters  to  numews@nww.com  or  John 
Dix,  editor  in  chief,  Network  World,  1 18 
Turnpike  Road,  Soutbhorough,  MA  01772. 
Please  include  phone  number  and  address 
for  verification. 
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Intranet  Adviser .  Daniel  Blum 

Explore  your  e-business  directory  management  options 


ompanies  are  finding  e-business  directories  to 
be  a  whole  different  kettle  of  fish  than  internal 
directories. 

Whereas  intranet  directories  manage  informa¬ 
tion  about  employees  and  long-term  contrac¬ 
tors,  e-business  directories  are  used  to  manage 
trading  partner  relationships.  External  directories  con¬ 
tain  information  about  your  customers,  suppliers  and 
trading  partners.  A  human  resources  system  will  help 
you  keep  track  of  personnel  changes  within  your  cor¬ 
poration,  but  you  probably  don’t  have  a  good  handle 
on  employee  changes  at  other  companies. 

Companies  often  assume  they’ll  be  able  to  manage 
the  external  directory  population  themselves,  but  as 
the  number  of  trading  partners  grow,  the  workload 
grows  with  it.  One  solution  is  to  appoint  one  external 
administrator  from  each  trading  partner  and  let  him 
manage  his  people  and  groups  in  your  directory. 

For  example,  Oblix  sells  directory  administration 
tools  for  intranets  and  extranets,  and  supports  delegat¬ 
ing  administration  down  multiple  levels,  thus  allowing 
the  administrator  of  a  large  trading  partner  to  delegate 


administration  to  subordinates.  Other 
features  include  managing  external 
directory  additions,  deletions,  and  secur¬ 
ity  role  or  group  changes. 

However,  delegated  administration 
is  only  a  stopgap  solution  for  the 
e-business  directory  problem.  Clearly 
your  company  wouldn’t  want  to  be 
on  the  receiving  end  of  delegated  administration 
too  often,  administering  the  same  old  adds  and 
deletes  for  100  trading  partners. 

Maybe  automation  will  do  the  trick.  Companies 
could  deploy  directory  synchronization  tools  or  full 
metadirectory  services  that  hook  up  their  directories 
to  trading  partners’  directories.  But  with  hundreds  of 
trading  partners  in  complex  e-business  relationships, 
manageability  and  security  issues  would  ensue. 

Lightweight  Directory  Access  Protocol  referral, 
which  allows  you  to  get  information  on  the  fly  from 
another  company’s  directory,  seems  promising  on  the 
surface.  But  planners  have  not  been  comfortable  los¬ 
ing  the  security,  availability  and  performance  assur¬ 


ances  that  come  from  controlling  their  direc- 
tories.They  also  haven’t  been  entirely  com¬ 
fortable  with  opening  up  their  directories  to 
external  inquiries. 

Community  directories  represent  yet 
another  architecture  alternative.  Find  a  indus¬ 
try  association  or  service  provider  and  get 
them  to  host  a  copy  of  directory  information 
for  each  organization  in  a  group  of  like-minded  trading 
partners.  Of  course,  most  companies  would  need  to 
belong  to  multiple  communities.  Public-key  infrastruc¬ 
ture  vendors  or  service  providers  may  have  an  edge  in 
building  community  directories  because  they  follow 
well-defined  procedures  to  register  identities. 

With  all  these  options,  there’s  no  one-size-fits-all 
solution.You’ll  need  to  combine  elements  of  one  or 
more  e-business  directory  management  approaches. 
Buy  or  build  some  technology.  And  stay  flexible. 

Blum  is  senior  vice  president  and  principal  con¬ 
sultant  with  The  Burton  Group,  an  IT  advisory  ser¬ 
vice.  He  can  be  reached  at  dblum@tbg.com. 


On  Security  .  Winn  Schwartau 

An  effective  way  to  disarm  online  muggers 


My  first  mugging  was  at  age  12. 1  was  the 
muggee,  not  the  mugger. 

Over  the  years  living  in  New  York,  I 
was  held  up  at  knifepoint  several 
times,  handed  over  my  wallet  and  then 
watched  the  bad  guy  scamper  away. 

If  I  had  the  guts  or  the  skills,  I  might  have 
tried  to  take  the  knife  away.  If  I  had  taken  the 
knife  away  and  the  mugger  was  still  threatening, 

I  might  have  knifed  him.  In  the  court  system 

that  is  called  self- 
defense. 

Fast  forward  to  cyber¬ 
space. 

You  are  running  a 
Web  site.  Making  money  per¬ 
haps,  and  visitors  are  seeing 
your  message. Then,  accord¬ 
ing  to  your  perimeter  intru¬ 
sion-detection  device,  some  online  goofball  or  crimi¬ 
nal  hacker  is  beating  on  your  door.  What  are  you 
going  to  do? 

In  September  1998,  the  Pentagon  reacted  to  a 
browser-based  denial-of-service  attack  by  the  hactivists 
Electronic  Disruption  Theater  by  using  offensive 
applets  to  shut  down  the  attacking  browsers.  Clean. 
Quick.  Effective.  But  the  Pentagon  lawyers  went  ballis¬ 
tic  within  minutes.  The  techies  defending  the 
Pentagon  servers  had  broken  too  many  laws  to  enu¬ 
merate  —  including  a  military  prime  directive,  “posse 
comitatus,”  which  forbids  the  military  from  taking  uni¬ 
lateral  actions  within  the  U.S.  and  against  U.S.  citizens. 

In  addition,  the  techies  by  their  actions  had  com¬ 
mitted  several  federal  felonies  for  which  hackers 
have  gone  to  jail. 


The  simple  truth  is  that  it  is  illegal  to  disarm  your 
online  assailant.  Doing  so  requires  that  you  take 
some  offensive  action  —  send  out  hostile  applets, 
return  fire  with  your  own  denial-of-service  tools  or 
anything  else  that  will  shut  down  the  attack.  The  net 
effect  is  that  both  the  attacker  and  the  victim  (who 
is  attacking  back)  are  breaking  the  law. 

At  first  glance,  it  doesn’t  make  any  sense:  If  you 
can  disarm  a  knife-wielding  mugger,  why  can’t  you 
disarm  your  electronic  mugger? 

But  in  the  physical  world,  you  know  who  is  mug¬ 
ging  you.  During  the  physical  attack  there  is  a  person 
with  a  knife,  and  while  you  may  not  know  his  name 
or  see  his  face,  you  are  100%  sure  that  the  knife  you 
are  taking  away  is  in  the  hands  of  a  bad  guy. 

In  the  networked  world,  though,  you  cannot  be 
sure  the  guy  (IP  address)  that  seems  to  be  attacking 
you  is  really  the  one  attacking  you.  For  example, 
many  of  the  zombie-based,  distributed  denial-of- 
service  attacks  that  occurred  in  February  were 


traced  back  to  benign  networks  which  were 
merely  unwitting  hosts  to  remote-triggered 
Trojans  located  on  their  servers. 

Hostile  perimeter  defense  is  a  really  tough 
problem,  and  right  now  the  law  protects  the  bad 
guys  more  than  the  good  guys.  I  don’t  have  a  per¬ 
fect  solution  to  this  conundrum,  but  a  few 
thoughts  do  come  to  mind: 

•  Let  the  industry  design  a  set  of  hostile 
response  tools  that  will  stop  an  attack,  but  mini¬ 
mize  harm  just  in  case  a  zombie  is  in  the  middle. 
Then,  legalize  the  use  of  these  tools. 

•  Legalize  hostile  responses,  and  zombie  com¬ 
puters  be  damned  if  their  security  is  so  bad  that 
their  networks  can  be  compromised. 

•  Build  a  hardened  back-channel  on  the  Internet 
which  will  provide  fast  routing  so  that  trace-back 
and  bad-guy  ID  is  easier,  faster,  and  with  the  cooper¬ 
ation  of  the  ISP  community,  automatic. 

•  Develop  an  Internet-based  Caller  ID  system  so 
that  Web  sites  know  who’s  there,  what  they’re  doing 
and  can  ignore  all  anonymous  requests. 

•  Do  nothing:  Let  the  bad  guys  continue  to  win. 

So  in  the  spirit  of  the  networked  community,  I’m 

asking  Network  World  readers  to  help  out:  What  do 
you  think  is  a  fair  and  efficient  way  of  disarming 
online  assailants  to  protect  your  net? 

Be  creative,  let  loose;  write  laws  or  design  tech¬ 
nology.  And  send  me  your  ideas.  Maybe  together  we 
can  get  something  done. 

Schwartau  is  president  of  Interpact,  a  security 
awareness  consulting  firm,  founder  of  Inf owar. 

Com  and  author  of  the  upcoming  book,  Cyber- 
Shock.  He  can  be  reached  at  winns@gte.net. 
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Service-level 
monitoring  tools  help 
IT  executives 
better  manage  their 
connections  anti 
worlt  with  carriers  to 
fix  problems  quicker. 


BY  ELISABETH  HORWITT 

eynolds  Metals  decided  it  needed  a  ser¬ 
vice-level  monitoring  tool  shortly  after  it 
migrated  from  dedicated  leased  lines  to 
frame  relay,  and  users  and  applications 
began  contending  for  bandwidth. 

When  people  started  complaining 
about  slow  response  times  or  unavailable 
mainframe  connections,  network  man¬ 
agers  had  no  idea  what  the  problem  was, 
says  Deborah  Shashaty,  a  communications 
specialist  at  the  fabricated  aluminum  man¬ 
ufacturer  in  Richmond,  Va. 

So  Reynolds  Metals  turned  to  Visual  Networks’ 
Visual  UpTime  WAN  management  tool,  which  uses 
intelligent  agents  sitting  on  DSU/CSUs  to  capture  and 
analyze  the  company’s  frame  relay  traffic.  The  agents 
can  measure  latency  and  throughput,  break  down 
bandwidth  usage  by  Layer  4  protocols  and  determine 
whether  a  problem  originates  on  the  edge  routers  or 
the  carrier  circuit. 

Reynolds  Metals  is  far  from  alone.  Service-level 
monitoring  tools  are  hot  in  corporate  America  —  par¬ 
ticularly  among  dot-coms,  online  brokerages  and 
other  companies  that  stand  to  lose  tens  or  hundreds 
of  thousands  of  dollars  for  each  hour  of  network 


downtime,  says  Rich  Ptak,  vice  president  of  systems 
and  applications  management  at  Hurwitz  Consulting 
in  Boston. 

With  so  much  at  stake,  corporate  IT  executives 
want  to  manage  carrier  circuits  as  intrinsic  parts  of 
the  enterprise  network.  They  want  to  obtain  current, 
detailed  information  about  availability,  performance 
and  latency,  and  actively  partner  with  carriers  and 
service  providers  in  capacity  planning  and  proactive 
problem  management. 

One  way  that  businesses  attempt  to  manage 
carrier  circuits  is  by  enforcing  service-level  agree¬ 
ments  (SLA).  An  SLA  is  a  contract  in  which  carriers 
or  service  providers  guarantee  minimum  service 
levels  and  spell  out  penalties  for  shortfall.  However, 
companies  are  increasingly  finding  SLAs  to  be  blunt 
instruments  at  best. 

“Carriers  don’t  have  the  time  or  technological 
means  to  support  much  granularity  in  their  SLAs,” 
says  Mary  Jander,  senior  analyst  at  Enterprise  Man¬ 
agement  Associates  in  Boulder,  Colo. 

SLAs  typically  guarantee  availability  as  the  percent¬ 
age  of  time  a  carrier’s  circuits  are  up  over  a  specified 
time  period. This  gives  the  service  provider  far  too 
much  slack,  IT  executives  have  learned.  If  the  SLA 
specifies  99%  uptime  averaged  over  a  month,  for 
instance,  circuits  can  be  down  for  seven  hours  before 


the  carrier  can  be  accused  of  SLA  noncompliance.  “If 
that  1%  happens  at  year-end  closing  time,  you’re  in 
trouble,”  says  John  Morency,  executive  vice  president 
of  Sage  Research  in  Natick,  Mass. 

Furthermore,  the  standard  service-level  reports 
that  carriers  generate  are  much  too  general  and  his¬ 
torical  to  be  useful,  users  complain. 

In  the  reports  AT&T  and  MCI  WorldCom  were  giv¬ 
ing  Reynolds  Metal,  for  example, “The  information 
was  averaged  over  1 5-minute  intervals  and  was  very 
after-the-fact:  There  was  no  way  to  see  what  was  hap¬ 
pening  at  any  given  time,”  Shashaty  says.  Moreover, 
standard  carrier  reports  don’t  break  down  bandwidth 
usage  by  protocol. “We  needed  [to  put]  our  own  eyes 
into  the  network,”  she  says. 

Inside  information 

The  need  to  monitor  performance  is  driving  a 
growing  demand  for  WAN  service-level  monitoring 
tools  that  IT  departments  can  use  on  their  own.  Most 
Fortune  500  firms  are  evaluating  such  products 
today,  and  40%  to  50%  have  implemented  them, 
according  to  Hurwitz’s  Ptak. 

Upwards  of  60  vendors  provide  WAN  service-level 
management  tools  in  the  following  categories: 

•  Software  agents  residing  on  DSU/CSUs  that  con¬ 
duct  real-time  monitoring  of  performance,  band- 
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width  usage  and  latency  across  ATM,  frame  relay  and 
T-l  connections. 

®  Desktop  agents  that  measure  end-to-end  perfor¬ 
mance  and  latency  between  the  client  and  a  server, 
e  Probes  that  periodically  poll  SNMP  and  Remote 
Monitoring  (RMON)  Management  Information  Bases 
(MIB)  on  network  devices. 

e  Platforms  that  collect,  store  and  generate  reports  on 
information  from  a  variety  of  management  agents  and 
systems. 

These  various  types  of  products  allow  network 
executives  to  monitor  service  levels  in  all  key  areas 
covered  by  an  SLA,  including  sendee  availability, 
throughput  and  latency.  Some  tools  also  break  down 
bandwidth  usage  by  specific  Layer  3  and  Layer  4  pro¬ 
tocols  such  as  TCP/IP  and  HTTP. 

Such  information  plays  a  critical  role  in  pinpoint¬ 
ing  and  resolving  problems  on  the  WAN,  users  attest. 


Too!  types 

A  variety  of  network  management  products  have 

service-level  monitoring  capabilities.  Here  are  a 

few  of  the  most  common: 

Service-level  consolidation  and  reporting  platforms 

•  Examples:  Concord  Communications'  Network  Health, 
DeskTalk's  Trend,  InfoVista's  VistaViews,  Lucent's  VitalNet 
and  NextPoint's  S3. 

•  Management  domain:  Any  network  device  that  supports 
SNMP  or  RMON  MIBs;  device  specific  agents;  flat  files;  SQL 
databases. 

•  Information  provided:  Traffic  levels;  performance 
degradation;  CPU  and  memory  utilization  on  routers,  switches 
and  servers. 

•  Additional  features:  Compares  service  level  data  with 
service  level  agreements  and  flags  noncompliant  areas. 

Monitoring  software  embedded  in  DSU/CSUs 

•  Examples:  Eastern  Research's  WANwatcher  (software  only), 
Paradyne's  FrameSaver  SLV  and  Visual  Networks'  Visual 
UpTime. 

•  Management  domain:  ATM  or  frame  relay  circuit  between 
edge  router  and  destination. 

•  Information  provided:  Real  time  monitoring  of  latency  and 
end  to  end  delivery  time;  breakdown  of  Layer  4  traffic  by 
protocol;  dropped  packets. 

•  Additional  features:  Monitors  proprietary  carrier  protocols; 
SNMP  probes;  uses  circuit  switching  algorithms  to  pinpoint 
problems  on  multicarrier  networks. 

SNMP  and  RMON  probes 

•  Examples:  Concord  Communications'  Network  Health, 
DeskTalk's  Trend  and  NetScout  Systems'  NetScout  Probe. 

•  Management  domain:  Any  network  device  outfitted  with 
SNMP  or  RMON  MIBs. 

•  Information  provided:  Application  specific  traffic  flow; 
throughput;  performance;  and  usage  levels  of  specific  network 
routers,  switches  and  servers. 

•  Additional  features:  Polling  of  proprietary  SNMP  extensions 
and  vendor  specific  agents. 

Desktop  client  agents 

(Passive  agents  monitor  client  generated  traffic,  and  active 

agents  simulate  transactions  between  client  and  server.) 

•  Examples:  First  Sense's  Enterprise  2.1  (passive),  Empire 
Technologies'  AdvantEdge  (active);  Lucent's  VitalAgent 
(passive)  and  Response  Networks'  ResponseAgents  (active). 

•  Management  domain:  End  to  end  connection  between 
client  and  server. 

•  Information  provided:  End  to  end  response  time  from  client 
to  server. 

•  Additional  features:  Probing  and  analysis  to  determine 
source  of  response  time  problems. 


“Visual  UpTime  lets  us  see  if  the  pipe  is  fully  used, 
what  type  of  traffic  is  going  over  it,  and  the  top  talk¬ 
ers,’’  Reynolds  Metals’  Shashaty  says.  For  example, 
when  users  report  slow  response  over  a  network,  net 
managers  can  check  bandwidth  usage.  “We  might  dis¬ 
cover  that  someone  is  doing  a  big  FTP  file  transfer,  so 
we  know  it’s  a  problem  with  our  traffic,  and  not  the 
frame  relay  link,”  Shashaty  notes. 

If  the  problem  is  on  the  enterprise  network  side, 
Reynolds’  network  staffers  can  fix  it  themselves.  If 
not,  they  share  their  data  with  the  carrier.  In  either 
case,  the  data  eliminates  finger-pointing  and  speeds 
troubleshooting. 

Network  executives  increasingly  want  to  do  more 
than  monitor  traffic  flowing  between  border  routers 
across  the  WAN,  however. They  want  to  be  able  to 
manage  WAN  circuits  as  one  element  in  the  enter¬ 
prise  network;  in  other  words,  to  measure  end-to-end 
network  performance  from  the  client  to  the  server 
and  zero  in  on  any  problems. 

Until  recently,  the  industry  was  too  fragmented  to 
make  this  goal  practical,  and  network  managers  were 
struggling  to  correlate  and  interpret  information  gen¬ 
erated  by  a  variety  of  tools  and  agents. 

Just  ask  Todd  Spears,  a  network  analyst  at  First 
Union  National  Bank  in  Charlotte,  N.C.  Until  recently, 
the  bank  was  using  the  following  products  to  manage 
service  levels  across  the  enterprise: 

•  Lucent’s  VitalNet  (formerly  Enterprise  Pro),  which 
monitored  and  analyzed  network  traffic  for  capacity 
planning  purposes. 

•  NetScout  Systems’  NetScout  Manager  Plus,  which 
performed  trend  analysis  of  protocol-specific  traffic 
for  capacity  planning. 

•  Concord  Communications’  Network  Health,  which 
monitored  permanent  virtual  circuit  utilization  and 
other  threshold  events  on  frame  relay  access  devices. 

•  Paradyne’s  FrameSaver  SLV  DSU/CSU  agents,  which 
performed  real-time  monitoring  of  traffic  on  frame 
relay  links. 

•  Network  Associates’  RouterPM,  which  polled  vari¬ 
ous  router  MIBs  and  generated  error,  exception  and 
utilization  reports  for  problem  resolution. 

“We  wanted  one  tool  that  would  allow  us  to  put  all 
that  information  together  and  get  the  state  of  the 
world,”  Spears  says.  In  particular,  IT  wanted  to  be  able 
to  map  how  network  events  affect  service  levels  and 
application  performance,  and  to  identify  the  sources 
of  problems. 

In  the  past  year,  service-level  management  vendors 
have  begun  to  address  this  need,  according  to 
Hurwitz’s  Ptak. “We’re  moving  toward  the  ability  to  use 
a  single  vendor’s  product  to  get  information  across  all 
pieces  of  the  network  environment  and  then  associate 
it  with  the  business  service  or  application,”  he  says. 

A  growing  number  of  service-level  monitoring  plat¬ 
forms  combine  versatile  probes  and  agents  with  a 
database  and  reporting  infrastructure,  enabling  users 
to  gather  data  from  a  variety  of  sources  and  “normal¬ 
ize”  it  so  it  can  be  analyzed,  sliced,  diced  and  present¬ 
ed  in  reports.  Such  products  include  Concord’s 
Network  Health,  DeskTalk’s  Trend,  InfoVista’s 
VistaViews,  Lucent’s  VitalNet  and  NextPoint’s  S3. 

First  Union  is  now  implementing  InfoVista’s  Vista¬ 
Views. The  bank  chose  the  product  because  of  its 
customization  features:  “You  can  poll  routers  once 
an  hour  or  once  a  minute”  —  and  the  broad  range  of 
sources  it  monitors,  Spears  says.  In  addition  to 
SNMP  and  RMON  MIBs,  VistaViews  can  gather  data 
from  proprietary  sources  such  as  Cisco’s  Service 
Assurance  agent,  any  management  tool  that  gener¬ 
ates  flat  files  or  an  Open  Database  Connectivity- 
compliant  database. 


Deborah  Shashaty  is  happier  now  that  Visual  Uptime  helps 
her  get  a  handle  on  WAN  traffic. 

Able  agents 

The  next  step  for  the  bank  is  to  deploy  end-to-end 
service-level  management. There  are  now  several 
desktop  agents  on  the  market  that  can  monitor  end- 
to-end  performance  and  latency  for  specific  proto¬ 
cols  and  applications  such  as  Microsoft’s  Exchange 
and  SAP  R/3.  First  Union  is  evaluating  First  Sense’s 
Enterprise  and  Lucent’s  VitalAgent  desktop  agent. 

There  are  two  types  of  agents  to  choose  from: 
passive  and  active. 

Passive  agents  are  installed  on  the  client  and  moni¬ 
tor  whatever  traffic  the  user  generates.  For  example, 
Lucent  ’s  VitalAgent  sits  on  desktops  and  monitors 
specific  types  of  transactions,  such  as  an  HTTP  or 
SQL  database  query.  Server  software  collects  the  data 
and  determines  the  source  of  the  problem.  First 
Sense’s  Enterprise  is  a  similar  type  of  passive  agent. 

An  active  agent  measures  response  time  by  simu¬ 
lating  application  transactions,  generally  at  regular 
intervals.  For  example,  Response  Networks’  Res¬ 
ponseAgents  query  servers,  measure  response  time, 
and  then  perform  pings  and  other  basic  tests  to 
pinpoint  sources  of  problems. The  tests  are  initiated 
by  middleware  entities  called  Domain  Controllers. 
Users  view  the  collected  data  on  the  Response 
Service  Explorer  console. All  three  products  are 
components  of  the  Response  Center  Suite,  which 
costs  $50,000  and  up. 

Active  and  passive  agents  have  potential  draw¬ 
backs.  Because  passive  agents  must  wait  for  the  user 
to  generate  specific  traffic,  they  don’t  work  when 
users  aren’t  at  their  desktops.  For  example,  it  would 
be  difficult  to  use  the  agents  over  the  weekend  to 
test  whether  you  adequately  fixed  a  network  prob¬ 
lem  that  surfaced  Friday  afternoon. 

Desktop  agents,  on  the  other  hand,  depend  on 
accurate  information  about  the  precise  applications  a 
computer  runs  in  order  to  function  effectively.  This 
forces  IT  to  perform  lots  of  upfront  discovery  work 
and  then  check  back  regularly  to  see  what’s  changed. 

Some  companies  are  waiting  for  the  agent  technol¬ 
ogy  to  mature  before  plunging  in. “We’ve  chosen  to 
wait  it  out  and  probably  jump  over  the  current  tech- 

Continued  on  page  66 
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rtology,”  says  Bob  Uhl,  director  of  network  technolo¬ 
gies  for  Ernst  &  Young  in  New  York.  Once  the  profes¬ 
sional  services  firm  has  finished  moving  most  of  its 
desktops  to  browser-based  software,  it  may  be  possi¬ 
ble  to  set  up  client-based  response-time  reporting 
through  applets,  he  adds. 

As  an  application  service  provider  (ASP),  Equant 
has  a  strong  interest  in  monitoring  customer  service 
levels  all  the  way  to  the  desktop  —  but  doesn’t 
expect  to  accomplish  this  in  a  hurry.  “The  service- 
level  management  market  is  very  fragmented.  I  don’t 
think  this  w  ill  be  a  one-tool  decision,”  says  Anita  Folk, 
a  spokeswoman  for  the  Atlanta  company. 

There  are  also  logistical  challenges  associated  with 
implementing  software  on  all  those  desktops.  Privacy 
is  a  concern  when  a  company  needs  to  install  soft¬ 
ware  on  the  desktops  of  partners  or  customers.  And 
if  you’re  an  ASP,  there  are  some  serious  scalability 
issues. “We  deal  with  multiple  customers.  Just  how 
many  desktops  are  we  talking  about  putting  agents 
on?”  Folk  asks.  "And  do  we  ask  users  to  standardize 
their  applications  so  we  can  monitor  them?” 

In  addition  to  potential  difficulties  with  the  agents, 
businesses  —  particularly  ASPs  such  as  Equant  —  are 
wondering  how  easy  it  will  be  to  gather  and  corre¬ 
late  the  data  the  agents  deliver. “We'll  need  some  kind 
of  server  engine,”  Folk  says.  Make  that  a  very  scalable 
engine. 

Collective  coordination 

Many  companies  want  a  WAN  management  plat¬ 
form  that  not  only  collects  client  response-time  data 
from  client  agents,  but  also  correlates  it  with  network 
performance  and  availability  data  generated  by 
RMON  and  SNMP  probes,  DSU/CSU  agents,  and  other 
service-level  monitoring  tools. 

There  have  been  some  promising  developments. 

Concord,  for  example,  recently  acquired  Empire, 


which  sells  active  monitoring  agents,  and  First  Sense, 
which  sells  the  passive  agent  Enterprise.  Concord  has 
promised  to  integrate  the  tools  into  its  Network  Health 
suite,  although  it  hasn’t  yet  announced  a  time  frame. 

Lucent’s  VitalSuite  7.0  provides  a  single  infrastruc¬ 
ture  for  collecting  and  reporting  on  data  from 
VitalAgent,  the  desktop  client  agent,  and  VitalNet,  the 
SNMP-based  WAN  and  LAN  monitoring  tool. 

Visual  Networks  is  working  to  integrate  Visual 
UpTime  with  two  products  the  vendor  recently 
acquired:  Avesta’s  Trinity,  which  correlates  service- 
level  alerts  and  other  events  to  determine  the  source; 
and  Inverse’s  IP  Insight,  a  client-based  agent  that 
monitors  latency  primarily  over  access  lines. 

Meanwhile,  a  working  group  within  the  Internet 
Engineering  Task  Force  is  developing  an  Application 
Performance  Measurement  MIB.The  MIB  will  provide 
standardized  definitions  for  key  information  associat¬ 
ed  with  measuring  end-to-end  application  perfor¬ 
mance  over  a  network,  says  Steve  Waldbusser,  chief 
strategist  at  Lucent’s  VitalSoft  division  in  Sunnyvale, 
Calif.  Network  managers  will  be  able  to  gather  data 
from  different  vendors’  agents  then  merge  it  with 
other  SNMP-based  data  into  reports. The  standard  is 
scheduled  to  become  stable  enough  for  vendor 
implementation  in  about  a  year,  Waldbusser  says. 

As  service-level  monitoring  tools  become  more 
powerful  and  widely  used,  the  question  arises  as  to 
whether  the  information  they  provide  will  pit  corpo¬ 
rate  network  managers  against  their  carrier  counter¬ 
parts.  Will  customers  use  such  tools  to  try  to  catch 
carriers  breaching  SLAs? 

Not  necessarily. 

While  companies  are  definitely  using  service-level 
monitoring  tools  to  check  if  carriers  are  meeting  SLA 
metrics,  several  people  emphasized  that  they  see  lit¬ 
tle  advantage  in  treating  their  carriers  as  adversaries. 

“We  could  run  Visual  UpTime  reports  and  see  if  we 
come  up  with  the  same  numbers  our  carriers  did,  but 
it’s  a  cumbersome  process,”  Reynolds  Metals’ 
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Shashaty  says.  Besides,  she  points  out  that  the  penal¬ 
ties  a  carrier  pays  for  breaching  the  SLA  don’t  even 
come  close  to  matching  the  business  cost  of  down¬ 
time.  “Anyway,  we  don’t  want  our  money  back,  we 
want  quality  of  service,”  she  says. 

A  more  fruitful  way  to  use  such  tools,  some  IT 
executives  suggest,  is  working  collaboratively  with 
carriers  to  deliver  better  service.  Shashaty  notes, “We 
use  our  tools  to  help  carriers  meet  high  levels  of 
availability  and  fast  restoration,  rather  than  waste  a 
lot  of  time  proving  they  don’t.” 

Chuck  Williams,  First  Union’s  senior  vendor  rela¬ 
tionship  manager,  shares  the  same  goal.  “I  envision  us 
going  to  monthly  review  meetings  and  providing 
metrics,  accurate  information  we  could  use  to  deter¬ 
mine  whether  they’re  fulfilling  their  SLAs  and  to  iden¬ 
tify  the  source  of  a  breakdown  quicker,”  he  says.  “We 
just  want  to  take  some  of  the  management  responsi¬ 
bility  so  we  can  give  useful  information  back  to  the 
carrier  and  be  true  partners.” 

Horwitt  is  a  freelance  writer  and  consultant  in 
Waban,  Mass.  She  can  be  reached  at  ehorwitt@ 
world.std.com. 


THE  SERVICE  PROVIDER  ALTERNATIVE 


on't  feel  up  to  doing  your  own  service-level 
monitoring,  but  still  want  more  than  the  aver¬ 
age  carrier  report  provides?  There  are  several 
options  to  check  out. 

Companies  such  as  Bell  Atlantic  Data 
Solutions  Group,  Lucent  subsidiary  Network  Care  and 
Manage.com  will  monitor  service  levels  on  your  WAN 
circuits,  deliver  reports,  interpret  the  results  and  go  to 
bat  for  you  with  the  carrier. 

Of  course,  your  carrier  may  not  agree  with  their 
numbers.  Kelly  Brown,  a  product  manager  at  UUNET 
in  Fairfax,  Va.,  says  her  firm  works  with  the  third-party 
companies  its  customers  contract  with  to  make  sure 
they're  testing  in  the  right  light.  In  most  cases,  those 
companies  are  willing  to  work  with  UUNET. 

A  second  choice  for  companies  that  don'twantto 
do  their  own  service-level  monitoring  is  to  ask  the 
carrier  if  it  offers  a  premium  service-level  reporting 
service.  All  major  interexchange  carriers,  and  a  grow¬ 
ing  number  of  service  providers,  do  —  for  a  fee,  of 
course. 

MCI  WorldCom,  for  example,  recently  announced 
Circuit  View,  a  service  in  which  it  deploys  Visual 
Networks'  Visual  UpTime  DSU/CSU  probes  on  the  edge 
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of  a  customer's  network.  MCI  WorldCom  provides  60 
different  reports  that  customers  can  access  any  time, 
according  to  Chris  Van  Luling,  MCI  WorldCom's  direc¬ 
tor  of  advanced  network  services  in  Clinton,  Miss. 
Circuit  View  costs  $20  to  $35  per  location,  per  month. 
AT&T  and  Sprint  use  DSU/CSU  probes  from  Lucent, 
Paradyne  and  Visual  Networks  to  provide  similar  pre¬ 
mium  service-level  reporting  services  for  their  frame 
relay  and  ATM  networks,  in  a  similar  price  range. 

Managed  network  service  provider  Convergent 
offers  a  WAN  service-level  monitoring  service  based 
on  Lucent's  VitalSuite.  Rates  start  at  $25  per  month, 
per  circuit  for  basic  frame  relay  permanent  virtual  cir¬ 
cuit  (PVC)  fault  management  between  DSU/CSUs.  Cus¬ 
tomers  have  24-7  browser-based  access  to  real-time 
or  historical  service-level  data  via  the  Web.  Other 
optional  features  include  the  configuration  of  frame 
relay  PVCs  and  routers,  and  the  service-level  monitor¬ 
ing  of  customers'  LAN  and  backbone  routers  for  an 
additional  fee,  a  Convergent  spokeswoman  says. 

At  this  point,  premium  service-level  reporting  is 
available  primarily  for  managed  ATM  and  frame  relay 
services,  in  which  the  service  provider  takes  respon¬ 
sibility  for  end-to-end  service  between  your  WAN 


.com 


equipment.  In  order  for  carriers  to  have  the  same  kind 
of  real-time,  detailed  monitoring  on  public  data  and 
voice  services,  "the  monitoring  technologies  need  to 
grow  up  to  carrier  strength,  so  that  they  can  be  used 
across  thousands  of  enterprise  networks,"  MCl's  Van 
Luling  says. 

Perhaps  not  surprisingly,  customers  who  turn  their 
networks  over  to  a  managed  service  provider  still 
want  to  be  able  to  look  over  the  provider's  shoulder. 

Ernst  &  Young,  for  example,  trusts  Sprint  to  manage 
its  ATM  network  connections  and  equipment,  but  still 
uses  Concord  Communications'  Network  Health  to 
collect  statistics  on  network  performance  and  rolls 
them  up  into  a  predictive  application  health  model, 
says  Bob  Uhl,  the  New  York  professional  service 
provider's  director  of  network  technologies. 

"We  don't  rely  entirely  on  the  carrier's  reports. 
Network  Health  gives  us  a  lot  of  information  for 
capacity  planning  we  wouldn't  normally  get  from  a 
carrier,  like  intermittent  problems  with  calculated 
utilization  projections  on  a  router's  buffer  space," 
Uhl  says. 


—  Elisabeth  Horwitt 
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We’re  proud  to  say  that  there’s  only  one  improve  your  business  on  line,  off  line  and 


connection  between  these  four  quotes. 

And  that’s  Cable  &  Wireless. 

We  take  our  role  as  a  global  leader  in 
Internet  and  data  communications  seriously. 
From  ATM  to  IP  VPN  to  Web  hosting, 

Cable  &  Wireless  delivers  services  that 


in  terms  of  your  bottom  line. 

So  if  you  want  to  succeed  in  the  world  of 
e-business,  talk  to  Cable  &  Wireless.  We’ve 
got  the  connections  to  deliver  net  results. 
Cable  &  Wireless. 
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Viruses, 

No  Downtime. 

The  new  ScanMail  for  Microsoft 
Exchange  detects  and  removes  email 
viruses  in  real  time  —  right  at  the 
Microsoft  Exchange  email  server.  ScanMail 
integrates  through  the  new  Microsoft 
Exchange  Virus  Scan  API  to  detect  and  clean  viruses 
using  a  minimum  of  Exchange  server  resources.  ScanMail’s 
highly  stable,  scalable  native  scanning  architecture  keeps 
enterprise  information  assets  safe. 

ScanMail’s  pattern  recognition  and  rule-based  scanning 
engine  catches  known  and  unknown  viruses.  Its  ActiveUpdate 
technology  keeps  the  virus  pattern  files  and  scanning  engine 
automatically  updated  with  no  user  service  interruptions! 
Software  version  updates  have  also  been  streamlined. 
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during  new  virus  alerts. 
This  reduces  enterprises’ 
exposure  to  new  viruses  while 
Trend  rushes  to  provide  the  latest 
virus  signature  pattern  files. 

ScanMail’s  optional  eManager™  plug-in  stops  spam  and  filters  out 
email  with  offensive,  sensitive  or  inappropriate  content.  eManager 
completes  the  ScanMail  solution  that  blocks  malicious  code  and 
problematic  content.  ScanMail  is  manageable  through  a  web  or 
Windows-based  console.  ScanMail  provides  any  Exchange-based 
IT  professional  the  power  to  drastically  reduce  email  resource 
downtime  across  the  enterprise. 
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SLA  enforcement 
tools  to  the  rescue 

Visual  UpTime  wins  Blue  Ribbon  Award 
for  accuracy  and  reporting  features. 


BY  BARRY 
NETWORK  WORLD 


Michael  Jordan, 
Bugs  Bunny,  Candace 
Bergen  and  Paul  Reiser 
advertised  a  nickel-a- 
minute  rate  for  T-l  and 
high-bandwidth  frame  relay  connec¬ 
tions,  you  wouldn’t  have  to  con¬ 
stantly  monitor  your  remote  links  to 
make  sure  you’re  getting  your 
money’s  worth  from  your  WAN 
provider.  You  could  afford  to  lease 
extra  lines  for  increased  capacity, 
quicker  transaction  response  times 
and  backup  purposes.  Unfortunately, 
linking  remote  sites  via  T-l  or  frame 
relay  is  still  a  relatively  expensive 
proposition. 

Until  linking  remote  sites  be¬ 
comes  a  reliable  and  cheap  proc¬ 
ess,  you  need  monitoring  tools  to 
verify  you’re  getting  the  service  lev¬ 
els  your  WAN  provider  promised  in 
exchange  for  your  WAN  dollars. 
Typically,  a  service-level  agreement 
(SLA)  between  you  and  a  provider 
identifies  the  quality  of  service 
(QoS)  you  should  expect.  SLAs  are 
written  contracts  guaranteeing  an 
availability  uptime  percentage  and 
minimum  bandwidth  for  specified 
IT-based  business  processes  such 
as  e-mail,  groupware,  e-commerce 
and  industry-specific  business 
applications. 

Your  WAN  provider  may  show  its 
compliance  by  sending  you  monthly 
or  even  weekly  reports.  However, 
historical  logs  aren’t  enough.  When 
the  inevitable  yet  unexpected  slow¬ 
downs  or  intermittent  outages  occur, 
quickly  identifying  a  broken  or  sick 
WAN  link  is  the  first  step  toward  get¬ 


ting  it  fixed.  Frame  relay  places  a 
special  burden  on  monitoring  sys¬ 
tems  because  a  single  physical  inter¬ 
face  may  fan  out  to  many  remote 
sites.  From  this  perspective,  frame 
relay’s  complexity  cries  out  for  man¬ 
agement.  Moreover,  understanding  its 
complexity  and  arcane  terminology 
takes  considerable  effort.  For  exam¬ 
ple,  a  Data  Link  Connection  Identi¬ 
fier  (DLCI),  which  defines  a  perma¬ 
nent  virtual  circuit  (PVC)  end  point, 
denotes  each  remote  site.  Frame 
relay  receiving  devices  send  Back- 


NANCE, 

TEST  ALLIANCE 


ward  Explicit  Congestion  Notifica¬ 
tions  (BECN)  to  tell  transmitting 
devices  to  initiate  congestion-avoid¬ 
ance  procedures.  Each  PVC  may 
have  unique  bandwidth  (for  exam¬ 
ple,  committed  information  rate,  or 
CIR),  priority  and  QoS  metrics. 

To  help  you  find  the  best  tool, 
we  invited  vendors  to  submit  SLA 
monitoring  products  for  this  review. 
We  specified  that  a  tool  must  be 
able  to  monitor  WAN  links  in  a 
heterogeneous  environment  across 
a  variety  of  vendors’  hardware 
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Visual  UpTime  5.2.3 


RATING:  8.20 
COMPANY:  Visual 
Networks  (301 )  296  2300, 
www.visualnetworks.  com. 
COST:  Starts  at  $19,995. 
PROS:  Accurate,  precise  SLA 
monitoring  tool.  CONS: 
Drilling  down  throught  the  user 
interface  for  detail  is  more 
difficult  than  with  WiseWAN 
or  VitalSuite. 


Network  Health  FR  Module  4.5.1 

RATING:  7.80  COMPANY:  Concord  Communications  ( 

851  8725,  www.concord.com.  COST:  Starts  at  $10,000.  PROS: 
Excellent  vendor  neutral  data  gathering  and  reporting  tool. 
CONS:  Network  discovery  and  baselining  can  take  a  great 
deal  of  time. 


WiseWAN  200  and  WiseWAN  3.1.1 

RATING:  6.20  COMPANY:  NetReality  (408)  988  8100, 
www.net reality.com.  COST:  Starts  at  $2,495  per  link. 
PROS:  Superior  user  interface;  supports  traffic  shaping. 
CONS:  Trend  analysis  is  rudimentary. 


FrameSaver  SLV  DSU/CSUs  with  OpenLane  5.1  VitalSuite  7.1 


RATING:  5.95  COMPANY:  Paradyne  (800)  727  2396, 
www.paradyne.com.  COST:  Starts  at  $3,000  ($7,985  as  tested). 
PROS:  FrameSaver  SLVs  have  built  in  intelligence  for  monitoring 
a  link;  OpenLane  takes  full  advantage  of  this  intelligence. 


RATING:  7.90  COMPANY:  Lucent  (888)  767  2988, 
www.lucent.com  COST:  $44,000  for  unlimited  servers, 
100  desktops  and  50  network  devices.  PROS:  full  featured 
network  monitoring  tool;  intuitive  user  interface.  CONS: 


CONS:  OpenLane  is  less  useful  with  other  vendors'  DSU/CSUs. 
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devices.  The  product  has  to  work 
independently  of  any  underlying 
systems  management  framework, 
although  integration  with  that 
framework  would  be  a  plus. 

Visual  Networks  sent  us  two  DSU/ 
CSUs,  an  Internet  probe  and  a  Del! 
OptiPlex  G1  computer  preloaded 
with  Visual  UpTime  5.2.3  software. 
Concord  Communications  submitted 
its  Network  Health  software  with  FR 
Module  4.5.1,  and  Lucent  supplied 
us  with  its  VitalSuite  7.1  software. 
NetReality  delivered  a  WiseWAN  200 
probe  and  WiseWAN  311  software. 
Paradyne  shipped  its  OpenLane  5.1 
software  and  two  FrameSaver  SLV 
DSU/CSUs. 

In  addition,  NetScout  provided  us 
with  two  NetScout  probes  and  Net- 
Scout  Manager  Plus  software.  We 
used  the  probes  in  our  tests  of  the 
other  products  and  along  the  way 
examined  the  NetScout  Manager 
Plus  reports  to  verify  the  current 
configuration  and  health  of  our  net¬ 
work.  We  didn’t  grade  NetScout 
Manager  Plus  because  it’s  not  an  SLA 
monitoring  tool  but  rather  a  general- 
purpose  network  monitoring  tool 
that  works  with  NetScout  probes  and 
other  vendors’  SNMP  devices  to  pro¬ 
duce  useful  network  status  reports 
(see  story,  page  72). 

Many  of  the  software  vendors  pro¬ 
vide  interfaces  to  each  other’s  report¬ 
ing  modules,  and  many  of  the  hard¬ 
ware  vendors  have  partnered  with 
the  software  vendors  to  increase  the 
number  of  ways  customers  can  view 
and  manipulate  a  hardware  device’s 
statistics.  For  example,  Paradyne  will 
put  a  copy  of  NetScout  Manager  Plus 
in  die  box  with  its  DSU/CSUs  if  you 
wish.  NetScout  recommends  the  use 
of  Paradyne’s  DSU/CSUs  with  its  soft¬ 
ware  (as  well  as  the  company’s  own 
probe  hardware,  of  course),  and 
NetReality’s  WiseWAN  software  can 
export  data  into  Concord’s  Network 
Health. 

With  its  soup-to-nuts  approach  to 
WAN  monitoring,  Visual  UpTime 
proved  the  best  SLA  monitoring  tool 
in  our  evaluadon  and  takes  home  our 
Blue  Ribbon  Award.  Other  tools,  such 
as  Lucent’s  VitalSuite  and  Concord’s 
Network  Health,  were  better  at  over¬ 
all  network  monitoring.  But  strictly 
from  an  SLA-compliance  standpoint, 
Visual  UpTime  is  our  clear  choice  for 
keeping  WAN  links  up  and  ninning 
at  the  lowest  possible  cost. 

Private  Network  reporting  for  duty,  sir 

Visual  UpTime’s  Visual  Service 
Advisor  component  gave  us  exactly 
the  data  we  needed  to  track  the  SLA 
compliance  of  our  WAN  links.  Its  dis¬ 
play  of  round-trip  delay,  throughput 
and  availability  statistics  was  timely 
and  incredibly  accurate.  Visual  Up- 
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The  Network  Health  LAN/WAN  Daily  Availability  Distribution  report  shows  WAN  link 
uptime  statistics  at  a  glance. 
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I  Time  is  the  perfect  tool  for  under¬ 
standing  WAN  link  bandwidth  usage, 
determining  SLA  compliance,  isolat¬ 
ing  WAN  link  faults  and  monitoring 
frame  relay  expenses. 

Visual  Service  Advisor  presented 
current  and  14-day  moving  averages 
for  several  key  SLA-compliance  crite¬ 
ria,  such  as  frame  delivery  (the  ratio 
of  successfully  delivered  frames  to 
total  frames  offered,  excluding  traffic 
offered  above  the  excess  burst  rate); 
elapsed  time  for  a  test  packet  to  tra¬ 
verse  the  network;  PVC  uptime;  and 
PVC  throughput  (delivery  success 
above  and  below  the  CIR). 

Visual  UpTime’s  reporting  of  real¬ 
time  and  historical  metrics  by  PVC 
provided  just  the  right  level  of  oper¬ 
ational  detail.  Additionally,  a  well- 
chosen  summary  of  those  metrics 
gave  us  an  executive  summary  we’d 
be  proud  to  hand  to  a  CIO  or  CEO. 
Because  Visual  UpTime  stores  net¬ 
work  device  data,  thresholds  and 
statistics  in  the  included  Microsoft 
SQL  Server  7.0  database,  we  were 
able  to  create  additional  customized 
-  reports  for  our  own  use  by  simply 
invoking  standard  query  tools  to 
mine  Visual  UpTime’s  database. 

The  product  also  offers  full  packet 
capture  and  protocol  decode  as  well 
as  Visual  Burst  Advisor,  a  useful 
bandwidth  planning  feature.  Visual 
UpTime  did  a  superior  job  of  helping 
us  correctly  determine  the  bandwidth 
we  needed  for  our  WAN  links.  With 
a  fine  granularity  that  let  us  see  and 
account  for  even  the  shortest  bursts 
of  activity,  it  accurately  measured 
WAN  usage  to  show  our  peaks  and 
valleys  of  data  transmission  as  a  per¬ 
centage  of  each  port’s  speed  and 
\  each  PVC’s  CIR.  Visual  Burst  Advisor 
used  this  information  to  display  a 
recommendation  for  the  bandwidth 
;  we  should  have  for  each  WAN  link. 


Finding  the  OpenLane 

Paradyne’s  OpenLane  is  an  excel¬ 
lent  Java-based  SLA  monitoring  tool 
if  you  pair  Paradyne’s  FrameSaver 
SLV  DSU/CSUs  at  both  ends  of  a 
WAN  link,  but  it’s  limited  in  its  ability 
to  detect  and  display  detail  from 
other  vendors’  frame  relay  equip¬ 
ment.  In  our  tests,  OpenLane’s  Net¬ 
work  Navigator  component  correctly 
discovered  the  FrameSaver  DSU/ 
CSUs  as  well  as  the  NetScout  probes 
and  Visual  DSU/CSUs.  However,  for 
non-Paradyne  devices,  OpenLane’s 
accuracy  suffered.  For  example,  the 
detailed  Local  Management  Interface 
statistics  report,  Link  Integrity  report 
and  PVC  Congestion  report  didn’t 
show  counts  of  latency  problems, 
signaling  errors,  frame  errors  or 
dropped  frames  for  the  Visual 
DSU/CSUs. 

When  used  in  pairs,  the  Frame¬ 
Saver  DSU/CSUs  intelligently  coordi¬ 
nate  with  each  other  to  measure  and 
record  SLA-significant  data  such  as 
latency  and  dropped  packets.  The 
units  monitor  the  active  frame  relay 
link,  out  of  band,  to  ensure  that 
what’s  sent  is  exactly  what’s  received, 
and  they  note  the  slightest  discrepan¬ 
cy.  (A  WAN  link  with  different  ven¬ 
dors’  equipment  at  each  site  doesn’t 
yet  offer  this  level  of  detail.)  The 
paired  devices  shared  the  information 


rather  fine  granularity,  each  device 
tracked  the  CIR  by  packet  and 
recorded  SLA-aware  PVC  statistics 
for  both  directions  of  the  link, 
which  OpenLane  also  displayed. 

The  FrameSaver  unit  includes 
frame  relay  diagnostic  tools,  such  as 
a  nondisruptive  PVC  loopback  for 
testing  and  verifying  DLCI  configura¬ 
tions.  The  unit  offered  a  direct  inter¬ 
face  to  Concord’s  Network  Health 
software  package,  which  let  us  com¬ 
bine  these  reviewed  products  in  yet 
more  interesting  ways. 

For  storing  network  device, 
threshold  and  statistical  information, 
Paradyne  bundles  the  CloudScape 
relational  DBMS  with  OpenLane.  It 
can  also  interface  with  an  Oracle 
database.  Both  storage  mechanisms 
worked  well  in  our  tests,  with 
Oracle8i  naturally  offering  greater 
scalability. 

Scheduling  OpenLane  or  NetScout 
Manager  Plus  reports  also  satisfies 
the  daily  need  to  download  Frame- 
Saver’s  24-hour  statistics  buffer  to 
avoid  losing  its  accumulated  per¬ 
formance  and  utilization  data. 

Complex  equations 

Lucent’s  VitalSuite  is  complex  soft¬ 
ware  for  monitoring  complex  net¬ 
works.  Like  Network  Health,  it’s  a 
general-purpose  network-monitoring 
tool  that  includes  components  for 
tracking  SLA  compliance.  The  suite 
consists  of  VitalNet,  VitalAnalysis, 
VitalHelp  and  VitalAgent. 

From  desktop  machines  on  which 
you’ve  installed  VitalAgent  and 
SNMP-based  devices,  VitalNet  gathers 
information  it  relays  to  VitalAnalysis 
and  VitalHelp.  VitalAnalysis  performs 


The  Network  Heat  Chart  is  a  Vital- 
Suite  tool  that’s  particularly  useful 
for  tracking  SLA  compliance.  A  his¬ 
torical  report  of  availability  and 
response  time  data,  the  Heat  Chart 
provides  a  visual,  high-level  sum¬ 
mary  of  network  quality  for  five 
VitalNet  resource  classes:  routers, 
WANs,  LANs,  frame  relay  links  and 
ATM  links.  The  report  shows  the 
performance  of  devices  within  each 
resource  class,  characterized  by 
availability,  utilization,  congestion 
and  errors.  Each  Heat  Chart  cell  cor¬ 
responds  to  a  resource  class  and  a 
performance  metric.  As  with 
WiseWAN’s  WanXplorer,  Heat  Chart 
cells  change  colors  depending  on 
the  health  of  the  underlying 
resources  that  comprise  each  of  the 
corresponding  resource  classes. 

Health  check 

If  you  like  customizable,  flexible 
and  useful  reports  on  network  activ¬ 
ity,  Concord’s  Network  Health  is  for 
you.  The  product  excelled  at  discov¬ 
ering  all  devices  on  our  network,  and 
its  frame  relay  module  efficiently  and 
accurately  collected  network  statistics 
from  the  DSU/CSUs  in  our  WAN 
links.  Automatically  analyzing  each 
WAN  circuit  for  traffic  congestion  and 
packet  discards,  the  frame  relay  mod¬ 
ule  recorded  SLA-sensitive  activity 
and  stored  the  result  in  the  Computer 
Associates  Openlngres  database  bun¬ 
dled  with  Network  Health. 

Network  Health’s  at-a-glance 
reports  provided  an  overview  of  the 
WAN  links  using  thumbnail  graphs. 
Clicking  on  each  graph  let  us  drill 
down  for  more  detail.  More  useful 
Continued  on  page  72 


Visual  UpTime's  side-by-side  display  of  PVC  throughput  is  helpful  during 
troubleshooting  sessions. 


Measuring  and  analyzing 
WAN  delay  is  one  of  Visual 
UpTime’s  strong  suits.  On  a  per- 
circuit  basis,  the  WAN  Delay  tool 
determined  end-to-end  delay  times  in 
a  nonintrusive  manner.  From  one 
WAN  link  telephone  company  net¬ 
work  interface  to  the  other,  the  tool 
separated  the  customer  premises 
equipment  latency  from  the  WAN 
latency  to  reveal  the  exact  WAN  delay 
we  experienced  in  our  WAN  links. 


with  each  other,  which  let 
us  monitor  the  link  from 
either  endpoint,  and  they  made  it 
available  to  tools  such  as  OpenLane 
and  NetScout  Manager  Plus. 

Additionally,  we  were  able  to 
load  SLA  performance  parameters 
directly  into  the  FrameSaver  SLV 
units.  With  OpenLane,  we  viewed 
the  DSU/  CSUs’  transmitted  alerts 
for  each  specific  WAN  link.  With 


service-level  monitoring  and  histori¬ 
cal  analysis  of  system  and  application 
performance  and  trends.  It  maintains 
a  year’s  worth  of  data  in  the  included 
Sybase  database  or,  optionally,  in  a 
Microsoft  SQL  Server  database  you 
buy  separately.  VitalHelp  assesses  the 
health  of  TCP/IP-based  applications. 
When  it  determines  the  cause  of  a 
problem,  it  posts  alerts  to  a  network 
administrator. 
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reports  on  trends  and  exceptions 
were  available  after  we  had  am  Net¬ 
work  Health  over  time  to  generate 
baseline  data.  The  reports  made  use¬ 
ful  comparisons  between  current  data 
and  the  accumulated  baseline.  For 
consistency,  each  report  used  base¬ 
line  data  for  the  same  time,  day  of 
week  and  same  class  of  devices.  After 
its  first  poll  of  the  network,  we  told 
Network  Health  the  speeds  of  the 
frame  relay  devices,  including  CIR 
and  burst  rates.  Thereafter,  monitor¬ 
ing  for  SLA  compliance  was  just  a 
matter  of  scheduling  the  reports  we 
wanted  to  see.  The  service-level 
reports  combined  and  presented  daily 
and  long-term  reports  for  various  user 
levels,  ranging  from  an  IT  manager  to 
an  executive.  Each  report  provided 
generalized  and  specific  information 
about  the  WAN  links. 


Shaping  up  with  WiseWAN 

In  addition  to  monitoring  WAN 
links,  NetReality’s  WiseWAN  software 
and  WiseWAN  200  probe  can  shape 
them.  Shaping  is  a  euphemism  for 
WAN  traffic  control  and  bandwidth 
allocation  based  on  settable  parame¬ 
ters.  The  parameters  express  how 
much  bandwidth  the  probe  should 
make  available  to  different  kinds  of 
traffic.  The  WiseWAN  200  probe  uses 
the  parameters  to  line  up,  prioritize, 
sort  and  retransmit  packets  so  more 
important  traffic  comes  out  of  the 
unit  first.  By  specifying  corporate 
policies  regarding  which  applica- 
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tion’s  network  packets 
(identified  by  protocol,  pack¬ 
et  type  and  port)  are  important, 
we  were  able  to  dynamically  priori¬ 
tize  traffic  flow.  For  example,  we 
were  able  to  force  less-important 
packets,  such  as  Microsoft  Exchange 
e-mail  traffic,  to  take  a  back  seat 
while  allowing  critical  application 
traffic,  such  as  SAP  R/3  or  Oracle 
database  transactions,  to  always  have 
a  green  light  —  that  is,  be  the  first 
packets  to  cross  the  WAN  link. 
WiseWAN  200’s  Adaptive  Circuit- 
based  Shaping  algorithm  detected 
intervals  of  congestion  in  the  high¬ 
speed  link  and  managed  traffic 
accordingly.  We  configured  the 
probe  with  NetReality’s  Java-based 
WanXplorer  client  software.  There¬ 
after,  WiseWAN  200  automatically 
found  the  available  DLCIs  and  began 
controlling  the  flow  of  WAN  traffic. 
Of  course,  the  shaping  feature  is 
only  effective  if  your  bursts  of  traffic 
are  a  mixture  of  low-  and  high-prior¬ 
ity  packets. 

WiseWAN’s  standard  reports  show 
the  health  of  the  WAN  link,  top 
DLCIs  and  DLCI  utilization.  Network 
protocol  distribution  reports  reveal 
the  relative  traffic  levels  of  WAN  pro¬ 
tocols.  WiseWAN’s  History  reports 
show  activity  for  longer  intervals, 
while  the  Typical  reports  present 
daily  or  weekly  averages  for  simple 
trend  analysis.  The  primary  SLA 
reports  are  Line  Availability,  SLA 
Breaches  Summary  and  SLA  Breaches 
Details.  Other  SLA-related  reports 
include  Line  Statistics,  DLCI  Traffic  by 
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Bandwidth  Consumption,  PVC  by 
CIR  Load,  DLCI  Performance  and 
Response  Times.  Because  the  reports 
relied  on  data  from  the  WiseWAN 
200  probe,  they,  like  OpenLane’s 
reports,  contained  less  data  and  were 
less  useful  for  circuits  managed  by 
other  vendors’  equipment. 

WiseWAN’s  alarm  feature  can  be 
set  to  notify  you,  for  example, 
when  WAN  link  congestion  occurs, 
a  link  fails  entirely  or  link  utilization 


increases  beyond  a  threshold  you 
configure. 

WiseWAN  identifies  and  summa¬ 
rizes  the  different  protocols  flowing 
through  a  WAN  link,  but  it  doesn’t 
capture  or  decode  packets.  It  can 
export  data  directly  into  Concord’s 
Network  Health,  and  it  stores  net¬ 
work  device  data,  thresholds  and 
statistics  in  the  bundled  Sybase 
database. 
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OpenLanes  PVC  Data  Delivery  Analysis  offers  a  real-time  view  of  how  well  a  WAN 
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SCOUTING  THE  NETWORK 


Unlike  NetReality's  WanXplorer  and  Para- 
dyne's  OpenLane,  the  more  vendor-neutral 
NetScout  Manager  Plus  was  able  to  inter¬ 
pret  and  analyze  Management  Information 
Bases  (MIB)  from  all  the  SNMP-aware 
devices  on  our  network,  including  Paradyne's  and 
Visual  Networks'  DSU/CSUs.  NetScout  Manager  Plus 
gave  us  more  than  40  integrated  baselining  and  trend¬ 
ing  tools  along  with  customizable,  useful  reports. 
Although  the  product  isn't  a  service-level  agreement 
(SLA)  monitoring  tool  per  se,  the  reports  clearly  pre¬ 
sented  a  rating  of  the  performance  of  our  frame  relay 
links  against  each  SLA's  quality-of-service  metrics.  For 
observing  utilization  trends  that  let  you  stay  on  top  of 
the  need  for  committed  information  rate  (CIR)  changes, 
NetScout  Manager  Plus'  Baseline  report  contrasts  cur¬ 
rent  period  traffic  with  traffic  for  the  last  period. 

Although  it  didn't  show  as  much  WAN  link  detail  as 
OpenLane,  NetScout  Manager  Plus  was  able  to  retrieve 
FrameSaver  statistics  to  let  us  monitor  the  frame  relay 
link  down  to  individual  Data  Link  Connection  Identifiers 
(DLCI).  NetScout  Manager  Plus  also  gave  us  a  good 


view  of  traffic  at  various  levels  of  our  network  seg¬ 
ments,  including  the  data  link,  network  and  application 
layers.  For  example,  at  the  application  layer,  NetScout 
told  us  how  much  of  the  traffic  came  from  data  access 
middleware,  such  as  Open  Database  Connectivity  con¬ 
nections,  and  how  much  consisted  of  file  service  pack¬ 
ets.  It  produced  alarms  for  configurable  thresholds, 
showed  a  real-time  picture  of  the  network,  and  pre¬ 
pared  reports  for  capacity  planning  and  SLA-compli- 
ance  purposes.  It  also  monitored  our  switch  ports  and 
virtual  LANs. 

We  found  setting  alarms  on  NetScout  probes  an 
easy  procedure  with  NetScout  Manager  Plus.  In  one 
test,  only  a  few  minutes  of  effort  produced  traps  for 
changes  in  CIR,  additions  or  deletions  of  DLCIs  and 
high  permanent  virtual  circuit  utilization.  The  product 
also  helped  us  identify  frame  relay  links  experiencing 
under-  or  overutilization  capacity  problems.  Its  Trend 
Reporter  let  us  create  reports  for  daily,  weekly  or 
monthly  viewing,  and  we  used  NetScout's  WebCast 
component  to  publish  that  report  data  in  newspaper 
format  on  Web  pages. 3 


Administering  the  tools 

Visual  UpTime  measures  availabil¬ 
ity  on  a  continuous  basis,  with  a  res¬ 
olution  of  1  second.  Furthermore,  its 
calculation  of  round-trip  delays  ex¬ 
cludes  router  serialization  and  inser¬ 
tion  delay,  and  thus  is  a  true  mea¬ 
sure  of  network  delay  for  each  PVC. 
We  even  found  that  for  the  sake  of 
accuracy,  we  could  exclude  sched¬ 
uled  maintenance  periods  from 
Visual  UpTime’s  calculations  of 
uptime  and  bandwidth  utilization. 

We  were  impressed  by  how  easily 
we  could  configure  Visual  UpTime  to 
automatically  collect,  interpret  and 
present  SLA  management  information 
for  each  of  our  WAN  links.  However, 
drilling  down  to  see  probe-level 
detail  was  easier  with  NetReality’s 
WanXplorer  and  Lucent’s  VitalSuite 
interfaces. 

VitalSuite  organizes  its  network 
usage  reporting  in  three  views: 
Business,  Network  and  Reports. 
Customizing  the  Business  view  as 
either  My  Vital  or  My  Business  is  a 
preference  you  can  configure,  with 
each  view  offering  a  different  way  to 
look  at  performance  metrics  from 
application  and  network  statistics. 
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How  we  did  it 

We  created  three  T-1  and  three 
frame  relay  links  in  our  test  envi¬ 
ronment,  with  each  link  consisting 
of  back-to-back  DSU/CSUs  con¬ 
nected  to  our  lab's  network  seg¬ 
ments  via  Cisco  3500  routers.  The 
six  links  simulated  increasingly 
complex  WAN  pathways  among 
our  four  100-MHz  Fast  Ethernet 
LANs.  We  also  used  the  tools  to 
monitor  our  lab's  T-1  Internet  link 
for  performance  and  utilization  by 
installing  probes  and  software  at 
our  ISP's  site.  We  used  various 
techniques  to  cause  error  events 
in  the  lab,  including  powering 
down  specific  devices;  generating 
high  traffic  loads;  and  introducing 
electrical  interference. 

We  examined  the  products' 
reports  to  determine  compliance 
with  the  terms  of  a  service-level 
agreement.  We  looked  for  accu¬ 
rate,  complete  interpretation  of 
network  events.  Comprehensive 
traffic  and  network  device  discov¬ 
ery  was  important,  as  was  support 
for  multiple  protocols. 

The  ability  to  interface  a  WAN 
monitoring  tool  to  a  network 
management  product,  such  as 
Hewlett-Packard's  OpenView, 
was  a  plus,  and  we  factored  in 
ease  of  administration  with  which 
we  could  administer  the  product. 

Except  for  Visual  Networks' 
Visual  UpTime,  we  ran  the  monitor¬ 
ing  software  products  on  a  Gate¬ 
way  NS-7000  machine  with  a  333- 
MHz  Pentium  II  processor,  512  M 
bytes  of  RAM  and  three  4.2G-byte 
SCSI  RAID  drives.  The  Visual  prod¬ 
uct  consisted  of  a  Dell  OptiPlex  G1 
computer  preloaded  with  the  man¬ 
agement  console  software. 

To  run  the  products'  agent  or 
probe  software  components,  we 
used  three  Gateway  NS-8000 
computers  running  Windows  NT 
Server  4.0  with  Service  Pack  5. 
The  other  25  client  computers  on 
our  network  were  a  mix  of  Win¬ 
dows  2000  Professional,  NT 
Workstation  4.0,  Windows  98, 

OS/2  Warp  4.0  and  Macintosh 
System  8  platforms. 

Network  Associates'  Sniffer 
protocol  analyzer  software,  run¬ 
ning  on  a  Dolch  PAC63  computer, 
decoded  and  displayed  network 
traffic.  It  also  generated  network 
traffic  in  some  tests.  Ganymede 
Software's  Chariot  test  bed  soft¬ 
ware  helped  us  simulate  a  varied 
mix  of  application  message  traffic 
on  our  network. 


The  Network  view 
groups  tab-indexed  informa 
tion  into  Router,  WAN,  LAN, 

ATM,  Availability/Response  Time, 
Servers  and  Other  (such  as  Remote 
Monitoring  [RMON]  statistics)  cate¬ 
gories.  Each  tab  index  displays 
device  statistics  such  as  speed,  aver¬ 
age  utilization,  peak  utilization, 
errors  and  discards.  Clicking  on  a 
column  heading  sorted  the  table  by 
that  statistic,  which  made  it  easy  to 
identify  problems. 

The  Reports  view  is  a  high-level 
menu  of  available  reports,  catego¬ 
rized  by  job  description.  These 
descriptions  include  management, 
application  monitoring,  network 
monitoring  and  capacity  planning. 
To  show  network  usage  trends, 
VitalSuite’s  planning  report  uses  a 
simple  trending  arrow,  pointing  up 
or  down,  along  with  the  current 
average,  and  one-month,  three- 
month,  six-month  and  one-year 
utilizations. 

VitalSuite’s  user  interface  is  intu¬ 
itive  and  easy  to  use.  Once  we 
became  familiar  with  VitalSuite’s 
many  options  and  features,  dealing 
with  its  complexity  was  not  a  prob¬ 
lem.  The  My  Vital  personal  Web 
page  is  highly  configurable  and 
uses  password  protection  to  restrict 
access  to  and  the  configuration  of 
the  page. 

VitalSuite’s  folder  metaphor  let  us 
store  icons,  shown  as  thumbnail 
graphs,  representing  devices  we 
wanted  to  monitor.  The  icons  them¬ 
selves  are  a  quick  overview  of  criti¬ 
cal  interface  and  device  perfor¬ 
mance.  Clicking  on  an  icon  called 
up  detailed  statistics  on  that  device. 

Like  Concord’s  Network  Health, 
VitalSuite  groups  devices  by  type 
(router,  WAN,  LAN,  server,  frame 
relay  link  or  ATM  link).  If  you  cre¬ 
ate  custom  groups,  perhaps  based 
on  IP  address  or  device  name,  it 
allows  groups  to  overlap.  We  used 
this  handy  device-grouping  feature 
to  examine  our  network  from  multi¬ 
ple  perspectives.  VitalSuite’s  groups 
are  dynamic,  easy  to  maintain  and 
subject  to  user  permissions  you  can 
grant  or  deny. 

Network  Health’s  reporting  tool 
let  us  choose  from  myriad  ways  to 
present  and  relate  the  WAN  link  sta¬ 
tistics,  including  Health  reports, 
Service  Level  reports,  At-A-Glance 
reports,  Trend  reports,  Top  N  reports 
and  Traffic  Accountant  reports.  The 
Traffic  Accountant  reports  provide  a 
great  view  of  network  nodes  and 
probes.  Via  a  Web  browser,  we 
accessed  the  tool’s  easy  interface  to 
create  circuit-specific  presentations 
of  uptime  and  bandwidth  utilization. 
We  then  quickly  created  impressive 
executive  summary  reports  that 


showed  an  aggregate  pic¬ 
ture  of  our  WAN  links.  With 
just  a  few  additional  mouse 
clicks,  we  easily  exported  our  statis¬ 
tics  into  Microsoft  Excel.  Addi¬ 
tionally,  Network  Health’s  Java-based 
LiveTrend  reporting  component  for 
real-time  display  of  just-polled  per¬ 
formance  data  is  an  impressive  tool. 
Like  NetScout  Manager  Plus  and 
VitalSuite,  Network  Health’s  useful¬ 
ness  extends  far  beyond  monitoring 
for  SLA  compliance. 

Via  SNMP,  Network  Health 
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intuitive  pop-up  menus.  Best  of  all, 
WanXplorer  color  codes  currently  set 
alarms  to  show  a  rising  status  (red)  or 
a  falling  status  (gray). 

WanXplorer  features  a  range  of 
reporting  options.  Real-time  reports 
show  network  events  soon  after  they 
occur,  based  on  the  polling  of  each 
remote  probe  every  60  seconds.  The 
ability  to  pause,  rewind  and  replay  a 
real-time  report  was  helpful  in  our 
troubleshooting  of  WAN  link  errors. 

The  WiseWAN  reporting  tool  has 
several  different  chart  styles  you  can 
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The  MyVital  report  interface  is  VitalSuite's  highly  customizable,  business-oriented 
view  of  network  activity. 


polled  our  routers,  smart  hubs  and 
switches,  DSU/CSUs  and  RMON 
probes  in  an  especially  bandwidth- 
frugal  manner.  The  product  let  us 
configure  the  polling  rate  (fast, 
medium  or  slow)  for  each  network 
element.  In  most  cases,  only  two 
small  packets  totaling  about  250 
bytes  traversed  the  network  during 
a  poll  —  Network  Health’s  SNMP 
request  and  the  agent’s  response. 

Network  Health  somewhat  eases 
the  process  of  identifying  network 
devices  by  letting  you  categorize 
network  elements  by  class  or  IP 
address  grouping,  and  performs  a 
discovery  process  to  find  those  ele¬ 
ments  on  the  network.  More  impor¬ 
tantly,  Network  Health  was  able  to 
understand  and  interpret  every  ven¬ 
dor’s  Management  Information  Base 
that  we  asked  it  to  examine. 

Through  its  well-designed  Wan¬ 
Xplorer  user  interface,  NetReality’s 
WiseWAN  displays  WAN  topology 
information  in  a  tree  view  that  makes 
selecting  and  working  with  particular 
WAN  links  a  breeze.  We  found  we 
could  move  objects  via  drag-and- 
drop,  sort  columns  of  data  by  click¬ 
ing  on  the  column  header  and  right- 
click  to  display  the  consistent  and 


choose,  but  it  doesn’t  offer  the 
sophisticated  trend  tracking  found  in 
the  other  products  we  reviewed. 

All  the  products  were  easy  to 
install,  came  with  adequate  docu¬ 
mentation  and  integrated  in  our  tests 
with  Hewlett-Packard’s  OpenView. 

Nance,  a  software  developer  and 
consultant  for  29  years,  is  the  author 
of  Introduction  to  Networking,  4th 
Edition  and  Client/Server  LAN 
Programming.  You  can  contact  him 
at  barryn@erols.com. 


Nance  is 
also  a  member 
of  the  Network  Trf^ 


World  Test 
Alliance,  a 
cooperative  of 
the  premier 
reviewers  in  the  network  indus¬ 
try,  each  bringing  to  bear  years 
of  practical  experience  on  every 
review.  For  more  Test  Alliance 
information,  including  what  it 
takes  to  become  a  member,  go  to 
www. nwfusion.com/alliance. 
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Enterprise  and  carrier  networks  have  a  lot  in  common.  Both  are 
seeking  partnerships  to  offer  new  services.  And  both  can  benefit 
from  SUPERCOMM  2000,  the  one  event  that  brings  private  and 
public  networks  together. 

Our  Enterprise  Communications  Zone  features  virtually  every 
solution  for  Virtual  Private  Networks,  high-bandwidth  and 
convergence.  In  addition,  you'll  discover  collaborative  technologies 
throughout  our  450,000+  net-square-foot  exhibit  floor. 

So  meet  the  carrier  that  meets  your  needs.  Go  to  SUPERCOMM  2000, 
June  4  -  8,  Atlanta,  Georgia.  For  more  information  or  to  register, 
visit  us  now: 

www.supercomm2000.com/enterprise 


the  leaders. 


Explore  the  Whole  World  of  Communications 


SUPERCOMM 
Enterprise  Communications 
Zone  Sponsor 
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Setting  up  an  internal  Web 
site  is  a  logical  way  to 
give  corporate  users  a  sin¬ 
gle  point  of  entry  into 
enterprisewide  reposito¬ 
ries  of  information.  Unfortunately, 
merging  multiple  repositories  of  doc¬ 
uments  in  different  formats  into  one 
searchable  index  is  cumbersome  and 
time-consuming. 

Enter  LivePublish  Suite  2.0  — 
NextPage  LC’s  XML-based  tool  for 
creating  collections  of  documents 
that  can  be  searched  and  navigated 
from  any  standard  Web  browser. 

This  product  provides  full-text  index¬ 
ing  for  a  host  of  file  formats  —  any¬ 
thing  from  Microsoft  Word  to  Adobe 
Acrobat  PDF  files  - — •  and  lets  Web 
administrators  assign  access  privi¬ 
leges  and  tailor  content  based  on  a 
user  profile.  It  also  offers  e-com- 
merce  capabilities,  supporting  pay- 
per-view  and  subscription-based 
business  models. 

Overall,  we  found  LivePublish 
Suite  2.0  to  be  quite  powerful.  It  has 
the  potential  to  dramatically  reduce 
the  time  it  takes  to  publish  large 
repositories  of  documents  on  the 
Web.  However,  the  product  has  some 
annoying  quirks,  namely  an  antiquat¬ 
ed  command-line  interface  for  updat¬ 
ing  existing  document  collections. 

The  product  is  designed  around  a 
site  model,  which  means  that  each 
LivePublish  site  contains  one  or 
more  hierarchical  collections  of  doc¬ 
uments.  Document  collections  are 
composed  of  multiple  documents 
that  get  displayed  one  at  a  time. 

LivePublish  Suite  2.0  ships  with 
several  components,  including 
LivePublish  Builder,  Server,  ToolKit 
and  Distribution  Kit.  The  Builder 
component  is  used  to  organize  the 
collections.  Builder  includes  produc¬ 
tion  tools  that  index,  validate  and 
incrementally  update  content  that  is 
then  served  up  by  a  LivePublish 
Server.  For  backward  compatibility, 
NextPage  LC  provides  a  migration 
tool  for  users  who  want  to  pull  data 
from  existing  Folio  3.x  and  4.x 
infobases  into  the  LivePublish  collec¬ 
tions.  Folio  is  NextPage’s  precursor 
to  LivePublish. 

LivePublish  Server  works  with 
your  existing  Web  server  to  display 
content  to  end  users.  Under  Win¬ 
dows  NT,  LivePublish  Server  will 
peacefully  coexist  with  Microsoft 
Internet  Information  Server  4.0  or 
Netscape  Enterprise  Server  3-62. 
LivePublish  Server  uses  a  stateless, 
multithreaded  engine  to  serve  up 
documents.  This  enables  scalability 
without  requiring  significant  hard¬ 
ware  resources.  Like  other  NT-based 
Web  server  products,  LivePublish 
will  perform  best  on  a  system  with 
specifications  that  far  exceed  the 
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LivePublish  Suite  2.0  helps  build  an 
online,  enterprisewide  data  repository. 


BY  TODD  COOPEE 


LivePublish  Suite  2.0 

RATING:  8.10  COMPANY:  NextPage  LC  (801 )  229  6700, 
www.nextpage.com  COST:  $4,995  for  LivePublish  Builder 
and  $4,995  to  $9,995  for  LivePublish  Server.  PROS:  Excellent 
search  tools,  strong  customization  options.  CONS:  Command 
line  interface,  limited  debugging  tools. 
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minimum  requirements  of  96.M  bytes 
of  RAM  and  50M  bytes  of  hard  disk 
space.  For  large-scale  implementa¬ 
tions,  it  would  make  sense  to  dedi¬ 
cate  one  or  more  systems  to  serve 
up  LivePublish  content. 

The  LivePublish  ToolKit  is  a  set  of 
APIs  used  to  extend  the  product  to 
perform  functions  such  as  creating  a 
custom  component  that  modifies  the 
way  information  is  displayed  by  the 
LivePublish  Server.  Tine  LivePublish 
Distribution  Kit  is  a  tool  for  publish¬ 
ing  content  to  CD-ROMs. 

Production  line 

Document  collections  are  created 
and  updated  via  LivePublish  Builder’s 
lpBuild  utility.  Surprisingly,  IpBuild  is 
command-line  driven,  using  XML- 
based  content  definition  “makefiles” 
to  assemble  the  document  collec¬ 
tions.  Makefiles  specify  the  structure 
and  content  of  a  collection.  In  today’s 
graphical  user  interface-based  envi¬ 
ronments,  using  a  tool  that  harkens 
back  to  the  days  of  MS-DOS  can  be  a 
turnoff  to  some  organizations. 

Nevertheless,  when  you  get 
acquainted  with  lpBuild’s  command¬ 


line  syntax,  it  is  possible  to  build  a 
document  collection  without  any 
additional  programming  or  script 
writing.  After  using  the  product  for  a 
while,  we  found  that  the  key  to  cre¬ 
ating  error-free  document  collections 
is  a  clear  understanding  of  the  prop¬ 
er  structure  of  a  content  definition 
makefile.  If  you’re  not  familiar  with 
XML  or  Standard  Generalized  Mark¬ 
up  Language,  expect  a  learning 
curve  here  and  be  prepared  to 
rewrite  definition  files  as  errors  crop 
up  in  the  build  process. 

LivePublish  users  would  benefit 
from  a  robust  set  of  debugging  tools, 
which  are  lacking.  To  debug  syntax 
errors,  you’ll  need  to  turn  to  an  exter¬ 
nal  XML  validation  tool,  such  as  XML 
Pro  or  XMetaL.  LivePublish  Builder 
provides  routine  logging  capabilities, 
but  they’re  not  adequate  for  publish¬ 
ing  complex  sets  of  documents. 

Once  we  understood  the  Docu¬ 
ment  Type  Definition  used  in  the 
makefile,  we  found  it  easy  to  map 
document  characteristics,  such  as 
header  and  paragraph  formatting 
information,  on  a  set  of  Word  and 
Excel  documents  to  their  Web-page 
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formatting  counterparts. 

Document  collections  are  added  to 
the  LivePublish  server  through  Live¬ 
Publish  Site  Administrator,  a  Win¬ 
dows-based  application.  Through  the 
Site  Administrator,  you  can  pass- 
word-protect  documents  and  mount 
them  from  network  drives.  Site  Ad¬ 
ministrator  runs  locally  or  remotely, 
offering  the  same  functionality  in 
either  mode.  To  prevent  unautho¬ 
rized  access,  a  username  and  pass¬ 
word  are  required  before  performing 
any  remote  administrative  tasks. 

Each  document  collection  is 
mapped  to  a  series  of  display  tem¬ 
plates.  LivePublish  Server  ships  with 
templates  for  publishing  information 
in  English,  Spanish,  French,  German, 
Dutch  and  Portuguese.  All  templates 
can  be  modified  but  will  require  you 
to  have  some  advanced  knowledge 
of  HTML. 

Installing  LivePublish  Suite  2.0  on 
the  server  was  straightforward.  The 
software’s  install  detects  the  resident 
Web  server,  installs  the  appropriate 
files  and  establishes  directory  aliases 
and  configuration  file  modifications. 

From  an  end-user  perspective,  a 
UvePublish  site  is  easy  to  navigate. 
Users  can  view  information  in  an 
HTML  frames  or  no-frames  environ¬ 
ment.  Different  views  provide  access 
to  search  tools,  search  results,  open 
documents  and  a  directory  tree  of 
available  information.  The  utility  of 
the  user  interface  really  hits  home 
when  you  use  the  search  tools. 
LivePublish  Suite  2.0  highlights  search 
hits  in  target  documents  so  you  don’t 
have  to  visually  search  a  document 
for  key  words.  An  available  search  hit 
list  displays  a  brief  summary  of  each 
search  hit  and  links  to  the  corre¬ 
sponding  document.  Advanced 
search  options  include  Boolean, 
Keyword  in  Context,  phrase  and 
proximity  searching. 

Despite  some  shortcomings,  Live¬ 
Publish  Suite  2.0  represents  a  solid 
option  for  organizations  looking  to 
publish  large  document  collections 
to  the  Web.  It  is  fast,  and  its  use  of 
emerging  XML  standards  should 
leave  you  in  good  standing. 

Coopee  is  the  technical  director  at 
Industrial  Media ,  a  consultancy  in 
Ottawa.  He  can  be  reached  at 
tcoopee@industrialmedia .  ca . 
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Strategies 


Standard  issue 


Rolling)  out  a  single  desktop  configuration  across  a 
company  is  one  thing,  but  making  sure  users  keep  it 
that  way  is  another. 


BY  TOM  DUFFY 

Standardizing  desktop  configurations  at 
American  Ref-Fuel  might  have  been  eas¬ 
ier  if  IS  Director  Jeff  Winter  hadn’t  run 
into  David  Gutacker  in  the  hallway  of 
the  company’s  Houston  headquarters 
in  late  1997. 

Winter  and  Gutacker,  the  company  presi¬ 
dent,  got  to  talking  about  the  plan  to  stan¬ 
dardize  on  Windows  NT  4.0  and  lock  down 
the  firm’s  desktops  and  laptops  so  employ¬ 
ees  couldn’t  load  their  own  software. 

Gutacker  liked  the  efficiency  standardiz¬ 
ing  promised.  But  he  didn’t  think  it  was  a 
good  fit  with  American  Ref-Fuel’s  historically 
trusting  corporate  culture,  so  he  decided  to 
forego  the  lockdown. 

The  results  have  been  mixed.  Standardizing  on 
a  single  operating  system  and  using  remote  soft¬ 
ware  distribution  capabilities  have  saved  the  com¬ 
pany  from  adding  to  its  1 4-person  IT  department. 

But  without  locking  down  the  desktops,  techni¬ 
cians  still  find  themselves  struggling  with  machines 
that  have  been  compromised  by  unapproved  soft¬ 
ware.  “It’s  somewhat  livable, ’’Winter  says.  “We’re  in 
the  process  of  deciding  now  whether  we  should 
rethink  the  decision.” 

Faced  with  an  ever-growing  list  of  applications 
and  operating  systems,  more  and  more  companies 
are  standardizing  desktop  configurations. The  bene¬ 
fits  include  improved  efficiency,  lower  technical  sup 
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Freebie:  Sign  up  for  our  newsletter  on 
network/systems  management. 


port  costs  and  less  network  downtime.  But  standard¬ 
izing  raises  a  host  of  managerial  issues,  from  how  to 
sell  upper  management  on  the  idea  to  questions  of 
how  strictly  the  standards  should  be  enforced. 

Faucet-maker  Kohler  of  Kohler, Wise.,  standardized 
briefly  on  Windows  95  as  an  operating  system  but  is 
now  migrating  to  NT  as  it  replaces  computers.  All 
3,500  desktop  users  get  a  basic  package  of  applica¬ 
tions  that  includes  Internet  Explorer,  Outlook  and  SAP 
And  Kohler  lets  individual  users  purchase  from  a  list  of 
optional  applications  such  as  Photoshop. 

“It’s  better  to  give  them  some  flexibility,”  says  Shaun 
Brachmann,  the  systems  project  leader  at  Kohler.  “If 
you  tighten  it  down  too  far  they  can’t  do  their  job.” 

Now  that  the  desktops  are  standardized,  Kohler  uses 
Tivoli  Systems’  NetCensus  to  patrol  the  net  and  pro¬ 
vide  inventory  reports  to  ensure  that  no  unauthorized 
applications  have  been  added.  Brachmann  doesn’t 
scrutinize  the  reports  too  closely,  but  when  he  catches 
offenders,  he  usually  removes  unnecessary  software. 

Selling  desktop  standardization  to  upper  manage¬ 
ment  can  be  challenging,  says  Rudy  Panigas,  a  network 
analyst  at  Guardian  Capital  Group,  a  Toronto  mutual 


fund  firm  with  about  250  desktops  in  three  locations. 

“When  we  told  them  we  needed  money  for  sys¬ 
tem  monitoring  and  standardization  because  it 
would  be  easier  to  keep  the  network  running 
smoothly  they  asked,  Isn’t  that  what  you  do?’  ” 
Panigas  says.  “It  was  a  bit  tricky.” 

But  Panigas  convinced  his  bosses  that  a  combination 
of  server  monitoring  and  standardization  would  make 
network  demands  far  more  predictable.  Guardian 
Capital  uses  Tivoli  Network  Director  2.1  to  manage 
^  applications  and  distribute  software,  while  addi¬ 
tional  modules  provide  server  monitoring.  At  a 
cost  of  less  than  $  10,000,  Panigas  says  the  net¬ 
work  management  product  has  already  paid 
for  itself. 

“If  we’re  running  out  of  disk  space  the 
monitors  will  tell  us  that  at  the  current 
rate  of  usage  we’ll  be  out  in  four  days,” 
he  says. “So  there’s  less  downtime.  It  also 
helps  us  plan  for  next  year’s  budget.” 

Of  course,  standardization  is  more  com¬ 
plicated  than  swapping  operating  systems. 
At  least  that’s  what  managers  discovered  at 
Alliance  Funding,  a  mortgage  lender  in 
Orangeburg,  N.J.  Alliance  recently  standard¬ 
ized  its  2,000  desktops  on  NT,  migrating  them 
from  OS/2  and  Windows  95.  But  when  the 
changes  took  effect  at  the  first  of  20  sites  last 
fall,  the  help  desk  was  flooded  with  more  than 

100  calls  that  day.  The  problem,  says  Enterprise 
Management  Administrator  Michael  D’Aversa,  was 
that  some  keyboard  shortcuts  changed  with  the  new 
operating  system,  but  users  didn’t  receive  training. 

“On  all  the  sites  after  that  we  had  a  training  repre¬ 
sentative  on  the  day  we  switched  over,”  D’Aversa  says. 

It  wasn’t  hard  to  sell  American  Ref-Fuel’s  manage¬ 
ment  team  on  the  idea  of  desktop  standardization. 
But  it  was  hard  to  determine  what  it  should  stan¬ 
dardize.  About  one-third  of  the  400  or  so  computers 
are  laptops  used  by  staffers  traveling  between  the 
company’s  waste-to-energy  plants  in  the  Northeast. 

Some  people  in  IT  were  advocating  for  NT  on  the 
desktops  and  Windows  95  on  the  laptops  because  of 
perceived  problems  with  NT  power  management.  But 
ultimately  IT  decided  to  stick  with  NT  for  everything. 

“We  really  only  wanted  to  have  to  deal  with  one 
operating  system,”Winter  says. 

As  far  as  what  to  do  about  the  lockdown  policy, 
Winter  says  the  company  is  likely  to  lock  down  the 
desktops  at  some  point  in  the  future  but  leave  the 
laptops  open  and  simply  monitor  them. 

“If  it’s  an  engineer  or  an  environmental  scientist  who 
is  on  the  road,  he  needs  some  applications  so  he  can 
manage  his  personal  business,”  he  says.  “But  if  it’s  an 
operator  in  the  plant,  that  thing  can  be  locked  down.” 

Duffy  is  a  freelance  writer  in  Haydenville,  Mass.  He 
can  be  reached  at  tduffy62@rcn.com. 
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PAM  FRANCIS 


For  a  FREE  copy  of  the  KVM  Buyers  Guide,  visit  www.cybex.com  or  call  (800)  932-9239 


Smart 

server 

moves. 


from  any  office,  and  preserve  your  data  center's 
clean  room  environment. 

Let  us  custom  design  a  solution  for  your  business. 
It  may  be  your  smartest  move  yet! 


Place  your  users  and  servers  wherever  you 
need  them  most.  The  XP4000  Series  enables 
your  users  to  conveniently  control  system 
servers  from  their  offices  or  their  labs.  Stay 
one  step  ahead  of  the  game  with  this  suite  of 
multi-platform  KVM  matrix  switches.  Get 
simultaneous,  multi-user  access  to  any  server 


www.cybex.com 

(800)  932-9239 


Cybex,  the  Cybex  Logo,  and  XP  are  trademarks  or  registered  trademarks  of  Cybex  Computer  Products  Corporation 


To  receive  a  schedule  of  our  classes,  arrange  for  on-site  training 
or  ask  about  our  consulting  services,  call  800-447-5967.  Or 

check  out  our  Web  site  at  Chesaf3eakeNetSoiutions.com 

or  send  an  e-mail  to  training@ccci.com.  Whatever  the  network 
problem,  you'll  find  the  solutions  at  Chesapeake! 


Chesapeake 


L^tLWUI  l\  OLHULLUrlp 

A  Division  of  Mentor  Technologies  Group,  Inc. 


from  the  quality  leader 
for  network  training  and 
consulting 


Chesapeake  is  the  quality  leader  in  Cisco  training.  An  impor¬ 
tant  reason  for  our  success  has  been  our  ability  to  offer  you 
the  highest  quality,  customized  training  for  your  personal  or 
corporate  needs.  Building  on  this  heritage,  Chesapeake  is 
proud  to  announce  that  we  now  offer  a  revolutionary 
web-based  training  service:  \ /Lab™.  Developed  by  MentorLabs, 
vLab  provides  online  access  to  real  Cisco  gear  and  lab 
content  written  by  networking  experts.  vLab  is  a  perfect 
complement  to  Chesapeake's  Instructor-Led  Training  and 
Consulting  services,  and  allows  us  to  offer  you  a  more  com¬ 
plete  solution  to  your  training  needs.  Contact  Chesapeake  at 
1-800-447-5967  to  discuss  how  we  can  best  serve  you. 


Visit  our  web  site  for  the  latest  information  on  our  training 
and  consulting  services. 


ChesapeakeNetSolutions.com 


SNMPc  Enterprise 
Manager 

Distributed  management 
for  Windows  NT.  Supports 
remote  consoles  and 


Network 

Management 

for  Microsoft  Windows 


How  old  is  the  UPS  protecting  your 
new  PC  or  server?  Upgrade  now! 


polling  agents,  Web  Trend 
Reporting  and  more. 


SNMPc  WorkGroup 
Manager 


Affordable  management 
for  small  networks. 

With  an  installed  base 
of  over  60,000  copies, 
this  popular  tool  is  resold 
by  major  OEMs,  including 


Cisco  and  ACC. 
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CasZie  Rack. 

Computing 

Phone:  408.366.6540 
Fax:  408.252.2379 


Download  a  Free  Evaluation 

www.castlerock.com 


APC's  Reliability  Upgrade 
Program  affordably  ensures 
the  best  protection  available 


An  old  UPS  (4  years  under 
normal  use)  increases  the 
risk  to  your  new  PC  or  server. 
Your  equipment  deserves 
the  best  power  protection. 
Now  is  your  chance  to  get  a 
great  discount  on  the  newer, 
more  advanced  APC  UPS 
products  with  APC's 
Reliability  Upgrade  Program. 

The  APC  Trade-UPS™  pro¬ 
gram  is  a  cost-effective  way 
to  upgrade  existing  units, 
thus  ensuring  their  reliability. 
Trade  in  any  UPS  (regardless 
of  manufacturer)  for  the  latest 
APC  UPS  technology.  Order 
new  units  today,  and  upon 
receipt,  APC  will  pay  to  have 
your  old  units  (up  to  150  lbs.) 
picked  up  and  returned  to  us 
for  proper  ecological  disposal. 

If  old  UPS  batteries  are  an 
issue,  APC's  Replacement 


APC 

Legendary  Reliability" 


each  purchase  of  a  replace¬ 
ment  battery,  you  get  free 
freight  back  to  APC  for  dis¬ 
posal  of  your  old  batteries.* 

•Available  in  the  US  only. 


Contact  us  today!  Visit  APC's  Web  site  at 


http://promo.  apcc.com 
and  enter  keycodes810z  or  call  888-289-APCC  x7813 
to  find  out  about  APC's  Reliability  Upgrade  Program,  to  protect 
your  hardware  with  a  new  APC  unit  or  battery.  Or  contact  APC 
to  receive  your  FREE  68-page  Guide  to  Power  Protection. 


Battery  Program  can  help 
replace  your  old  batteries 
with  new.  Each  replacement 
battery  is  user-replaceable 
and  hot-swappable.  With 
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Problem  is,  your 
timing's  off.  Sweetie 


TVtf/t  iyjicA^wmiraixCTTi  tuun+Ly.  lecuntif  €*xtulmJlJL. 

If  your  company  is  considering  e-commerce,  e-procurement  or  24/7  status,  network  server  synchronization 
is  essential.  Turn  to  Datum  TymServe,  a  single,  unbiased  time  reference  for  accurate  global  synchronization. 
Without  it,  you  may  find  your  time  has  run  out. 

■  Plug  and  play.  Rack-mountable  units  install  while  your  server  is  running  -  unlike  others. 

■  Redundant  sources.  Use  Global  Positioning  System,  Inter-Range  Instrumentation  Group, 
time  code  or  dial-up  for  time  sources. 

■  Low  maintenance.  Unsurpassed  reliability  leaves  you  free  to  focus  on  other  issues. 

■  Secure  source.  Network  Time  Protocol  traffic  stays  inside  the  firewall  -  unlike  internet  time  sources. 


File  Options  Help 


^  Network  Instalments  RMON  Piobe 


Interfaces  i 


PCI  Fast  Ethernet  C'EC  21 1 43  ! 


.jLXZti 


■ 


; 

I  •■! 


Complete,  industry  standard,  software-based 
RMON2  and  RMON1  Probe  for  Windows 


KFW«mf& 


.  ;JH!STMEN£§ 


•  Low  cost,  complete  RMON  monitoring  for  remote  sites  or  segments. 

•  Software-only,  non-dedicated  data  collection. 

•  Pure,  full  RMON  1  and  2  support.  Complete  implementation  of  both 
RMON  1  and  2  for  Ethernet  (10/100)  and  Token  Ring  (4/16).  Full 
adherence  to  RFCs  1513,  1757,  2021  and  2074. 

•  Runs  as  a  service  on  Windows  NT  or  Windows  2000. 

•  Works  with  ANY  RMON  management  console  or  collection  facility 
(Observer  ,  OpenView  ,  Concord NetScout  \  etc.). 

•  Compatible  with  Network  Instruments’  optimized  ErrorTrack™  NDIS 
drivers  display  true  errors-by-station. 

•  Multiple  concurrent  network  interface  monitoring  (up  to  10). 

•  Multiple  management  console  access. 

Why  pay  thousands  more  for  the  same  data ? 

Call  800-526-7919  for  information,  or  see  our  web  site  at: 


or  kinsfcr  uments.com 
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NTI  DELIVERS  THE  ONLY  KVM  SWITCH 
WITH  TRUE  AUTOROOT  ELECTRONIC 
-  vrU  USR  SWITCHING 


Control  PC  and  MAC  computers 
with  USB  peripheral  ports  using  one 
VGA  monitor,  keyboard  and  mouse 


For  2  CPUs...  or  ...Up  to  32  CPUs  and  8  users 
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KEEMUX-P2-U 

NTI  offers  true  autoboot 
electronic  switching.  Other 
USB  KVM  switches  require 
individual  boot-up.  Also 
supports  MAC  power-on. 

1900x1200  video 
resolution  with  no 
degradation. 


ST-4X16  with  CPU-USB 

All  computers  can  boot 
simultaneously. 

Enjoy  plug-and-play 
and  hot-swapping 
capabilities. 

Compatible  with: 

-  WIN98,WIN2000 

-  MAC  with  USB 

-  HP  J5000  with  USB 

NETWORK  TECHNOLOGIES  INC 

1275  Danner  Dr  •  Aurora,  OH  44202 
330-562-7070  •  800-742-8324  •  FAX:  330-562-1999 
E-Mail: sales@ntigo.com  •  www.ntil.com 


compatible 


Mac  and  the  Mac  logo  aro 
trademarks  of  Apple 
Computer.  Inc.,  registered  In 
the  U  S.  and  other  countries. 


APC  ensures  network  uptime, 
anywhere  and  everywhere 


APC  delivers  enterprise-wide  network  up-time. 
Your  full  spectrum  of  network  and  power  pro¬ 
tection  products  are  easily  integrated  in  the 
innovative  APC  NetShelter®. 

APC  NetShelter  simplifies  network  protec¬ 
tion  and  security  by  providing  a  premium, 
freestanding  network  enclosure.  It  arrives 
ready  to  install  and  costs  up  to  20%  less 
than  other  premium  enclosures. 

APC  NetShelter  saves  floor  space,  organiz¬ 
es  equipment,  eliminates  cabling  "rat’s 
nests"  and  physically  protects  your  invest¬ 
ment.  NetShelter  provides  42U  (73.5")  or 


22U  (38. 5")  of  vertical  space  for  industry- 
standard  19”  rackmount  equipment,  yet 
easily  fits  through  a  standard  1'  door. 

APC  NetShelter  accommodates  nearly  all 
rackmountable  equipment  lines,  including 
HP,  IBM,  Dell,  Cisco  and  3Com.  Custom 
mounting  kits  allow  easy  installation  of 
many  rack-mount  servers,  disk  storage 
or  accessories. 

Free  NetShelter  Configurator 
Software  on  CD  or  download¬ 
able  via  our  website  at 
www.apcc.com 


APC's  NetShelter  simplifies 
network  protection  and  security 
by  providing  a  premium, 
freestanding  network  enclosure. 


APC's  remote  power  control 
device  that  provides  individual 
outlet  reboot  capabilities  for 
locked-up  equipment. 


PowerStack  from  APC  provides 
power  protection  and  battery 
back-up  for  stackable  data  com¬ 
munications  hubs,  switches  and 
small  routers. 


APCs  Smart-UPS  series  is  perfect 
for  fileservers,  minicomputers, 
internetworking  equipment 


telecommunications  systems  and 
other  mission-critical  applications. 


Legendary  Reliability' 


FREE  Internetworking  Kit. 

Learn  how  APC  can  make  your  network  more  manageable. 


To  order  \feit  http://promo.apcc.com  Key  Code  s809z  •  Call  888-289-APCC  x7713  •  Fax  401-788-2797 

©2000  American  Power  Conversion.  All  Trademarks  are  the  property  of  their  owners.  NS4A9EP-US 
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This  is  the  heart  of  your  business 

Got  any  questions? 


J)  Tech  Data 


Monitor  Enclosure 


1U  DNS 


2U  Email  Server 


41)  Application  Server 


1  U  Keyboard  Drawer 


7U  Database  Server 


41 U  Cabinet 


1  U  Firewall 
1U  PDC 


4U  Web  Server 


4U  Engineering  Server 


8U  Telco  Server 


www.boomrack.com 


1U,  2U  3U,  4U,  4U  Extended,  5U,  7U,  and  8U  Rackmount  Chassis,  Sliding  Rails,  Keyboard  Drawers,  Riser  Cards,  Monitor  Enclosures,  Cabinets,  and  RAID  Solutions  Available. 


Stay  on  top  of  IT  with  Rose  KVM  Switches! 

KVM  is  the  industry  acronym  for  Keyboard-Video-Mouse.  KVM  switches  save  money  and  space  in  your 


server  room  or  on  your  desktop.  Rose  is  a  pioneer  and  leading  manufacturer  of  KVM  products. 


UltraMatrix 

2-4-8-16  users  up  to  1,000  computers 


1  user  up  to  256  computers 


1  user  to  2,  4,  or  8  computers 


►  Multi-platform  for  PC,  Sun,  RS6000,HP,  DEC,  SGI 

►  Advanced  on-screen  display  technology 

►  Simple  bus  cabling  makes  expansion  a  breeze 

►  Switch  computers  from  your  keyboard  or  on-screen 
display 

►  Status  screen  shows  system  conditions  at  a  glance 

►  Security  features  prevent  unauthorized  access 

►  Flash  memory  for  free  lifetime  firmware  upgrade 

►  Programmable  view,  share,  control, 
and  private  modes 


J|1RQSE 

ELECTRONICS 


►  Available  in  three  different  chassis  sizes; 

either  PC  or  multi-platform  (PC,  Unix,  Sun,  Apple) 

►  Advanced  on-screen  display  technology 

t  Simple  to  use,  keystrokes  switch  computers 
t  Flash  memory  for  free  lifetime  upgrade  of  firmware. 

►  Supports  up  to  1600  x  1280  resolution 

►  Full  emulation  of  keyboard  and  mouse  functions 

►  Security  features  prevent  unauthorized  access 

►  Simplified  cable  management 

USA 

10707  Stancliff  Road  Houston,  Texas  77099 
Phone  281  -933-7673  Fax  281-933-0044 

EUROPE 

Bourne  Works,  High  Street  Collingbourne  Ducis 
Marlborough,  Wiltshire,  SN8  3EH  United  Kingdom 
Phone:  +44  1 26  485  0574  Fax:  +44  1 26  485  0529 


►  Low  cost  and  easy  to  use 

►  Switch  computers  from  front  panel  or  keyboard 

►  Supports  PC  or  PC/Apple 

►  Supports  up  to  1600  x  1280  resolution 

►  Plug  and  play 

►  Supports  Microsoft  intellimouse 

►  Tested  with  Windows  95/98,  NT,  Linux,  and 
others 


WWW.ROSEL.COM 

800.333.9343 
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Network  Managers:  Take  Control! 


Today,  power  management  means  high  availability.  For  network  operations,  remotely 
rebooting  locked  equipment  to  bring  each  device  back  on-line  quickly  boosts  productivity. 
APC  MasterSwitch  saves  corporations  many  unwanted  field  service  calls  and  costly 
downtime  expenses  due  to  remote  equipment  locking  up.  Make  APC  your  choice  for  high 
availability  solutions. 


MasterSwitch  benefits  include: 


Web  interface  simplifies 
configuration  and  remote 
management  capabilities. 


New  intuitive  web  interface 

Multiple-user  accounts 

MD-5  Authentification 

Graceful  load  shedding 

Individual  outlet  control 

Support  for  all  your  redundant 
power  equipment 

Provides  graceful 
server  shutdown 
with  APC 
PowerChute®  plus 
software  and  APC  UPSs. 

I Smart-UPS ®,  Matrix-UPS ®  and  Symmetra "  models  only) 


INTERNET 

TELEPHONY 

LWTT^T.Wj 


APC  MasterSwitch "  plus  recently 
won  Internet  Telephony's  Product 
of  the  Year  award 


:  Visit  APC's  Web  site  today  to  receive  your  FREE 

*j "  APC  Network  Enhancement  Solutions  Kit  and  test 
:  .  drive  MasterSwitch  on-line  before  buying! 


http: //promo,  apcc.  com 

CALL:  (888)  289-APCC  x7824  •  FAX:  (401)  788-2797 


KEY  CODE 

s808z 


Legendary  Reliability " 
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OBSERVER' 


LAN/WAN 


TROUBLESHOOTING 


AND  PROTOCOL 


ANALYSIS  SOFTWARE 


IT  CAN  SEE  ALL  PORTS 


ON  YOUR  SWITCH. 


•Full  packet  capture  and  decode  for  over 
300  protocols,  including  TCP/IP  (v4  and 
v6),  NetBIOS/NetBUEl,  IPX/SPX, 
Appletalk,  SNA,  and  DECnet. 

•Switched  mode  sees  all  ports  on  a 
switch  gathering  statistics  from  the  entire 
switch  or  packet  capture  from  any  port  or 
ports.  Finally  a  protocol  analyzer  that 
can  be  used  in  switched 
environments! 

•Long-term  network  trending  collects 
statistical  baseline  data  for  days,  weeks, 
months  or  years  for  review  and 
reporting. 

•Distributed  version  available  for  $1290 
(includes  1  local  and  1  remote  Probe). 
Additional  Probes  are  $295  per  local  or 
remote  segment  or  switch. 

•Network  Instruments’  optimized 
ErrorTrack™  NDIS  drivers  display  true 
errors-by-station.  Includes  collision 
expert  to  identify  problem  stations. 

•  Track  router  utilization/traffic  in  real  time 

•Ethernet  (10/100/1000), 

Token  Ring,  FDD I 


Observer  identifies  network  trouble  spots,  and  costs  thousands  less  than 
expensive  hardware-based  analyzers.  If  you  have  network  slowdowns  would  you 
know  if  they  are  being  caused  by  packet  errors,  broadcast  storms  or  overloaded 
utilization  ?  Find  out  with  Observer  or  Distributed  Observer. 

Observer's  Extensions  add  to  the  functionality  of  Observer  and  Distributed 
Observer  by  providing  SNMP  object  tracking,  WEB  browser  based  reporting, 
RMON1/2  Probe  monitoring  and  Expert  mode  post-capture  analysis  -  all  within 
the  Observer  interface.  Network  Instruments’  Probes  are  also  available  as 
R MON  1/2  Probes  for  $295/each. 


: 


*  . . : .• 

EXPERT  EXTENSION  FOR 
OBSERVER" 
«vERm  Smas 

ISI— -  SINIIVIR  EXTENSION 

FOR  OBSERVER1 
$495 


WEBEXTENSI, 
FOR  OBSERVER*  7 
$495 

RIVIOIMCS)  EXTENSION 
FOR  OBSfeRN/JSiaf' 


L*  Ji.T.ir!1!  Tint  See  what  you  have  been  missing!  Call  800-526-7919  for  a  FREE  DEMO  or  download  from'  our  web':.si.te. 

www.networkinstruments.co 
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|  How  Do  You  Re  Boot 
Remote  Equipment? 


ROUTER 


Ascend 


Ascend 


Cisco 


input  feeds 

Supports  20  Amp 
and  35  Amp 
internetworking 
devices 

Reboot  control 

Group  name 
functions 

NEBs  compliant 


With  Sentry! 

Now  with  Sentry,  you  can  reBoot  any  locked-up 
internetworking  device  through  a  standard  dial-up 
modem,  over  an  ethemet  network  via  TCP/IP  using 
Telnet,  through  a  JAVA  interface  or  with  SNMP 
support.  The  Sentry  family  of  products  provides 
an  easy  practical,  and  secure  solution  for  power 
management  of  remote  internetworking  equip¬ 
ment.  Select  the  Sentry  model  best  for  you. 


Sentry 


Commander 
110  VAC  and 


230  VAC 


1  u  rack 


Windows  NT 


Group  name 


functions 


Benefits 


Link  up  to  26  units 


Reboot  control 


Reduces  field 
service  visits  to 
POP  sites 


Faster  problem/ID  solution 
response  time 

Improved  network  availability 
Improved  network  service  levels 
Improved  facility  security 


See  our  complete  product  line  at: 

Web:  www.servertech.com 

Phone:  1-800-835-1515  or  1-408-745-0300 


Fax:1-408-745-0392 


_ fv 

Another  great  product  from  /j - y 

Server  Technology  Inc. 


©  1 999  Server  Technolosy  Inc.  Sentry  is  a  trademark  of  Server  Technology  Inc. 


LearnKey  Self-Paced 

Computer  Training 


WINDOWS  2000  SESSIONS  VIDEO  CD-ROM 

•Learning  Win  2000  User  Course  3  $145  $1  75 

•  Professional  Administration  5  $365  $425 

•  Directory  Services  Administration  4  $325  Soon 

•  Network  Infrastructure  Admin.  5  $365  Soon 


•  Server  Administration 


Coming  Soon! 


J 


★  Save  on  Windows  NT  Courses! 

★  FREE  Windows  2000 
1  j  Planning  Video  with 


Learn  From 
The  Experts’" 


Microsoft  Certification  Purchase! 


NT  Server  4.0  •  Cisco  •  Netware  5  •  A+  •  Netwerk'4  •  Notes  85 


CD-ROM  •  VIDEO  •  ONLINE 


Console  Management  Over  Telnet! 


Access  Network  Serial 

The  CMS- 16  Console  Management  Switch  provides 
secure,  in-band  and/or  out-of-band  access  to  RS232 
console  ports  and  maintenance  ports  on  UNIX  servers, 
routers,  and  other  network  equipment.  System  admin¬ 
istrators  can  access  remote  devices  in  order  to  change 
configuration  parameters,  connect  users  to  restricted 
ports,  collect  buffered  data,  and  perform  a  variety  of 
other  control  related  functions. 


Console  Ports . . . 


Visit  website  for  complete  NetReach™  product  line. 


(800)  854-7226  •  www.wti.com 

18-2517  •  (949)  586-9950  •  Fax:  (949)  583-9514 


nrui|> 

— — — —  MW  llll  Lx-IWmJ 


□  western 
D  telematic  inc. 


Ports  1 9"  or  23”  Rack 

Mounted 

✓  Non-Connect  Port  Buffering 

✓  Modem  Auto-Setup  Command  Strings 

✓  Co-location  Features 

✓  AC  and  48V  DC  Powered  Models 


✓  Sixteen  (16)  RS232  DB9  Serial  Ports 

✓  lOBase-T  Ethernet  Port 

✓  TCP/IP  Security  Features 

✓  Port-Specific  Password  Protection 


RS-232 


AC  or  48V 
DC  Power 


1 0Base-T 
Ethernet  Interface 


DSLAM  SUN  LINUX  ROUTER  DSU/CSU 

CONSOLE  CONSOLE  CONSOLE  CONSOLE  CONSOLE 


CMS-16 


MODEM 


REMOTE 

ADMINISTRATOR 


LOCAL 

TERMINAL 


TERMINAL 

SERVER 


84  Network  World  April  3,  2000  www.nwfusion.com 


Subscribe  to  Network  World  E-mail 
Newsletters  .  .  .  Free  Networking  Solutions 
from  the  Leader  in  Network  Knowledge 


NEWSLETTERS 


i/  Concise,  Accurate,  Timely,  Free! 
Network  World  E-mail  Newsletters  are  designed  to 
help  you  make  informed  decisions  about  evolving 
networking  technologies  which  affect  you  and  the 
entire  networking  enterprise! 

1/  You  Choose,  We  Deliver! 

Along  with  a  daily  digest  of  late  breaking  networking 
news!  Stay  in  tune  with  one,  or  all  of  Network 
World’s  1 5  technology  snapshots. 

✓  What  Sets  us  Apart  from  Others? 

Our  successful  combination  of  exceptional  content 
and  opinion  from  leading  industry  experts,  and 
relevant  links  to  the  most  comprehensive  resources 
across  the  web! 

✓  Subscribe  Today! 

And  begin  receiving  Network  World  E-mail 
Newsletters  at  your  fingertips! 


Sign  up  at  www.nwwsubscribe.com/newsletters/Jbc23 

or  fax  your  subscription  form  to  5 08-490-6400. 


E-mail  Address 
First  Name  _ 


Last  Name 


Title 


Company 


Company  Address 


Tel 


Fax 


□  We  would  like  to  send  you  periodic  information  via  e-mail  on  third 
party  networking  products  and  services.  Please  check  here  if  you 
do  NOT  wish  to  receive  this  information. 


F0C21 
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Network  World  E-mail  Newsletters  are  delivered  to  you  twice  a  week.  Check  the  FREE  newsletters 
you  would  like  to  receive  and  fax  to  508-490-6400.  For  a  full  description  and  review  of  our 
newsletter  archives  or  to  apply  on-line  visit  www.nwwsubscribe.com/newsletters/foc23 


□  E-commerce  for  the  Enterprise:  Network  World  Fusion's 
Managing  Editor,  Sandra  Gittlen,  helps  keep  your  network  ready  by 
offering  you  tips,  topics  and  tales  from  the  e-commerce  front  lines. 

□  Directory  Services:  Network  World  columnist,  Dave  Kearns,  will 
explain  the  basics  of  the  directory  as  well  as  the  advanced  concepts 
on  the  leading  edge  of  the  directory  enabled  world  of  computing. 

□  NetFlash  Daily:  Network  World's  Executive  News  Editor,  Doug 
Barney,  keeps  you  up-to-date  with  critical  breaking  stories  you 
need  to  know  about  in  the  fast-paced  world  of  networking. 

(Delivered  daily.) 

□  Security:  Don't  let  hackers  turn  your  network  into  their  own 
personal  playground.  Stay  current  on  security  challenges  and 
solutions  with  strategic  insight  into  the  future  of  information  security. 

□  Windows  2000:  "Wired  Windows"  columnist,  Dave  Kearns,  gives 
hot  tips  for  managing  your  Windows  2000  networks. 

□  High-Speed  LANs:  Gigabit  Ethernet  vs.  ATM,  high-speed  token 
ring,  Layer  3  switching.  Layer  4  switching,  Routing  switches.  Whew! 
Network  World  Senior  Editor,  Jeff  Caruso,  will  help  you  make  sense 
of  all  these  changes  in  the  High-Speed  LAN  market. 

□  Network/Systems  Management:  Barb  Goldworm  and  Dennis 
Drogseth,  well  known  network  management  consultants,  will  keep 
you  posted  on  the  latest  in  network  and  systems  management 
products,  services  and  standards. 

□  Tech  Update:  Stay  abreast  of  new  networking  standards  and 
technologies  with  down-to-earth  explanations  of  what  they  are 
and  how  they  work.  (Delivered  weekly.) 


□  Internet  Services:  How  do  you  get  the  most  out  of  your  ISP? 

Get  twice  weekly  tips  from  Network  World  Senior  Editor,  Denise 
Pappalardo,  on  everything  from  Internet  SLAs  and  metrics,  to 
monitoring  your  service  and  finding  the  best  e-commerce  providers. 

□  VPNs:  From  how-to  tips  to  analysis  of  the  latest  vendor  and  carrier 
offerings.  Senior  Editor,  Tim  Greene,  will  make  VPNs  easier  to 
understand  and  build. 

□  Messaging:  Keep  in  touch  with  the  latest  news  from  the  fast 
changing  world  of  messaging,  groupware  and  directory  products 
in  this  newsletter  by  Michael  Osterman  of  Creative  Networks,  Inc. 

□  Web  Applications:  Network  World  columnist,  Mark  Gibbs,  will 
keep  you  current  on  new  products  and  features  and  provide  advice 
on  getting  the  most  out  of  your  applications. 

□  Voices  of  Networking:  Network  World  columnists  help  you  make 
sense  of  the  rapid  changes  in  networking  by  picking  through  the 
hype  to  find  what  really  matters  to  you  and  your  enterprise. 
(Delivered  weekly.) 

□  Frame  Relay:  Noted  telecommunications  experts, 

Steven  Taylor  and  Joanie  Wexler,  will  keep 
frame  relay  users  and  prospective  customers 
up-to-date  on  the  latest  developments  with 
frame  relay  services. 

□  Career  Advisor:  Expert  recruiter,  Tom  Whitley, 
will  help  you  make  the  most  of  your  skills 
whether  you  plan  to  stick  with  your  current 
employer,  or  test  the  waters  in  the  job  market. 
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and  receive  essential 
technology  news 

at  your  fingertips 
at  no  cost! 

▼  FOLD  HERE  ▼ 


Subscribe  on-line  at 
www.nwwsubscribe.com/newsletters/foc23 

Tear  this  sheet  out,  fold  in  thirds, 
tape  and  mail  backto  Network  World  - 
No  postage  necessary! 

Fax  this  form  back  to  508-490-6400 
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OpennetView 


Ogennenftew 
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It  is  easy.  It  is  cost  effective. 

Live  video  streaming  over 
a  TCP/IP  network. 

High  quality  video  ...  low  bandwidth  utilization 


•  1  -  Video  Input 

•  Video  Compression 

RVC  Method  -  Proprietary  form 
of  motion  JPEG 

•  Image  Resolution 

640x480,  320x240,  160x120 

•  Cable  Connection 
10  Base-T  (Ethernet) 

RS232C  port,  Alarm  Sensor 

•  Remote  control  functions 
Pan,  Tilt,  Zoom 
Camera  Selection 


Remote  monitoring  with  camera  control  ... 


■ODigital  Image,  Inc 


Tel.  (408)  257-9057  Fax.  (408)  257-9674 
•  10050  N.  Wolfe  Rd.  2-240,  Cupertino,  CA  95014 


View  our  live  demos  at:  www.dii-megachips.com 


•  Installed  protocol 

TCP/IP,  PPP,  HTTP, 

FTP,  Telnet,  IEEE802.3 

•  Physical  dimensions 
5.4"Dx7.1"Lxl.2"H,  1.04  lb. 


it  your  company  is  planning  to  exniDit  at 
NetWorld+Interop  in  Las  Vegas,  then 
Network  World's  Planning  Guide  is  a  must! 


Get  extra  exposure  in  this  pre-show/planning 
guide  issue  and  pave  the  way  for  increased  traffic 
to  your  booth. 


Call  your  sales  rep  for  details  or  email  us  at 
d  i  rectrespo  nse@nww.  com . 

TEL:  800-622-1108  ext.  6507 
or  FAX:  508-460-1192 


USED  NETWORK  HARDWARE 

We  just  know  more  about... 

T  1  ^  'I  \ 
l-)  a  j  .n  .  I 

Routers  ♦  Switches  ♦  T1/T3  DSU/CSU  *  Access  Servers  *  Cables  ♦  Memory 

Buy  ♦  Sell  *  Overnight  Delivery  ♦  Fully  Guaranteed 

j  i)  t)  *  lo  i . mu)  i  shop 

networkhardware.com  nllne! 


Buy,  Sell  or  Announce 

Network  Products  and  Services 
with  Network  World's  Marketplace 
Call  800-622-1108  ext.  6507 


VISA 

Hv  4 

4 1 

W  * 

L  4  \ 

W  j  j  1 

[  J  w  1 

r  BT  J 

r#  ] 

NETFAST 


Save  big  on  new/ used: 

►  Routers  ►Switches  ►XDSL  ►ATM 

►  ISDN  ►  Fast/GIGABIT/ENET  ►T1/T3  DSU 

►  Frame  Relay  BUY/SELL/RENT 


Cisco  Systems 


PARTNER 

PREMIER  CERTIFIED 


>.  Ascend 
►  Lucenf 


■I » CISCO 

wwwdigitalwaretwuse. com  >. 


♦♦  DIGITAL  WAREHOUSE 

v  Your  Information  Superhighway  Discount  Source  s 


3COM 

ADC  Kentrox 
Adfran 

NorTel  Networks 


►  Digital  Link  ►  Larscom 

>.  Alteon  >.  Xyplex 

►  Paradyne 

►  Foundry  Networks 


Netfast  Communications  Inc.,  56-29  56th  Drive,  Maspeth,  NY  1 1378  USA 
Phone:  1-888-892-4726  or  718-894-7500  Fax:718-894- 1573 


- Tests/Reviews  in  April - 

issue 

April  3  •  WAN  SLM  management. 

•  Open  Market's  LivePublish  suite. 

•  Dell  2400  server  review. 

April  10  •  Loran  Kinnetics  management  software 

April  1  7  •  DHCP/DNS  servers. 

•  Exclusive  on  the  new  Intel-based  load 
balancing  switch  from  Phobos. 

•  Cryptography  accelerators. 

April  24  •  Signature  Series:  NWW  200 

•  Fireclick  Blueflame  Web  acceleration 
tool. 

To  reserve  your  ad  space  call 
1-800-622-1108  ext.  6507  or 
directresponse@nww.com 

Please  note  that  technology  updates,  and  comparative  and  single  product  review 
dates  and  topics  are  subject  to  change  without  notice. 


Systems/Feat  ures/Memory 


Also  Available:  Wellfleet,  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 


In  Stock  •  Fast  Delivery  •  No  Expedite  Charges 

COMSTAR,  INC. 

The  # 1  Network  Remarketer 

612*835*5502 

Fax  612*855*1927  E-Mailsales'gcomstarinc.ccm 


800-783-8979 

Fax  916-781-6962 

We  Carry  ALL  Manufacturers 


Specializing  In: 
3 -Com 
Nortel 

Bay  Networks 
Cabletron 

CISCO 

Ascend 

Fibermux 

Livingston 

Micom 

Motorola 

Synoptics 

Data/Voice 

Network 

Solutions 


LAN/WAN 
BUY/SELL 
NEW/USED 
RENT/LEASE 
Fully  Warranted 

Switches 

Hubs 

Bridges 

Routers 

Multiplexers 

T-1  Equipt 

DSU/CSU 

Modems 

Alternative 

Data 

Communication 
Sources,  Inc. 
916-781-6952 


NORTEL 

NETWORKS' 

Bay  Networks 


Cisco  Systems 


caaeTRon 

_ systems 


•  Authorized  Nortel-Enterprise  Solutions  Provider 

•  Free  Technical  Support  on  Purchased  Equipment 

•  Free  Network  Design  Support 

•  Largest  Inventory  in  the  Industry 

•  Best  Priced  Memory  Upgrades 

888.891.4229  fecEx 

Federal  Expire 


C.O.D's  Terms 


Phone  801-377-0074 
Fax  801-377-0078 
1403  W.  820  N.  Provo,  UT  84601 


Network  World  April  3,  2000  www.nwfusion.com  85 


■  NORTEL 


CABLETRON 


XYLAN 


New  &  Used 

Buy  • 

Sell 

•  Trade 

ASCEND/LUCENT 

4 

FORE 


www.bizint.com 

NY  OfSce/USA  Sales:  Main  Office/lnt’l  Sales 

Tel:  (315)458-9606  /D/7J  Tel:  (978)  667-4926 

Fax:  (315)  458-9493  iUILI  Fax:(978)  663-0607 


Livingston 
Ascend 


US  Robotics 
©AY  Micom 

v7  Specialist  in  all  ^ 

^  Cisco  products 
(0  including  Memory 


-  LAN/WAN  Products 


q  New,  Used,  Lease, 

.4^  Rent  v^Codex 


3Com 

Adtran  "*  ’NO»'  Xylogics 
Motorola  Wellfleet 

We  carry  all  Manufacturers 


Millennium  Solutions  Group,  Inc. 


•Routers,  Bridges  •  Frame  Relay 
•DSU/CSU’s  »Hubs,  Modems 

•Switches,  ATM  *Voice  over  Data 


We  Buy  and  Sell 

888-801-2001  Fax  (916)  630-2000 
Visit  our  Web  Site  at: 
http://www.millenniumsolutions.net 


Network  IS  professionals 
rely  on  the  Network  World 
2Q0  issue  to  navigate  the 
rapidly  changing  landscape 
of  the  networking  industry. 
This  issue  provides  a  com¬ 
prehensive,  one-of-its-kind 
listing  of  the  year’s  hottest 
IT  companies!  Our  readers 
refer  to  this  special  report 
time  and  time  again 
throughout  the  year  as  they 
make  decisions  about  what 
to  buy  and,  more  impor¬ 
tantly,  who  to  buy  it  from. 
Increase  your  company’s 
exposure  with  an  adver¬ 
tisement  in  the  Network 
World  200  issue. 


in  this  signature  series... 

♦  The  NW200  dissected.  How  does  your 
network  vendor  of  choice  fare  against  other 
industry  players? 

♦  Network  Outlook  2000.  Big,  bold  deals;  hot 
new  technologies;  the  rise  of  new  economy 
business  practices. 

♦  10  companies  to  watch.  This  annual  tour  of 
young  network  companies  will  help  you  figure 
out  which  ones  are  worth  checking  into. 

♦  Mastering  the  metrics.  We  provide  a  complete 
how-to  for  determining  the  financial  health 
and  well-being  of  network  vendors. 

♦  The  new  R&D.  Here’s  a  look  at  how  the  trend 
of  acquiring  young  companies  and  their 
new  technologies  has  impacted  traditional 
R&D  departments. 

♦  Coddling  customers.  Here’s  a  look  at  the 
latest  in  customer  service  —  does  your 
vendor  measure  up? 

♦  How  leaders  lead.  We  take  you  inside  the 
executive  suites  of  hot  network  companies  to 
see  how  effective  CEOs  stay  atop  of  business 
developments,  reach  out  to  key  managers 
and  keep  tabs  on  important  customers. 

Call  your  sales  rep  today  for  more  info 
on  how  you  can  be  part  of  this  issue! 

Tel:  800-622-1108  ext.  6507 
Fax:  508-460-1192 
email:  directresponse@nww.com 


ItaoilMd 


Cabletron  Equipment 

GUARANTEED 


Made  in  U.S.A. 


Factory  Direct  ^ 

Ethernet  Converters, 
Transceivers,  Repeaters 
&  Switches 


100%  factory  refurbished 

•  Only  factory-authorized  VAR 

•  30  day  hot  swap,  1  year  free  repair 


We  also  carry:  Bay  Networks. 
3Com,  Compex,  Cisco  &  more! 


Vnetek  Communications,  LLC 
sales@vnetek.com  •  www.vnetek.com 

Brand  names  are  registered  trademarks. 


Fiberdyne  10BASET-10BASE-FL  $148 

AUI-1 OBASE-FL  119 

100TX-100FX  Converter  319 


sw*  10T-10FL  Single  409 

10FL-10FL  Repeater  374 

10FLMM-10FLSM  895 

10FL-10FL  Repeater  SM  585 

1 0/1 OOTX-1 OOFX  2  port  switch  MM  294 

1 0/1  OOTX-1  OOFX  2  port  switch  SM  595 

20  Slot  Chassis  1 0T-1 OFL  $1 83  per  port 
20  Slot  Chassis  100TX-100FX  $354  per  port 


www.fiberdyne.com 


A  FIBERDYNE  LABS,  INC. 

127  Business  Park  Dr..  Frankfort,  NY  13340 
Tel.  (315)  895-8470  Fax  (315)  895-8436 


Cable  University 

NCR  Customer  Education 

(800)  537-8254 

(800)  845-2273 

www.CableU.net 

www.ncr.com/trainus 

FREE  online  training  in  network 

r- 

Cisco,  MCSE,  NT  &  Networking, 

cabling  installation  &  maintenance 

Training 

-  ■ 

s  Cyber  Pass  Inc. 

PMG  NetAnalyst 

f  (613)  237-4991 

(800)  645-8486 

www.certify.com 

www.pmg.com 

1 A+,  CNE,  MCSE  exam 

Network  Analysis  &  Tool  Training 

|  simulation  software-FREE  to  try!  j§|| 

Certified  NetAnalyst  Testing 

1  Fore  Front  Direct 

TCIC 

I  (800)  475-5831 

(800)  322-2202 

1  www.ffg.com 

www.tcic.com 

1  Computer  based  training  for 

' 

Telecommunications  +  Data  Comm., 

|  the  I.T.  industry 

cl 

On-Site  +  CD’s  also  available. 

|  Learn  Key,  Inc. 

: 

Wave  Technologies 

I  (800)  865-0165 

(800)  711-0286 

www.learnkey.com 

,  « 

www.wavetech.com 

Self-Paced  Training  for  Computer 

:\y>- 

MCSE,  Cisco,  MCSD,  A+,  Network-)-, 

Users  &  IT  Professionals 

§3 

CNE.Bootcamps,  Online,  Selfstudy 

I  Globix  Corporation 

'U; 

To  Place  Your 

! 888  (il.OBIX  T 

\, 

Listing  Here 

lwww.globix.com 

3|| 

Call  Enku  Gubaie 

1 A+,  MCSE,  MCSE+I,  MCP,  MCP+I, 

(  MCSD,  Macromedia,  Internet  &  Web 

at  1-800-622-1108 

’ijLPvfit  m, 

d^nn&i 

^  Contact  these  companies  today  to  help  you  with  your  training  needs!  J 

free  3Com  Palm  If 


WE  BUY  USED 
PaimV  NETWORKING 


HIGHEST 
PRICES 
PAID! 


388*  ^ 


Bay  Networks 


Cisco  Ststihs 


caaerRon 

_ SYSTems 

TT»  Compmee  t— iworting  Sdutoft" 


'Visit  www.4lanwan.com  to  enter  to  win  ^ 


WE  SELL  NEW  &  REFURBISHED 


GIGANTIC  DISCOUNTS  /  LONGEST  WARRANTIES! 

I/Ve  maintain  a  huge  inventory  of  parts  &  systems 
We  specialize  in  Legacy  &  hard  to  find  items 

Call,  E-mail  or  Fax  Your  Equipment  List. 


7,  * 

LANWAN.com 

"  A  mviQinn  r 


I  Celebrating  I 
l  Our  17th  Year 


A  Division  of  Ergonomic  Enterprises,  Inc. 
47  Werman  Court,  Plainview,  NY  11803 


CALL  TOLL  FREE:  877-4-LAN-WAN 

FAX:  516-293-5325  /  EMAIL:  SALES@4LANWAN.COM 
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Senior  Systems  Analyst,  Boston, 
MA;  Analyze,  design  and  devel¬ 
op  software  applications  using 
TMF.TIPC,  Rational  Rose,  Crys¬ 
tal  Reports,  SCCS  and  Mks 
Source  Integrity.Perform  Oracle 
DBA  using  ERWin,  Legato  Net- 
worker  and  Qualix,  Req'd.  Mas¬ 
ters  in  Comp.Scie.,  or  Engg.,  or 
Math.  1  year  exp  in  job  offered  or 
1  yr  exp  in  a  Computer  Related 
Profession.  40  hrs/wk.,  9a-6p, 
$80,000/year. 

Applicants  should  submit  two  (2) 
copies  of  resume  in  response 
to:  Case  #1 9990490,  P.  0.  Box  # 
8968,  Boston,  MA02114. 


Systems  Analyst 

Accntg  systems.  FTP  2 
yrs  exp.  Bachelor's  deg 
accnting. 

Resume  to  L.  Wolff,  5 
North  Dr,  Great  Neck,  NY 
11021. 


ENGINEERING 

Position  available  for  Elec¬ 
tronics  Test  Engineer 
w/exp.  in  digital/analog  & 
video  service  products. 
Must  have  XLINX  &  DSP 
exp,  MCP  certification  & 
relevant  Bachelor's  de¬ 
gree  required.  Comp.  sal. 
&  benefits. 

Send  resume  to:  H.R., 
5410  NW  33  Ave,  Suite 
100,  Ft.  Lauderdale,  FI 
33309,  or  Fax  to: 
954-486-7936. 


Software  Engineer 

wanted  by  IS/IT  Consult¬ 
ing  Services  Firm  in 
Metuchen,  NJ.  Must  have 
Bach  in  Comp  Sci/Comp 
Engg  &  2  yrs  s/ware  exp. 

Respond  to:  HR  Dept, 
Avenir,  Inc.,  16  Pearl  St, 
Ste  205,  Metuchen,  NJ 
08840. 


Software  Engineer  (Boston  Metro 
area)  Design,  develop,  implement, 
and  test  automated  accounting 
system  for  a  financial  institution  in 
C/C++  and  UNIX  environments. 
$67,500/yr  Mon.  -Fri.  9am  -5pm. 
REQD:  Masters  Degree  in  Com¬ 
puter  Science,  engineering,  math, 
management  information  sys¬ 
tems,  or  related  area  plus  two 
years  exp.  in  job  offered  or  Bach¬ 
elors  degree  in  computer  science, 
engineering,  math,  management 
information  systems,  or  related 
area  plus  five  years  progressive 
experience  in  the  job  offered.Send 
2  copies  of  resume  to  P.0.  Box 
8968,  Boston,  MA  02114,  Case 
number  19983697 


Trusted  by 
more  hiring 
managers 
than  any  IT 
space  in 
the  world. 


NW000403E.9 


Programmer  Analyst  -  Assist 
client  with  Payroll  System  imple¬ 
mentation.  Design  and  recom¬ 
mend  reporting  solutions 
according  to  client's  business 
requirements.  Assist  client  with 
conversion  of  terminated 
employees  using  supported  and 
custom  API's.  Design  and  rec¬ 
ommend  logic  to  successfully 
accomplish  conversion.  Bache¬ 
lor’s  or  equivalent  +  2  yrs  exp.  in 
programming  w/  Oracle  Applica¬ 
tions  Version  10.6  or  higher. 
Human  Resources,  Payroll,  and 
General  Ledger  req’d:  Reports 
2.0/2.5,  Developer  2000  or 
Designer  2000.  Send  2  resumes 
to  Job  Order  #  2000-102,  P.O. 
Box  989,  Concord,  NH  03302- 
0989 


SOFTWARE  DEVELOPER: 
Design,  Development,  Testing 
and  implementation  of  commer¬ 
cial/  business  application  sys¬ 
tems  on  a  Unix  platform; 
Demonstrated  ability  using 
Powerbuilder  5.0/4.0;  Demon¬ 
strated  ability  using  Oracle  7.0 
RDBMS,  PI/SQL  and  MS-Ac- 
cess;  Demonstrated  ability  work¬ 
ing  on  MS-Windows  and  devel¬ 
oping  DLL’s  using  Visual  C++; 
Requires:  M.S.  in  Computer  Sci, 
Engg,  Math,  or  related  field  plus 
2  years  experience  in  job  offered 
or  software  development,  will  ac¬ 
cept  BS  degree  or  foreign  equiv¬ 
alent  degree  with  five  years  of 
experience  as  computer  profes¬ 
sional,  in  lieu  of  the  req’d  edu.  & 
exp.;  40  hrs/wk,  8:00  a.m.  to 
5:00  p.m.;  $50,000/yr.  Send  two 
(2)  copies  of  resume/respond  to: 
Case  #1 9990797,  PO  Box  8968, 
Boston,  MA  02114. 


Computer  -  Product  Development 
Manager.  $92-97,000.  Teaneck, 
NJ.  Position  req's  a  BS  in 
Computer  Science  or  Engineering. 
A  min  7  yrs  exp  in  systems 
mgmt  &  3  yrs  in  Forte.  Skill  set 
incl  architecture  development  of 
database  systems,  design  of 
large  scale  applications  & 
development  of  fault-tolerant 
solutions.  Responsibilities  include 
managing  the  development  & 
installation  of  an  integrated  toll 
systems  software  product,  the 
development  &  evolution  at 
the  technical  architecture, 
providing  guidance  to  the 
development  team  &  architec¬ 
tural  support  of  deliveries  of  the 
finished  product.  Please  fax 
inquiries  to  Erin  McWilliams 
at  201-836-4466  or 
erin.k.mcwilliams@lmco.com. 
EOE 


SENIOR  SOFTWARE 
CONSULTANT 

New  Jersey  based  computer 
consulting  company  is  looking 
for  Senior  Software  Consultant 
who  will  design  and  develop 
business  applications  using 
VAX/VMS,  C,  Oracle  and  SQL. 
Must  have  BS/MS  in  Comput¬ 
er  Science  plus  relevant  expe¬ 
rience. 

Send  resume/cover  Itr  to  Attn: 
Manohar  Gadiraju,  Gadiraju 
Technologies,  Inc.,  138 
Ketcham  Road,  Bellemead,  NJ 
08502. 


Systems  Analyst,  Malden,  MA; 
Analyze,  design,  develop  and  im¬ 
plement  software  database  ap¬ 
plications  based  on  Relational 
database  modelling  and 
Client/Server  technologies,  OR¬ 
ACLE,  SQL,  Pro’C,  Frontend 
tools  -Forms,  Reports,  Visual  Ba¬ 
sic  and  CASE  tools  in  Unix  and 
Windows  platforms.  Perform 
database  administration  and  tun¬ 
ing.  Req'd.  Bachelors  in  Comp. 
Scie.  or  Engg.  or  Math.  1  yr  exp 
in  job  offered.  40  hrs/wk.,  9a-6p., 
Mon-  Fri.,  $58, 000/Per  Year.  Ap¬ 
plicants  should  submit  two  (2) 
copies  of  resume  in  response  to 
Case  #19990508,  P.O.  Box 
8968,  Boston,  MA  02114. 


SOFTWARE  ENGINEER:Analy- 
sis,  design,  development  and 
testing  of  different  applications 
using  databases  such  as  Oracle, 
SQL  Server,  and  Informix  that 
includes  design  of  the  databas¬ 
es,  development  of  stored 
procedures,  migration  of  data 
and  also  database  administra¬ 
tion,  Knowledge  in  using  Graph¬ 
ical  User  Interface  (GUI)  tools 
such  as  Visual  C++  and  X/Motif. 
Developing  software  using  C, 
C++  Unix  and  networking  proto¬ 
cols  such  as  TCP/IP,  SMTP  and 
POP3.  Knowledge  in  Configura¬ 
tion  Management  and  release 
engineering.  Job  duties  are 
Analysis  of  current  procedures 
and  problems  to  refine  and  con¬ 
vert  the  data  to  programmable 
form;  determine  output  require¬ 
ments;  study  existing  systems  to 
evaluate  effectiveness;  upgrade 
systems  presently  in  use;  devel¬ 
op,  test  and  implement  new  soft¬ 
ware;  correct/systems  programs 
as  necessary.  Requires  Masters 
in  Computer  Science  with  no 
experience  required.  40  hours 
per  week  at  $  73,000  per  year. 
Please  send  resume  to  Case 
#  19990372,  PO  Box  #  8968, 
Boston,  MA  02114. 


PROGRAMMER/ANALYST: 

Will  conduct  and  document 
client  interviews  to  collect 
detailed  facts  regarding  client 
business  processes  and  techni¬ 
cal  environment.  Will  analyze 
collected  data  to  model  client 
business  systems  and  prototype 
new  systems  solutions.  Will  par¬ 
ticipate  in  system  design  as  well 
as  identify  and  document  issues 
and  risks.  Will  design  develop 
and  implement  software  and 
system  solutions  in  client/server 
environment  utilizing  a  wide  va¬ 
riety  of  operating  systems,  lan¬ 
guages  and  tools.  Requires: 
M.S.  in  Computer  Science  or  re¬ 
lated  field.  Must  have  demon¬ 
strated  ability  in  Oracle  and 
Sybase  development  as  well  as 
UNIX  and  C.  Must  have  demon¬ 
strated  ability  as  a  PowerBuilder 
developer.  40  hrs/wk  (9  to  5); 
$66,000/yr.  Send  resume/re¬ 
sponses  to  Case  No.  1 99831 82, 
Box  8968,  Boston,  MA02114. 


Software  Engineer  (Burlington, 
MA)  Design,  develop,  debug  and 
test  real-time  embedded  soft¬ 
ware  for  a  new  generation  of 
IP/ATM  products.  Design  and 
develop  network  management 
software  for  IP/ATM  products 
using  conventional  and  non- 
conventional  protocols.  Design, 
develop  and  implement  various 
software  projects.  $76,500/yr, 
40hrs/wk,  Mon.-  Fri.  8:00A.M.  - 
5:00P.M.  REQD:  Master  of  Sci¬ 
ence  degree  in  Computer 
Science,  Electrical  Engineering, 
or  related  and  one  year  of  expe¬ 
rience  in  job  offered  or  one  year 
of  experience  as  a  Firmware 
Engineer.  All  candidates  must 
possess  hands  on  experience  in 
C/C++  ,  IP  Routing  Protocols, 
and  real-time  software  develop¬ 
ment  for  embedded  network 
systems.  Send  resume  in  dupli¬ 
cate  to:  Case  #  19983387,  P.O. 
BOX  8968,  Boston,  MA02114 


Programmer  Analyst  sought  to 
analyze,  design  and  program 
customized  software  that  pro¬ 
vides  functions  specific  to  state 
government  child  support  on 
IBM  mainframe  using  TELON, 
COBOL,  IMS,  DB2  and  CICS. 
Design  and  program  software  to 
provide  computer-based  training 
and  multimedia  functions 
using  MULTIMEDIA  TOOL¬ 
BOOK.  Applicants  must  have  a 
Bachelors  degree  or  equivalent 
in  electrical  engineering  plus  two 
years  of  experience  in  the  job  of¬ 
fered.  M-F,  8-5;  40hrs/wk. 
Salary  $33/hr.  Submit  resume 
to:  Dept,  of  Labor/Bureau  of 
Workforce  Program  Support, 
P  O  Box  10869.  Tallahassee,  FL 
32302.  Re:  Job  ord#  FL- 
2056570. 


CyberTech  Systems,  Inc.  provides  IT  strategy  consulting,  systems 
integration  and  software  development  to  clients  nationwide.  We 
have  immediate,  full-time  opportunities  for  both  entry-level  and 
experienced  professional  in  any  of  the  following  areas: 

SAP  R/3 

♦  Functional  (Financials,  Logistics,  HR) 

♦  Technical  (BASIS,  ABAP,  ALE/EDI) 

NETWORKING 

♦  Systems  Engineers  (MCSE) 

♦  LAN/WAN  Specialist  (CISCO) 

APPLICATION  DEVELOPMENT 

♦  Microsoft  Certified  Solution  Developer  (Visual  Basic,  Visual  C++) 

♦  Database  Administrators  (Oracle,  SQL  Server) 

♦  Web  Based  Development  (Java  or  JavaScript,  CORBA,  Microsoft 

ASP,  ActiveX,  COM/DCOM) 

Job  opportunities  are  also  available  for  Sale  Managers,  Marketing 
Managers,  Business  Managers,  Human  Resources  Managers, 
Controllers  and  Technical  Recruiters.  Bachelor's  or  Master’s  degree 
required,  depending  on  position.  We  also  accept  the  foreign  educa¬ 
tional  equivalent  of  the  degree  or  the  degree  equivalent  in  educa¬ 
tion  and  experience.  Excellent  benefits.  Send  confidential  resume 
and  salary  requirements  to:  CyberTech  Systems,  Inc.  1111  W.  22nd 
Street,  8th  Floor,  Oak  Brook,  IL  60523  OR  8  Neshaminty  Interplex, 
Suite  209,  Trevose,  PA  19053.  An  equal  opportunity  employer. 


SOFTWARE  ENGINEER:  Design  and  development  of  Operations 
Administration  and  Maintenance  (OAM),  Mobile  Switching  Center 
(MSC)  and  Authentication  Center  (Auc)  applications  for  wireless  mes¬ 
saging  systems.  Ability  in  monitoring  distributed  SNMP  agents  using 
CMIP  Mangers  in  OSI  communication  networks.  Knowledge  in 
designing  a  command  generator  to  access  HLR,  VLR,  and  IWF  switch¬ 
ing  centers  in  Personal  Access  Communication  Systems.  Developing 
three-tier  client  server  applications,  using  MS  OLE,  for  accessing 
Informix  and  MS  SQL  Server  databases  in  the  network.  Job  duties  are 
Analysis  of  current  procedures  and  problems  to  refine  and  convert  the 
data  to  programmable  form;  determine  output  requirements;  study 
existing  systems  to  evaluate  effectiveness;  upgrade  systems  presently 
in  use;  develop,  test  and  implement  new  software;  correct/systems 
programs  as  necessary.  Requires  Masters  in  Computer  Science  with 
no  experience  required.  40  hours  per  week  at  $  65,000  per  year.  Please 
send  resume  to  Case#  19990817,  PO  Box  #8968,  Boston,  MA02114. 


SOFTWARE  ENGINEER:  Proven  ability  in  using  X-windows  &  Motif  to 
develop  User  Interfaces  for  the  Client  applications  in  the  client-server 
environment.  Proven  ability  in  implementing  the  RPC  mechanisms  and 
developing  the  distributed  Server  applications  using  C,  C++  Language 
on  the  networking  environment.  Ability  in  Socket  Programming  using 
TCP/IP  protocols  for  Client  server  communications.  Proven  ability  in 
using  the  case  tools  UIMX,  Purify,  Pure  ddts  on  various  Unix  platforms 
and  testing  the  system  using  TCL-Tk,  Csh,  Sh,  Awk  shell  scripts.  Job 
duties  are  Analysis  of  current  procedures  and  problems  to  refine  and 
convert  the  data  to  programmable  form;  determine  output  requirements; 
study  existing  systems  to  evaluate  effectiveness;  upgrade  systems 
presently  in  use;  develop,  test  and  implement  new  software; 
correct/systems  programs  as  necessary.  Requires  Masters  in 
Computers  with  no  experience  required.  40  hours  per  week  at  $  52,000 
per  year.  Please  send  resume  to  Case  #  19983801 ,  PO  Box  #  8968, 
Boston,  MA  02114. 


IT  Professionals 

Rapid  growth  IT/Software  Com¬ 
pany  seeks  Network  Engineers, 
Software  Engineers,  Database 
Admin.  Systems  Analysts  and 
Programmers  (MS+2  or  BS+5) 
with  at  least  2  yrs  exp  in  design, 
development,  implementation 
and  maintenance  in  the  following 
areas: 

•  Windows  NT,  TCP/IP, 
NetBEUI,  DLC,  SNMP/RMON 

•  UNIX/Windows  NT  systems 
admin. 

•  Cisco  Router  Admin 

•  Oracle,  Sybase 

•  GUI  design  using  Visual  Basic, 
Power  Builder 

•  C,  C++,  JAVA,  ActiveX, 
COM/DCOM 

•  QA  Testers 

Candidates  must  be  willing  to 
travel  and  relocate.  Send 
resume  to  Human  Resources, 
North  Star  International  Group 
Inc.,  181  Nelson  Avenue, 
Jersey  City,  NJ  07307. 
Fax  732-321-5711;  e-mail 
iobs@north-star.com . 

Visit  our  web  site  at 
http://www.north-star.com. 


TO  HIRE. 

(J^  careers 

START 
WITH  US. 


Position:  Principal  Software 
Engineer 

Work  under  the  supervision  of 
Senior  Software  Engineer  with 
direct  responsibility  for  the  de¬ 
sign  and  development  of  new 
software  products.  Responsibil¬ 
ities  include: 

Analysis  of  customer  require¬ 
ments;  preparation  of  technical 
specifications  for  new  software 
products;  development  of  pro¬ 
grams  and  unit  testing;  including 
schedules  to  meet  product  re¬ 
lease  goals;  interface  with  other 
areas  of  engineering,  including 
documentation,  quality  assur¬ 
ance,  technical  support  to  en¬ 
sure  product  meets  all  release 
goals;  work  with  remainder  of 
team  to  implement  programming 
features  of  products. 

Minimum  job  requirements: 

B.Sci.  or  equiv.  w.  major  in 
engineering  or  production  or  in¬ 
ventory  control;  1  yr.  exp.  in 
software  engineering  or  manu¬ 
facturing/information  systems 
control 

Weekly  hours  and  daily 
schedule:  40  hrs./wk  9:00 
A.M.  to  6:00  P.M.,  Mon.-Fri. 

Salary:  $65,000.00  to 
$68,000.00  /year 

Geographic  area:  Stoneham, 
MA 

Prevailing  working 
conditions  are  hereby  offered 

Applicants  should  respond  to: 
Case  #19981753 
PO  Box  8968 
Boston,  MA  02114 

Applicants  should  submit  two 
(2)  copies  of  his/her  resume 
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Vice  President  of  Communication  Systems 

Directs  and  coordinates,  personally  and  through  subordinate  man¬ 
agerial  personnel,  the  requirements  definition,  design  and  develop 
ment  of  all  software  communication  and  networking  management 
system  products  for  on-line,  real-time  Lottery  systems. 
Communication  software  products  run  on  multiple  hardware  platforms 
including  Digital  Equipment  Corporation  Alpha  and  VAX  systems, 
Intel  486  and  286  processors;  and  on  multiple  software  platforms 
including  Digital  Equipment  VMS,  Open  VMS  and  UNIX  operating 
systems  and  Integrated  Systems'  PSOS  real-time  operating  system 
kernel. 

In  conjunction  with  Marketing  and  Senior  Management,  develops  a 
Communication  Software  Product  strategic  direction  and  plan. 
Develops  options  and  a  cost/benefit  analysis  of  each  option.  Makes 
recommendations  to  executive  level  management.  Develops  and/or 
directs  the  development  of  requirements  statements  based  on  prior 
knowledge  of  the  on-line  Lottery/gaming  market  needs  and  interviews 
with  Marketing,  Sales,  Operations  and  customers.  Identifies  new 
products  and  deliverables.  Creates  development  plans  and  directs 
actual  development.  Identifies  opportunities  for  incorporation  of  third- 
party  software  products.  Directs  the  evaluation  of  third-party  software 
products.  Negotiates  licensing  fees  with  selected  third-party  vendors 
Participates  in  dialogue  with  customers  on  the  application  of  technol¬ 
ogy  in  the  internationally  diverse  gaming  market. 

Manages  the  operations  of  the  Communication  Software  Products 
development  group.  Plans  annual  budgets  and  ensures  that  actual 
expenses  are  within  approved  budgeted  guidelines.  Recruits  full-time 
and  part-time  staff  as  needed  to  meet  product  delivery  commitments. 
Identifies  capital  equipment  needs,  evaluates  options,  initiates  pur 
chase  and  arranges  for  training  as  needed.  Oversees  personnel 
development.  Provides  career  counseling.  Identifies  professional 
growth  opportunities  for  individuals. 

In  conjunction  with  peer  development  managers  in  Systems 
Engineering,  Communication  Hardware  Products  Engineering, 
Lottery  Software  Products  Engineering  and  Hardware  Products,  coor¬ 
dinates  development  of  Lottery  system-wide  products. 

Directs  configuration  management  of  Communication  Software 
Product  deliverables.  Develops  and  follows  software  policy  and  pro¬ 
cedures.  Coordinates  with  Software  Quality  Assurance  for  indepen¬ 
dent  testing  and  verification  of  delivered  software.  Coordinates  the 
transfer  of  communication  software  products  to  the  Support  organi¬ 
zation  for  maintenance  and  enhancement.  Provides  on-going  soft¬ 
ware  configuration  recommendations  and  support  to  the  Support  and 
Operations  organizations.  Directs  the  development  of  user  documen¬ 
tation  for  communication  software  products.  Provides  development 
status  to  Executive  Level  Management.  Identifies  risks  and  issues  to 
development  plans  and  recommends  alternative  solutions.  Develops 
and  executes  contingency  plans  on  an  as-needed  basis. 
REQUIREMENTS:  Master’s  Degree  in  Electrical  Engineering,  or 
Computer  Science,  or  related  field.  HOURS:  40+/week.  RATE  OF 
PAY:  $1 30,000/year.  SEND  RESUME  TO:  GTECH  Corporation,  do 
SC  Stowe,  20  Centerville  Road,  Warwick,  Rl  02886 


Multiple  positions  for  IT  professionals  with  CT  based  firm  as  following. 

(1 )  Programmer/Analysts:  Bachelors  in  any  major  with  1  year  training 
in  software  development  and  2  years  experience  on  the  job  as  a 
programmer/analyst. 

(2)  Software  Engineers:  Masters  in  CS  or  CA  or  Engg  with  2  years  ex¬ 
perience  as  a  software  engineer  or  as  a  programmer/analyst;  OR 
Bachelors  in  CS  or  Engg  with  5  years  experience  as  a  Software 
engineer  or  Programmer/analyst. 

(3)  Network/Database/system  administrators:  Masters  in  CS  or  Engg 
or  Computer  applications  with  2  years  Experience  as  a  Database 
administrator  in  Oracle  or  SQL  server  or  DB2,  or  Network  admin¬ 
istrator  in  Novell  or  Windows  NT;  OR  Bachelors  in  CS  or  Engg  or 
any  field  with  1  yr  training  in  software  development  and  5  years 
lexperience  on  the  job  as  Database  administrator  in  Oracle  or  SQL 
server  or  DB2,  or  Network/system  administrator  in  Novell  or 
Windows  NT 

Various  Skills  combination  required: 

COBOL,  MFCOBOL,  EASYTRIEVE,  SAS,  VSAM,  CICS,  DB2,  AS/400, 
DEV  2000,  UNIX,  VMS,  C,  C++,  VISUAL  C++,  JAVA,  PERL,  CGI, 
CORBA,  EJB,  JAVA,  JAVASCRIPT,  VBSCRIPT,  ASP,  COM,  DCOM, 
ACTIVE-X,  VISUAL  BASIC,  SQL,  PL/SQL,  SQR,  ORACLE,  SQL 
SERVER,  NOVELL,  WINDOWS  NT, CISCO  ROUTERS  AND 
SWITCHES,  SCRIPTING 

Apply  with  2  copies  of  resume  to  H  R.  Dept,  Meena  systems  inc;  241 
Asylum  St,  Suite  5,  Hartford,  CT  06103 


Member  of  Technical  Staff.  This  position  involves  end-to-end  software 
systems  development  for  network  and  traffic  Management  of  commu¬ 
nication  networks.  It  requires  basic  research  and  development  in  com¬ 
puter  science  as  well  as  software  design  and  implementation  for  net¬ 
work  management  applications.  Developing  fluency  in  the  following 
domains  is  especially  important:  broadband  and  voice  network  opera¬ 
tions  management,  wireline  voice  network  traffic  management,  and 
workflow  systems  applied  to  network  management.  Must  build  and  de¬ 
sign  state-of-the-art  object-oriented  software.  Will  implement  UNIX- 
based  graphical  user  interface  design  and  UNIX  network  programming, 
and  client/server  system  design  and  implementation.  Must  communi¬ 
cate  with  peers  in  the  engineering  and  computer  science  communities 
and  present  work  to  both  academic  and  industry  environments.  MS  in 
Computer  Science  or  EE  required,  plus  1  yr  exp  in  job  offered  or  relat¬ 
ed  occupation  as  software  engineer.  Education  or  experience  must  in¬ 
clude:  1)  Large  scale  software  design  and  object-oriented  skills,  with 
additional  implementation  skills  using  C/C++,  X/Motif,  in  the  UNIX  er; 
vironment  2)  Client  server  architectures  and  Graphical  User  Interfaces, 
and  the  construction  of  information  and  decision  support  systems  based 
on  them  3)  Mathematical  optimization  applied  to  network/system  mod¬ 
eling,  analysis  and  simulation,  and  knowledge  of  network/system  man¬ 
agement;  as  evidenced  by  coursework,  research,  training.  40  hrs/wk, 
8-4:30,  $70,600/yr.  Send  2  resumes  to  Case  #1 9983559,  PO  Box  8968, 
Boston,  MA  02114. 
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I  to  learn  the  hottest  techniques  in 
finical  Recruiting  and  Retention  today? 
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Town  Hall  Forum 

This  popular  session  has  been  designed  to 
provide  an  open  forum  for  discussion  of 
recruiting  and  retention  issues  that  face  every 
recruiter.  It’s  an  opportunity  to  learn  from  your 
peers  and  a  place  to  share  best  practices. 


Meet  Formally  &  Informally  with  Peers  in 
the  New  Conference  Lounge 

For  the  first  time,  we’re  making  a  new  conference  lounge  available 
for  formal  and  informal  meetings  with  your  peers.  Open  during  all 
conference  hours,  it’s  a  great  place  to  take  a  break  and  catch  up 
with  other  recruiting  and  retention  professionals. 


Exhibitor  Showcase  and  Reception 

Each  year  this  conference  offers  a  limited  number  of  highly  qualified  human  resource  vendors 
an  opportunity  to  showcase  their  products  and  services.  These  vendors  have  been  invited  to 
assist  you  with  your  day-to-day  recruiting  efforts.  To  date,  the  variety  of  companies  that  will  be 
represented  at  this  year’s  conference  includes:  recruitment  advertising  agencies,  job  fair 
producers,  recruiting  software  developers,  training  providers  and  skill  testing  companies.  We 
hope  that  you  will  take  time  to  visit  the  exhibitors  during  our  allocated  exhibit  showcase  hours. 


Sure,  plenty  of  people  talk  about  how  they  have  the  best 
e-commerce  jobs  around.  Who  doesn't?  But  how  many  have  the 
security  and  support  to  back  up  the  attitude? 

With  the  broadest  portfolio  of  e-commerce  software, 
services,  and  partners,  iPlanet™  E-Commerce  Solutions  puts 
entire  businesses  online.  And,  with  more  than  half  of  the  Fortune 
100  already  working  with  us,  we're  battle  tested  and  ready  to  run. 

So,  what  does  all  of  this  mean  to  you?  The  chance  to  work  in 
the  most  exciting  space  on  the  planet,  the  challenge  to  change 
the  way  business  gets  done,  and  the  opportunity  to  join  the  most 
talented  people  in  the  valley. 

If  you  are  among  the  best  in: 

•Software  Engineering  •Professional  Services  •Customer  Support 


•  • 

iPlanet 

e-commerce  solutions 


APPLY  NOW. 


Enjoy  an  out-of-this-world  compensation  package,  working 
with  the  smartest  people  around  and  a  flexible,  fast-paced 
environment.  Send  your  resume  to  iPlanet_jobs@sun.com  or  visit 
us  at  www.iplanet.com/jobs  and  apply  today. 
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You  can’t  hide  from  change.  But  you  can  prepare  for  it.  Embrace  it  even.  That's  where  we  come  in.  With  an  eMarketplace  that 
matches  your  unique  skills  with  the  most  rewarding  opportunities.  With  powerful  tools  that  help  you  run  your  business  better. 
And  with  a  virtual  network  that  connects  you  with  the  right  kind  of  companies  —  those  that  can  see  as  far  ahead  as  you. 


SkillsVillage.com" 


A  new  force  at  work. 


Westwood 


Competition?  Post  your-resume  & 
ie’nter.yolirse if ;i nto  adrawing.for  a 

’  S12,000  raise  in  salary! 


:Rules'amf  alt.  means  of  entry  see 
www.1-JOBS.com 


com 

Explore 
HUNDREDS 
of  jobs  in 
HIGH  TECH! 


HIGH  TKH 


FAIR 


Thursday 


April 


6 


CO 


Denver 


The 


Denver  Marriott 
Tech  Center 


Not  near  a  Career  Fair  or  attending 
and  wanting  to  get  ahead  of  the 


Call:  800-593-0101. 
Fax:  800-958-JOBS 
E-Mail:  lnfo@1-Jobs.com 
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ATTENTION  IS/IT  PROFESSIONALS! 


Your  dream 
IT  job  is  just  a 


career  fair  away. 


•? 


Plan  to  attend  the... 


NAACP  Diversity  &  High-Tech 


CAREER  FAIR 


“The  *1  Diversity  Career  Fair  In  The  Nation  ’ 

HIT! 

Local  Sponsor 


Shomex  Productions  event 


National  Sponsors 


Regional  Sponsors 

^  MERCK 


United  Defense 


ITcareers 

Findings  ore  the  result  of  a  1999  notional  survey  of  2,000  registered  NAACP  Career  Fair  attendees. 


2000  UPCOMING  SCHEDULE  OF  EVENTS 


NEW  YORK,  NY 

LONG  BEACH,  CA 

SHARONVILLE,  OH 

WASHINGTON,  DC 

Tuesday,  April  18 

Tuesday,  May  9 

Tuesday,  June  6 

Monday,  July  24 

Madison  Square  Garden  Expo  (it. 

Long  Beach  Convention  Center 

Sharonviue  Convention  Center 

Hilion  Alexandria  at  Marx  Center 

CHICAGO,  IL 

ATLANTA,  GA 

SOMERSET,  NJ 

SAN  DIEGO,  CA 

Tuesday,  April  25 

Tuesday,  May  16 

Tuesday,  June  13 

Tuesday,  July  25 

Navy  Pier 

Georgia  World  Congress  Center 

Garden  State  Convention  Center 

San  Diego  Convention  Center 

CALL  1-800-562-7469  FOR  INFORMATION  ON  EXHIBITING  OR  ATTENDING! 

If  you  can't  make  it  to  the  events,  submit  your  resume  at  bestdiversityemplayers.com. 
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The  NAACP  Diversity  &  High-Tech  Career  Fair  is  produced  and  managed  by  Shomex  Productions 

2601  Ocean  Park  Boulevard,  Suite  200,  Santa  Monica,  (A  90405  *  (310)  450-8831  *  www.naacpjobfair.com 


WE  DO  A 
BETTER 
JOB  AT 
HELPING 
YOU  GET 
ONE. 


careers  com 


Computerworld  •  InfoWorld  •  Network  World  •  April  3, 2000 
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major  e-business  players 


Gartner  is  the  world’s  leading  IT  research  and  consulting  organization.  We  are  utilized  as  a  “think  tank”  by  key 
players  in  the  corporate  community,  many  members  of  which  would  not  make  a  decision  without  us.  More 
than  35,000  individual  clients  representing  over  9,000  organizations  worldwide  (needless  to  say 
some  of  the  most  visible  “players”  out  there)  count  on  us  to  lead  them  through  assorted  e-mazes  and  tech 
jungles  to  the  right  decision. 


Don’t  you  think  you  owe  it  to  yourself  to  find  out  more 
about  opportunities  at  Gartner?  Send  your  resume  to: 
e-mail:  internet.IS3@gartner.com;  Fax:  (203)  316-3445  ATTN: 
AG .  We  are  an  equal  opportunity  employer. 

www.gartner.com/careers 


Gartner 
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IT  CAREER  OPPORTUNITIES 

FLORIDA  COMMUNITY  COLLEGE  AT  JACKSONVILLE 

Career  opportunities  for  technology  leaders  and  IT 
professionals  with  two  or  more  years  of  experience. 

•  Associate  Vice  President,  Educational 
Support  Technology 

•  Manager,  Center  for  Instructional  Design 

•  Systems  Programmers  imvs,  vm> 

•  Senior  Systems  Analysts  (Natural/cobol) 

•  E-systems  Developers  iperl,  java,  html) 

We  offer  competitive  salaries  (negotiable 
dependent  upon  education  and  experience), 
exceptional  benefits  and  a  modem,  professional 
work  environment. 

FCCJ  is  the  10th  largest  community  college  in 
the  nation  serving  over  75,000  students  at  five 
campuses  and  multiple  centers  in  Northeast  Florida. 

For  more  information  or  to  apply,  visit  our  Web 
site  at  www.fccj.org,  fax  your  letter,  application 
or  resume  to  904-632-3097,  or  mail  to 
Employment  Manager,  501  W.  State  St., 
Jacksonville,  FL  32202. 
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For  High  Tech  Jobs  go  to  www.dice.com 

Jfrdice.com 

High  tech  jobs  online 


NASDAQ:  EWBX 


AN  EARTHWEB  SERVICE 


IT 
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Job  Opportunity:  Change  Everything. 

On  February  1 7,  2000, 

We  are  seeking  experi- 

an  important  reorganiza- 

enced  consultants  to  join 

tion  of  the  practices  of 

our  Management  Consulting 

PricewaterhouseCoopers 

was  announced. 

Services  team  in  these 
market  areas:  Strategic  and 
Organizational  Change, 

The  decision  to  restruc- 

Process  Improvement,  and 

ture  our  consulting 

Technology  Solutions. 

practices  into  separate 

This  is  your  chance  to  be 

operations  will  create 

a  part  of  what's  next. 

unprecedented  opportuni¬ 
ties  for  those  who  seek  to 

innovate  and  advance  in  a 

We  are  conducting 

Open  Houses  on 
Wednesday,  April  12th, 

fast-paced,  E-Business  team 

in  the  following  cities: 

environment. 

Imagine  working  for  an 

Atlanta 

Chicago 

organization  that  offers  the 

San  Francisco 

vision,  energy  and  urgency 

of  a  start-up  and  the  global 

All  event  times  are 

connections  and  relation- 

10am-2pm  &  4pm-8pm. 

ships  with  the  companies 

that  are  defining  the  new 

Internet  economy. 

Visit  our  website  at 
www.pwcglobal.com/ 
openhouse 

That's  the  opportunity  we 

to  learn  more  about 

are  offering. 

these  events. 

FtocmtiERHOUsfQOPERS  § 

join  us.  Together  we  can  change  the  world5.” 

www.pwcglobal.com/openhouse 

PricewaterhouseCoopers  is  proud  to  be  an  Affirmative  Action  and  Equal  Opportunity  Employer. 

02000  PricewaterhouseCoopers  LLP.  PricewaterhouseCoopers  refers  to  the  U.S.  firm  of 

PricewaterhouseCoopers  LLP  and  other  members  of  the  worldwide  PricewaterhouseCoopers  organization. 

. 

Cool  Jobs.  Hot  Content. 


Auriga,  Inc.  has  immediate 
openings  for  Programmers  and 
Systems  Analysts  at  project 
sites  throughout  the  U.S.  Ap¬ 
plicants  must  be  prepared  to 
relocate  on  a  project-by-project 
basis.  We  also  have  an  open 
position  of  Sales  Manager  in 
San  Jose,  CA. 

Mail  resumes  to  Auriga,  Inc., 
Attn:  Recruiter,  1  Overlook  Dr., 
Unit  2,  Amherst,  NH  03031,  or 
e-mail  to  info@auriga.com,  or 
fax  to  603-672-2316.  See  our 
web  site  at  www.auriga.com 


POSITIONS  NATIONWIDE 

JOBS:  Management  Consul¬ 
tants,  IT  Consultants,  IS 
Auditors,  ERP  Consultants, 
CIO’s,  CTO’s,  Etc. 

LEVELS:  All  Levels 
LOCATIONS:  Nationwide 

CLIENTS:  Consulting  Cos; 
CPA  Firms;  Cos.  In  Most 
Industries  (Including  Start-Ups) 

CONFIDENTIALITY:  Assured. 
PROCESS:  Send  Resume: 
EMAIL:  alliedsrch@aol.com 
FAX:  1-415-921-5309 

MAIL:  Allied  Search,  Inc.,  Box 
472410,  San  Francisco,  CA 
94147,  Attn:  Don  May,  Director 
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Look  for  it  in  this  Issue! 

Employers  -  For  advertising 
information  call  Janis  Crowley, 
1-800-762-2977 
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where  the  best  get  better 


Computerworld  •  I nfo World  •  Network  World  •  April  3,  2000 
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Every  use  of  technology  has  its  day  as  a  star. 

For  e-commerce,  the  day  has  just  begun  as  individual  users  and 
businesses  see  entirely  new  opportunities  still  unfolding  in  the  industry. 
It's  not  just  a  day  as  a  star  -  it  will  be  more.  Much  more. 


Amazon.com 
Seattle,  WA 


Dot-com  companies  may  be  multiplying  like  bunny  rabbits,  but  Amazon.com  continues  to  hold  the 
position  at  the  front  of  the  pack.  It's  a  place  where  new  things  are  under  way  every  day,  where  IT  professionals 
have  a  chance  to  sharpen  and  improve  the  online  experience  for  millions  of  users.  Amazon.com  offers  that 
unique,  rich  media  experience  that  combines  every  angle  of  technology/customer  touch. 

Uniquely  Amazon.com,  the  skills  being  sought  include  not  just  technical  capability  but  also  "folks  with 
personality,"  says  Neil  Roseman,  director  of  engineering  for  marketplace  systems.  "We  need  people  with  passion 
and  a  sense  of  humor  -  that's  important  because  we  are  working  hard." 

Aziz  Chowdhury,  manager  of  technical  recruiting,  adds  that  the  company  does  need  deep  technical 
expertise  for  web  and  application  development  with  additional  opportunities  for  those  who  have  HTML, 
networking,  infrastructure  and  broadband  experience. 

"We  are  builders,  not  assemblers,"  says  Roseman.  "We  are  doing  things  that  have  never  been  seen 
before.  We  believe  that  we've  only  seen  about  1  to  2  percent  of  what  e-commerce  can  do.  There  is  no  one 
out  there  selling  what  we  need  at  Amazon.com,  so  we're  creating  what  will  be  copied  later  by  others." 

Roseman  says  the  big  attraction  for  a  potential  employee  is  the  "newness  of  it  all.  And  because  of  that, 
there  is  no  real  guide  of  what  your  career  will  be  like,  taking  you  from  point  A  to  point  B.  The  promise  is  that 
you're  not  just  learning  about  new  technologies,  you're  doing  it." 

Roseman  says  one  of  the  things  that  keeps  him  humble  is  the  constant  drive  for  him  to  hire  people  smarter 
than  himself.  "You'll  work  hard,  make  history,  and  people  will  watch  out  for  you.  While  you're  working  on  some 
major  ground-breaking  project,  your  supervisor  is  already  working  on  how  to  help  you  take  a  break  when  it's  over!" 


by  Carole  Hedden 

have  gone  beyond  job  duties,  people  who  have  had  an  active  role  in  developing  their  careers  and  who  find 
solutions  to  real  problems." 

More  than  technical  skills,  though,  Berbee  seeks  a  less-tangible  attribute:  a  good  cultural  fit.  "We  continu¬ 
ously  strive  to  preserve  our  culture,"  says  Mish.  "So  we  find  people  who  can  adapt  to  change,  who  have  a 
track  record  for  reinventing  themselves,  as  well  as  their  skills.  'Toward  that  end,  Berbee  offers  three  weeks  of 
annual  training. 

It  must  be  working:  Berbee  boasts  a  94  per¬ 
cent  employee  retention  rate.  "We  hire  people  who 
are  data  sharers,  formally  and  informally,"  says 
Scheffler.  "It's  common  to  send  out  a  global  e-mail 
inside  Berbee,  requesting  ideas  and  experiences  to 
find  a  solution  -  and  then  being  inundated  with 
replies.  That's  the  kind  of  place  Berbee  is." 

Moreover,  when  it  comes  to  deciding  which  IT 
company  to  work  for,  culture  is  a  critical  factor  in 
Berbee's  favor.  "Trust  and  support  of  every  individ¬ 
ual's  judgement  is  a  company  principle,"  she  says. 

"Things  don't  get  tied  down  here  by  committees  and 
structure  for  too  long  before  we  invoke  that  principle. 

"Stature  and  position  isn't  everything  here  -  rather,  it's  the  ability  to  do  new  things  and  to  go  as  far  as 
your  talents  will  take  you,"  says  Scheffler.  Hierarchy  is  a  necessary  evil  of  sorts  -  to  the  extent  that  even 
Jim  Berbee  works  from  a  cubicle. 


Berbee  Information  Networks  Corporation 
Madison,  Wl 

Behind  LandsEnd.com  -  among  the  first  successful  e-commerce  sites  in  the  Internet's  young  history  -  there 
is  a  company  providing  technology  expertise  to  further  blur  the  lines  between  a  traditional  retail  shop  and  the 
online  store.  By  integrating  a  number  of  unique  personalization  tools,  visitors  of  all  shapes  and  sizes  are  able  to 
find  the  perfect  drape  or  color  in  a  pair  of  chinos  -  by  virtually  'trying  on'  the  retailer's  world-famous  clothing. 

That  company  is  Berbee  Information  Networks. 

Founded  in  1993  with  one  employee  -  President  and  CEO  Jim  Berbee  -  Berbee  has  grown  exponentially, 
and  there  are  plans  to  double  in  size  again  this  year.  Leveraging  regional  demand  for  a  new  network  diagnostic 
tool  -  the  network  'sniffer'  -  this  scrappy  company  quickly  evolved  into  a  top  reseller  of  Cisco  Systems  and  IBM 
solutions.  Today,  Berbee  is  building  on  its  e-commerce  expertise  to  become  a  full-service  Application  Service 
Provider  (ASP),  providing  server  and  applications  management,  integrated  services,  network  security  and  data 
warehousing  to  a  diverse  client  roster  that  includes  established  Fortune  500  brands,  as  well  as  dot-com  startups. 

"We  started  writing  web  applications  five  years  ago,  when  the  online  community  didn't  exist  much,"  says 
Tom  Mish,  development  manager.  "We  specialize  in  the  business-to-consumer  model  because  that's  where  we 
have  the  most  experience,  working  with  customers  such  as  Woolrich  and  Lands'  End." 

Mish  says  there  is  no  shortage  of  IT  innovation  at  Berbee,  a  fact  that  bodes  well  for  tech-focused 
employees  and  solution-driven  customers.  "We've  found  that  the  best  way  to  grow  and  keep  business  is  to 
choose  customers  who  are  'up  to  something'.  By  doing  so,  we  retain  current  staff,  and  are  able  to  attract 
new  people.  We  make  sure  we  have  customers  who  are  interested  in  new  and  intriguing  things." 

Michelle  Scheffler  of  the  People  Department  says  Berbee  seeks  web  developers,  Internet  architects,  and 
e-business  analysts.  "Because  most  of  our  positions  are  customer  facing,  we  emphasize  communication  skills  ond 
business  experience.  And,  as  with  our  customers,  we're  looking  for  people  who  are  'up  to  something'  -  who 


CosmoCom 
Melville,  NY 

One  of  the  biggest  concerns  about  e-commerce  transactions  is  the  lack  of  human  contact  -  getting  some¬ 
one  to  answer  your  questions  or  address  your  concerns  in  a  timely,  responsive  manner.  This  is  the  very  need  that 
CosmoCom  meets.  "CosmoCom  was  founded  to  address  this  issue  in  the  Internet  revolution,"  says  Karen  Vallone, 
CosmoCom  director  of  human  resources.  "We  provide  a  cost-effective  means  of  bringing  the  human  touch  -  live 
customer  service  -  to  the  web." 

The  company,  founded  in  1995,  launched  with  its  core  product  CosmoCall,  and  in  September  1999, 
introduced  CosmoCall  Universe.  "CosmoCall  Universe  is  truly  the  essential  e-care  technology.  The  system 
connects  e-businesses  and  their  customers  worldwide  in  multimedia  sessions  via  telephone  and  the  Internet  - 
including  voice  and  video  over  the  Internet  -  and  also  manages  e-mail  and  voice  mail  messages,  all  in  a  single 
unified  platform,"  explains  Vallone.  "CosmoCall  Universe,  the  only  truly  unified  contact  center  technology 
available  today,  has  evolved  as  both  an  end-user  solution  and  an  Application  Service  Provider-proven  platform 
for  service  providers." 

CosmoCom  customers  can  install  the  product  by  compact  disk,  make  some  slight  customizations  and  be 
up  and  running  within  a  day.  "We  have  the  ability  to  integrate  with  customers'  other  back-office  operations, 
offering  added  value  and  ease  of  use,"  adds  Vallone. 

Over  the  past  three  months,  CosmoCom's  staff  has  grown  by  50  percent.  "We're  in  a  rapid  growth  stage," 
says  Vallone.  "The  majority  of  positions  we  offer  are  in  technical  support  services  -  people  who  can  help  our 
customers  with  installation,  implementation,  integration  and  technical  support.  To  maintain  our  leading 
position  in  the  forefront  of  live  customer  service  on  the  Internet,  we're  continuing  to  push  the  web  and 
telephony  areas."  In  addition,  Vallone  is  looking  for  people  who  understand  the  principles  of  customer  service 
and  can  respond  enthusiastically. 


Advertising  Supplement 


"There's  no  question  that  technical  professionals  have  a  tremendous  selection  of  employment 
opportunities,"  said  Vallone.  "At  CosmoCom,  you'll  find  an  amazing  team  of  people  who  feel  strongly  about 
the  company.  We're  working  on  the  world's  most  exciting  technology  in  terms  of  multi-media,  advanced 
intelligent  networks  and  e-commerce.  People  here  are  hands-on  and  creative." 

The  Gartner  Group 

Stamford,-  CT 

The  IT  space  is  filled  with  companies  ready  to  provide  the  manpower,  the  thinking,  the  integration  and 
the  product.  Just  a  few  are  dedicated  to  research.  Among  them  is  Gartner,  based  in  Stamford  and  providing 
service  to  Fortune  1 000  companies. 

Maria  Zorzos,  group  vice  president-worldwide  staffing,  is  hiring  approximately  150  associates  per 
month  across  Gartner's  business  units.  "Gartner  has  been  a  traditional  research  company,"  she  says.  "We 

were  great  at  identifying  technologies  and  trends 
and  how  these  would  play  a  part  in  business  infra¬ 
structure.  We  were  highly  successful,  and  our 
stock  split  three  times  in  under  two  years." 

As  with  most  businesses,  however,  Gartner 
is  reinventing  itself  for  the  new  millennium.  The 
"think  tank"  of  the  IT  industry  is  now  targeting 
every  IT  professional  as  a  potential  market.  "We 
provide  a  resource  to  every  professional  or  execu¬ 
tive  involved  with  decision  making,  giving  them 
the  latest  information  on  technologies,  uses,  and 
capabilities." 

To  reach  this  extended  audience,  Gartner  recently 
acquired  Tech  Republic,  a  dot-com  operation  that 
will  allow  Gartner  to  reach  more  than  400,000  IT  professionals. 

So  how  do  you  hire  the  IT  gurus  who  serve  IT  professionals?  "We  have  three  strategic  business 
initiatives,"  explains  Zorzos.  "The  first  is  in  developing  our  own  web  capabilities.  In  the  past  we  provided 
research  through  written  analysis  and  CD-ROMs.  We're  now  utilizing  the  web  not  only  to  serve  as  an  exten¬ 
sion  of  our  distribution  channel,  but  also  as  the  primary  means  by  which  our  clients  interact  with  us."  For  this 
unit,  Gartner  is  looking  for  people  with  web-development  skills  who  also  understand  the  information  delivery 
industry.  "We'll  continue  to  enhance  and  improve  our  web  site  to  take  advantage  of  the  latest  technologies, 
so  there  will  always  be  a  challenge  and  a  need  for  people  who  like  to  work  with  new  tools,"  adds  Zorzos. 

The  second  initiative  at  Gartner  is  to  re-energize  the  company's  research  to  deliver  relevant  and 
thought-provoking  positions  designed  to  lead  business  executives  through  the  maze  of  technology  issues 
they  face.  "We're  hiring  at  all  levels,  from  new  MBAs  to  high-powered  executives  who  know  the  power  of 
technology  as  it  applies  to  business,"  she  says. 

The  third  initiative  at  Gartner  is  growing  the  services  organization,  a  consulting  group  that  helps  clients 
apply  the  technology/business  research. 

To  enable  all  areas  of  this  evolving  business,  Gartner  is  looking  for  people  with  interactive  web 
development  experience,  for  consultants  who  understand  the  breadth  and  depth  of  industry  sectors  and 
who  possess  extensive  technology  expertise,  and  for  research  analysts  who  can  write,  present,  and  formulate 
thought-provoking  positions  based  on  their  research  findings  and  are  then  able  to  deliver  it  to  the  top 
echelons  of  the  global  marketplace. 

The  company  distinguishes  itself  by  offering  life  balance,  with  consultants  traveling  only  30  to  40 
percent  of  the  time  and  allowing  individuals  -  even  in  key  leadership  roles  -  to  work  from  their  chosen 
location.  "And,  you'll  continue  to  be  a  learner  because  you're  discovering  and  researching  what  the  next 
trends  will  be  and  how  to  apply  them,"  says  Zorzos. 

In  addition,  Gartner  is  developing  an  in-house  learning  program  to  assist  with  critical  research  and 
consulting  skills.  "You'll  be  in  the  thick  of  the  latest  technologies,  but  strengthening  critical  operational 
skills  is  what  we'll  be  covering  in  Gartner  University.  And,  after  five  years,  professionals  are  entitled  to  a 
four-week  sabbatical  in  addition  to  their  vacation.  We  also  offer  a  variety  of  projects  ond  client  relation¬ 
ships  with  the  top  companies  around  the  world.  You'll  generally  be  working  directly  with  CEOs  and  CIOs. 
You'll  be  called  upon  to  provide  research  and  advice  about  entire  industries  and  trends,  but  you'll  also  be 
required  to  take  that  conversation  down  to  the  details  -  the  actual  configurations  of  technology  and  how 
best  to  negotiate  deals. 

"The  bottom  line  is  that  you'll  be  among  the  leading  thinkers  in  the  industry,  making  a  name  for 
yourself  as  well  as  for  Gartner." 

Intershop 

San  Francisco,  CA 

Six  years  ago,  when  the  term  e-business  was  an  "out  there"  reference  to  some  electronically  enabled 
purchasing  system,  Intershop  opened  its  doors  to  offer  the  first  e-commerce  software. 

"We  were  there  even  before  the  market  was  ready,"  says  Ed  Callan,  vice  president  of  marketing. 
"We've  had  to  reinvent  the  company  a  couple  of  times,  but  we  remain  at  the  forefront."  In  the  more 
recent  past,  Intershop  provided  its  software  for  e-business  through  Application  Service  Providers,  such  as 


Nortel  and  Mindspring.  Intershop  products  allowed  the  ASPs  to  host  e-commerce  storefronts  for  small  to 
mid-sized  businesses. 

However  in  1999,  the  company  turned  again  to  its  leadership  in  developing  the  enabling  software 
for  e-commerce.  Intershop  Enfinity,  the  newest  product,  has  taken  the  market  by  storm,  providing  an 
e-commerce  capability  for  the  largest  of  companies 

"This  new  product  puts  us  in  a  new  market,  where  accounts  are  worth  multi-millions  and  the  brand 
names  are  very  recognizable,"  says  Callan.  "The  result  is  that  our  hiring  has  had  to  ramp  up  very  aggres¬ 
sively,"  adds  Callan.  The  company  has  offices  throughout  North  America,  in  Asia  (Hong  Kong)  and  in  Europe. 
"We  are  working  with  American  and  international  partners  and  we're  constantly  in  the  midst  of  product 
development  -  whether  entirely  new  products,  next  generation  products  or  product  enhancements." 

Jeff  Leveroni,  director  of  information  technology,  says  hiring  is  under  way  not  only  in  IT  and  engineer¬ 
ing,  but  also  in  sales,  marketing,  human  resources  and  finance.  "Our  greatest  challenge  is  responding  to  this 
explosive  growth,"  he  explains.  "My  key  goal  for  this  year  is  finding  people  who  can  help  us  assure  availabil¬ 
ity  and  accessibility  to  our  network,  providing  the  infrastructure  Intershop's  team  needs  to  operate  in  the 
most  effective  manner  possible."  The  infrastructure  will  include  development  of  a  web  portal. 

Leveroni  says  the  company  is  looking  for  people  with  core  technical  skills,  web  experience  and  Internet 
experience.  "We  need  people  who  are  quick  starters  and  who  can  manage  conflicting  demands  on  their  time 
and  resources.  There  is  always  something  happening.  If  you're  the  kind  of  person  who  needs  to  know  what 
your  job  will  look  like  a  year  from  now,  this  may  not  be  the  place,"  he  adds. 

In  January,  the  company  held  a  three-day  Intershop  University.  "We  spent  three  days  talking  about 
what  the  future  of  e-commerce  will  be  and  how  to  communicate  that  as  broadly  as  we  can,"  Leveroni  reports. 
"It's  an  important  message  and  we  took  the  time  to  make  sure  everyone  understands  it." 

Callan  and  Leveroni  point  to  the  Intershop  environment  as  the  primary  plus  for  employees.  "There's  a 
sense  of  energy,"  says  Callan.  "We're  small  enough  to  maintain  that  start-up  feel  and  where  you  can  make  a 
difference  from  day  one.  At  the  same  time,  we're  past  the  stage  of  hoping  to  get  funding  to  make  payroll. 

"We  have  the  ability  to  over-challenge  every  single  member  of  the  Intershop  team,"  Callan  says. 
"There  are  training  courses,  but  the  most  important  thing  is  your  opportunity  to  work  at  the  cutting  edge 
every  single  day. 

"We're  at  the  white  hot  center  of  the  hottest  market  around,  and  we  lead  that  market.  It's  an  incredi¬ 
ble  place  to  be." 

NetworkOil 
Houston,  TX 

In  the  oil  heavy  town  of  Houston,  a  business  called  NetworkOil  might  be  mistaken  for  just  another 
upstart.  It's  more.  John  Keast,  chief  technology  officer  and  CIO,  says  NetworkOil  is  just  seven  months  old, 
offering  an  online  marketplace  for  the  petroleum  industry. 

"This  is  an  industry  where  relationships  are  investments  and  phones  and  faxes  are  the  means  of  nego¬ 
tiation,"  say  Keast.  "The  NetworkOil  marketplace  is  set  up  to  improve  the  efficiency  of  the  procurement 
processes  by  delivering  a  dynamic  business  solution  that  supports  online  vendor/customer  relationship.  On 
the  buyer's  side,  oil  and  gas  companies  will  find  a  greater  number  of  suppliers  to  meet  their  equipment  speci¬ 
fication  needs  and  enjoy  automated  tracking  and  reporting.  On  the  suppliers'  side,  it  allows  the  sales  person 
to  focus  on  solutions  while  building  or  maintaining  the  relationship." 

Keast  says  the  entire  concept  is  a  good  fit  for  a  conservative,  fragmented  market.  "Our  net  market 
addresses  this  world  of  technical  and  highly-engineered  equipment.  We're  not  talking  about  buying  paper 
clips  or  office  supplies  -  this  is  made-to-order,  precision  equipment  for  demanding  field  use,"  he  explains. 

In  addition  to  the  online  purchasing  capability,  NetworkOil  is  offering  links  between  oil  companies  that 
have  surplus  equipment  and  those  who  may  need  the  equipment. 

"The  company  was  founded  in  September,  development  work  began  in  October  and  we  are  now  in  our 
second  round  of  pilot  transactions,  with  just  100  employees,"  Keast  notes.  "We  plan  to  hire  200  more  people 
this  year.  We  need  good  technology  project  managers,  developers,  people  experienced  with  Java  and  object- 
oriented  design.  We  also  need  business  analysts  who  will  work  to  enhance  our  capabilities,  and  we'll  need 
infrastructure,  architecture  experts  to  integrate  our  systems  and  business  process  expertise  to  ensure  we  are 
able  to  improve  the  efficiency  of  the  way  business  is  done." 

The  company  is  looking  beyond  technical  experience.  "We  look  for  an  interesting  range  of  experi¬ 
ences  that  demonstrate  creativity  and  innovation,"  Keast  soys.  "And  because  we  are  growing  so  quickly 
with  minimal  structure,  we  need  people  who  can  inspire  themselves  and  others.  It's  an  exhilarating  blend  of 
chaos  and  creativity." 

Keast  is  aggressive  about  training  and  career  development  and  attracts  top  talent  through  the  lure  of 
pre-IPO  stock  options.  "We  need  people  to  be  passionate  about  the  technologies  we  are  using  and  the  way  we 
are  using  them.  And  because  we're  small,  we  can  offer  a  broad  range  of  varied  opportunities  and  challenges. 
A  new  recruit  may  sign  on  as  an  analyst,  but  may  find  himself  pitching  in  with  HTML.  We  want  our  employees 
to  use  their  every  skill  and  then  expand  them  even  further." 

The  culture  at  NetworkOil  is  a  carefully  considered  combination  of  techno  savvy  with  oil  and  gas  tradi¬ 
tion.  "Oil  is  an  industry  where  people  still  do  business  on  the  basis  of  a  handshake  and  the  booms  and  busts 
have  maintained  the  entrepreneurial  spirit,"  Keast  says.  "Adding  e-business  into  the  equation  intensifies  the 
elements  of  risk  and  rewards  that  made  the  oil  and  gas  business  what  it  is  today." 
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Network  World  Technical  Seminars 
are  one  and  two-day,  intensive 
seminars  in  cities  nationwide  cov¬ 
ering  the  latest  networking  technologies.  All  of  our  seminars  are  also 
available  for  customized  on-site  training.  For  complete  and  immediate 
information  on  our  current  seminar  offerings,  call  a  seminar  represen¬ 
tative  at  800-643-4668,  or  go  to  www.nwfusion.com/seminars. 
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work  together  as  one  net  to 
simplify  the  complexities  of 
e-business,"  Novell’s  CEO  Eric 
Schmidt  said  in  his  keynote 
address. 


The  vision  surprisingly  de- 
emphasizes  the  strategic 
importance  of  NetWare,  the 
network  operating  system 
upon  which  Novell  once 
built  a  dominant  position  in 
the  network  industry.  One 
Net  continues  Novell's  evolu- 


eporter's  Notebo 


BRAIN  SHARE  2000 


Dressing  down  in  DENIM 

Following  the  opening 
keynote  address,  Novell 
CEO  Eric  Schmidt  got  a 
few  fashion 
tips  from  his 
executive 
colleagues 
who  joined 
him  at  a 
subsequent 
press  con¬ 
ference. 

The  suit- 
clad  Schmidt 
was  the  only  one  of  four  on 
stage  not  wearing  denim 
pants  in  honor  of  the  com¬ 
pany's  so-called  Directory 
Enabled  Net  Infrastructure 
Model  (DENIM)  initiative. 

David  Shirk,  senior  vice 
president  of  product  man¬ 
agement,  looked  at  Schmidt 
in  his  suit  before  answering 
a  question  about  DENIM 
and  said,  "Apparently  one 
of  us  didn't  getthe  message 
about  denim." 


Hack  Attack  I 

Novell  partnered  with 
Cabletron  to  provide  wireless 
modems  to 
BrainShare 
attendees.  The 
deal  involved 
plunking  down 
a  refundable  $199  fee  for  the 
pleasure  of  being  constantly 
wired  to  the  show's  in-house 
network.  What  users  may 
not  have  realized  is  that  an 
enterprising  attendee  ran  a 
sniffer  trace  of  the  wireless 
traffic  and  watched  as 
unencrypted  clear-text 
passwords  passed  between 
the  BrainShare  floor  and 
users'  office  networks. 


Hack  Attack  If 

It  took  all  of 
about  half  a 


day  for  someone  to  hack  into 
the  conference  network  and 
bring  it  down.  The  hacker 
changed  the  network's  con¬ 
figuration  and  sent  Novell 
engineers  scrambling.  The 
system  was  soon  brought 
back  up  and  things  were 
back  on  track. 

Flock  of  sheepish  chatters 

Members  of  the  Novell 
community  chat  forum 
resorted  to  analog  com¬ 
munication  to  bring  togeth¬ 
er  their  herd  at  a  Brain- 
Share  bash  before  the  con¬ 
ference 
opened. 

Bleat-  ^ 
ing  like  ^ 
sheep, 
they  fig¬ 
ured  they  would  be  able  to 
recognize  members  — 
many  of  whom  they  had 
only  met  online. 

Now  that's  a  BAAAH-D 
way  to  get  in  touch 
with  each  other  when 
you  could  be  exchanging 
passwords  on  the  wireless 
network. 

And  more  brains  . . . 

At  the  risk  of  sounding  a 
bit  gross,  the  place  was 
wall-to-wall  "brains."  There 
were  foam  brains  flying 
around  the  pressroom; 
"BrainMan's"  giant  brain 
protruding  from  his  skull  in 
the  conference  game  room; 
a  plaster  brain  suspended 
from  the  ceiling  in  the  tech 
lab;  miniature  toy  brains  in  a 
nearby  restaurant;  and 
brains  on  conference 
banners  lashed  to  light 
poles  outside  the  conven¬ 
tion  center. 


—  Deni  Connor 
and  John  Fontana 


tion  into  a  provider  of  net¬ 
work  services  and  products 
that  bridge  the  gap  between 
corporate  networks  and  the 
Internet.  Whether  the  strate¬ 
gy  will  succeed  depends  on 
Novell’s  ability  to  deliver  and 
market  these  directory- 
enabled  products  and  ser¬ 
vices  successfully  in  a  period 
of  ever  more  intense  compe¬ 
tition  and  continued  shake- 
ups  in  the  company’s  upper 
management  ranks. 

Fresh  from  10  consecutive 
profitable  quarters,  Novell  is 
eager  to  join  disparate  net¬ 
works  with  a  manageable, 
secure  framework  that  exists 
irrespective  of  firewalls,  oper¬ 
ating  systems,  hardware, 
device  type  or  geography. 
Central  to  the  One  Net  blue¬ 
print  is  another  new  Novell 
initiative,  dubbed  Directory 
Enabled  Net  Infrastructure 
Model  —  DENIM. The  compa¬ 
ny  says  it  will  only  introduce 
products  and  services  that 
do  not  differentiate  between 
the  Internet  and  corporate 
networks. 

Novell  customers  say  they 
are  ready  to  adapt  to  the 
changes. 

“Clearly  we  have  to  de¬ 
velop  understandings  of  new 
technologies  such  as  [public- 
key  infrastructure]  and  XML,” 
says  Bob  Young,  systems 
administration  manager  for 


O 

o 

BrainShare 


WFS  Financial  in  Irvine,  Calif. 
“This  new  strategy  will  force 
administrators  to  step  up  to 
the  plate.  It’s  forcing  the 
NetWare  administrator  to  be 
a  Web  guy.” 

One  analyst  says  the  shift  in 
direction  makes  sense  for 
Novell. 

“The  business  they  are  in 
now  is  net  services  —  any¬ 
thing  on  the  Internet,  intranet 
or  corporate  network,”  says 
Steve  Dube,  an  equity  analyst 
with  Wasserstein  Parrella  in 
New  York. 

He  says  although  Novell’s 
marketing  is  a  work  in 
progress,  each  directory,  secu¬ 
rity  or  network  application 
Novell  produces  is  capable  of 
generating  “more  than  $100 
million  or  so  in  incremental 
revenue.” 

Critical  partners 

Novell’s  partners  will  play 
a  critical  role  in  determin¬ 
ing  the  company’s  fortunes 
going  forward,  says  another 
customer. 

“Novell  is  starting  to  open 
everything  up,”  says  Jeff 
Johnson,  lead  systems  soft¬ 
ware  engineer  at  Georgia 
State  University  in  Atlanta. 


“The  company  started  with 
native  support  for  IP,  and  now 
they  are  opening  up  the 
directory.  Novell’s  success 
comes  down  to  vendor  sup¬ 
port,  and  if  it  can  convince 
other  vendors  to  develop 
directory-enabled  products, 
that  will  help  execute  its 
strategy.” 

To  drive  home  the  directory¬ 
centric  message,  Novell 
showed  off  a  series  of  multi¬ 
vendor  products  for  e-com- 
merce,  as  well  the  first  beta 
version  of  its  DirXML,  a  tech¬ 
nology  for  creating  a  meta¬ 
directory  that  synchronizes 
and  manages  user  data  from 
numerous  directories. 

Scheduled  to  ship  this  sum¬ 
mer  with  the  next  version  of 
eDirectory,  the  product  con¬ 
sists  of  an  XML-based  rules 
engine  and  an  Extensible 
Stylesheet  Language  pro¬ 
cessor  that  lets  users  create 
and  execute  rules  that 
dictate  how  directory  data 
is  synchronized.  Novell’s 
eDirectory  is  the  hub  direct¬ 
ory,  and  the  engine  lets  con¬ 
nected  directories  publish 
their  changes  into  the  hub 
and  subscribe  to  changes 
made  in  eDirectory. 

As  part  of  its  strategy  to 
make  the  directory  the 
underpinning  of  every  com¬ 
mercial  transaction,  the  com- 
See  Novell,  page  97 


Novel!,  today  and  tomorrow 

As  Novell's  presence  in  the  server  operating  system  market  continues 
to  decline  . . . 
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Novell 


Windows  NT/2000  and 
newcomer  Linux  have  hurt  NetWare’s 
market  share  in  recent  years. 


. . .  the  company's  business  strategy  will  shift  away  from  its  flagship  NetWare  product  and  focus 
more  on  services  and  directory-related  technologies. 


1999  Total  Revenue: 
$1.22  billion 


Breakdown  of  Novell's  revenue: 

■i  NetWare 
■■  Services 
Border/Cache 
ZENworks 
Misc. 

INDSon  other  platforms 
1  Other  directory-enabled  management 
I  GroupWise 


2004  Total  Revenue: 
$1.42  billion  (estimated) 


SOURCES:  IDC.  FRAMINGHAM.  MASS.;  THE  GARTNER  GROUP.  STANFORD.  CONN 
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Novell  bolsters  directory,  mgml  packages 


BY  DENI  CONNOR 

IT  professionals  may  find  it 
easier  to  share  business  infor¬ 
mation  with  partners  and  man¬ 
age  end  users  when  Novell 
releases  directory'  and  manage¬ 
ment  software  enhancements 
previewed  at  BrainShare  last 
week. 

The  new  features  of  Novell 
Directory  Service  (NDS)  Cor¬ 
porate  Edition  and  eDirectory 
include  Domain  Name  Ser¬ 
vice  (DNS)  federation  and  the 
ability  to  export  files  from 
the  directory  into  other 
applications. 

DNS  federation  lets  compa¬ 
nies  share  portions  of  their 
individual  directories  to  trans¬ 
act  business  or  exchange 
information  with  trading  part¬ 
ners  or  other  divisions  within 
their  companies.  For  instance, 
an  equipment  distribution 
company  will  soon  be  able  to 
use  NDS  to  share  the  portion 
of  its  parts  catalog  that  focus¬ 
es  on  parts  available  for  car 
restoration  and  repair,  while 
keeping  the  remainder  of  its 


Q 

o 

BrainShare 


catalog  secure. 

“DNS  federation  solves 
problems  for  us  when  we 
acquire  a  company,”  says  Chip 
DiComo,  network  manager  for 
Heilman  Worldwide  Logistics 
in  Miami.  “The  ability  to  [use 
DNS  federation]  buys  us  time 
to  ‘Hellmannize’  their  IT  infra¬ 
structure  and  make  their  cur¬ 
rent  data  stores  available 
quickly.” 

Heilman  also  has  many  part¬ 
ners  around  the  world.  “Feder¬ 
ation  gives  us  the  ability  to 
implement  better  controls 
over  the  data  a  partner  can 
access,”  DiComo  says.  “The 
global  logistics  business  that 
Heilman  is  in  is  very  competi¬ 
tive  and  an  exclusive  partner 
can  become  someone  else’s 
partner  very  easily.  Federation 
helps  us  control  the  risk  of 
data  sharing.” 

NDS  is  also  being  en¬ 
hanced  to  give  customers  the 
ability  to  create  files  based  on 


directory  information  and 
export  them  to  applications 
that  use  the  Lightweight 
Directory  Access  Protocol 
(LDAP).  Novell  is  currently 
beta-testing  the  upgraded  ver¬ 
sions  of  NDS,  and  they  are 
scheduled  for  general  avail¬ 
ability  this  summer. 

Novell  also  plans  to  issue  a 
new  version  of  ZENworks  for 
Desktops  software  that  lets 
network  executives  remotely 
install  Windows  NT,  95  or  98 
on  workstations  or  laptops. 

In  the  event  of  data  loss  or 
corruption,  the  software  also 
will  be  able  to  put  a  new 
image  of  the  operating  system 
or  applications  on  remote 
machines.  The  company  will 
send  ZENworks  for  Desktops 
to  a  public  beta  test  this  sum¬ 
mer  with  a  formal  release  later 
this  year. 

The  company  will  also 
expand  its  caching  and  secur¬ 
ity  appliance  portfolio.  At 
BrainShare,  Novell  showed  off 
a  network-attached  storage 
appliance  that  works  on 
Windows  NT,  NetWare,  Linux, 


The  ability  to  share  portions  of 
directories  to  help  exchange 
data  with  business  partners  is 
crucial,  says  Heilman's  Chip 
DiComo. 

Unix  and  Macintosh  networks. 
Like  Novell’s  Internet  Caching 
System,  this  new  appliance 
will  be  marketed  by  system 
OEMs  such  as  IBM,  Compaq, 
Dell  and  Quantex.  It  will  allow 
users  on  NetWare,  NT, 
Macintosh  or  Linux/Unix 
workstations  to  share  the 
same  data  files.  3 
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pany  will  also  offer  five 
DirXML  connectors  for  link¬ 
ing  the  rules  engine  to  Lotus 
Notes,  Microsoft  Exchange 
and  Active  Directory, 
Netscape/Lightweight  Dir¬ 
ectory  Access  Protocol  and 
Novell  Directory  Services. 
DirXML  also  will  ship  tools 
for  mapping  directory 
schema  and  for  building  cus¬ 
tom  connectors. 

The  company  also  an¬ 
nounced  it  will  port  its 
GroupWise  messaging  plat¬ 
form  and  its  Novell  Internet 
Message  System  to  Linux  and 
Solaris,  and  support  wireless 
access  to  mail,  calendar  and 
workflow  for  GroupWise. 

The  company  is  using  the 
GroupWise  WebAccess  client 
as  the  interface  for  wireless 
devices,  the  first  of  which 
will  be  AT&T’s  PocketNet 
phones.  3 


Big  box  o'  Linux 


More  than  41,000  Linux  Virtual  Machine  or  guests  can  be  run 
on  one  S/390  mainframe. 


O  Linux  Virtual  Machine  servers  operate 
as  separate  nodes  on  the  network. 


Test 

server 

E-mail 

server 

DNS 

server 

App 

server 

Web 

server 

File 

server 

Virtual  Machine  software 

OS/390 

S/390 


©  S/390  still  runs  as  the  base  operating 
system  on  the  mainframe. 


©  VM  software  layer  acts  as 
the  base  platform  for  Linux 
guests. 


Linux, 
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mainframes,  Nick  says.  The 
company  already  has  posted  a 
Linux  port  on  its  Web  site  to 
supplement  that  effort. 

While  Linux  is  a  favorite 
among  technical  users,  it  is 
widely  criticized  as  not  being 
ready  for  the  rigors  of  enter¬ 
prise  networks.  But  IBM  and 
other  companies  are  scram¬ 
bling  hard  to  change  that  per¬ 
ception.  Big  Blue  is  one  of  the 
biggest  proponents  of  Linux 
and  has  been  working  steadily 
to  make  its  server  platforms 
and  software  support  it. 

For  example,  IBM  recently 
detailed  a  prototype  system 
of  computers  called  Los 
Lobos  that  may  soon  let  users 
run  Linux  applications  at 
supercomputer  speeds  {NW, 
March  27,  page  14).  IBM’s 
NetFinity  PC  server  unit  is 
actively  promoting  Linux  as  a 
viable,  less-expensive  alterna¬ 
tive  to  Windows  NT.  The 
RS/6000  division  has  also 
made  its  servers  Linux-friend¬ 
ly.  And  IBM  is  building  a  con¬ 
siderable  service  and  support 
organization  for  Linux. 


IBM  executives  say  Linux 
on  the  mainframe  gives  the 
operating  system  an  enter¬ 
prise-class  look  and  feel.  For 
example,  the  operating  sys¬ 
tem  could  exploit  the  high 
reliability  and  security  of  the 
mainframe,  as  well  as  its  fast 
I/O  technology  and  capacity 
to  support  thousands  of 
users. 

By  supporting  traditional 
enterprise-class  applications 
such  as  DB2,  Lotus  Domino 
and  other  packages  on  the 
mainframe,  Linux  could 
rapidly  become  a  viable 
option  for  large-scale  busi¬ 
ness  operations. 

There  is  already  consider¬ 
able  customer  support  for  the 
Linux-S/390  coupling  as  well. 

“Linux  [on  the  mainframe] 
is  a  kick-butt  Web  server,”  says 
David  Boyes  of  Dimension 
Enterprise,  a  data  center  de¬ 
sign  and  testing  firm  in  Hern¬ 
don,  Va.  “You  can  do  streaming 
video  or  audio,  and  the  I/O 
hauls  butt  and  takes  names,”  he 
adds. 

“I  would  say  even  IBM  has 
been  surprised  at  how  well 
it’s  been  received,”  says  Harry 
Williams,  director  of  technol¬ 


ogy  at  Marist  College  in 
Poughkeepsie.  For  the  past 
year,  he  has  been  testing 
Linux  on  his  mainframe  for 
some  Web  applications,  in¬ 
cluding  a  search  engine,  and 
has  been  pleased  with  its 
performance. 

For  its  part,  IBM  says  it’s 
easy  to  run  multiple  copies  of 
Linux  as  a  Virtual  Machine 
guest,  which  allows  a  copy  of 


an  operating  system  to  run 
on  the  mainframe  as  if  it  were 
an  independent  server.  In  one 
test,  a  user  claims  to  have  run 
40,000  Linux  Virtual  Machine 
guests  on  one  mainframe 
CPU.  IBM  claims  users  can 
actually  run  more  than  that 
—  up  to  41,000.  These 
servers  can  also  communi¬ 
cate  with  each  other  inside 
the  mainframe  at  500M 


byte/sec,  much  faster  than 
they  could  if  they  were  phys¬ 
ically  separate  servers  in  a 
LAN. 

Properly  exploited,  Big  Iron 
Linux  could  produce  consid¬ 
erable  cost  savings.  For  exam¬ 
ple,  Dimension’s  Boyes  says, 
one  of  his  company’s  cus¬ 
tomers,  a  telecommunications 
firm,  needed  to  host  Web  sites 
for  400  clients.  Instead  of  buy¬ 
ing  two  or  three  Unix  boxes 
for  each  of  these  customers 
—  which  would  have  cost 
millions  of  dollars  — 
Dimension  designed  a  system 
that  would  use  400  Linux 
servers  on  the  customer’s 
existing  mainframe. 

The  customer  was  able  to 
deploy  these  Linux  servers 
rapidly  at  almost  no  increase 
in  operations  cost,  he  says. 
Nor  did  they  need  a  high- 
priced  management  program 
to  manage  it,  he  says.  The 
Linux  guests  are  already 
in  production,  Boyes  says, 
but  he  declined  to  name  the 
customer.  3 
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oreline  beefs  up  IP  PBX  with  enhanced  features 


Shoreline  Communications  System  2.0  supports  up  to  1,200  users  and  includes  support  for  unified  messaging. 


Building  blocks  for  IP  telephony 

Pricing  components  of  the  Shoreline 
Communications  System  2.0: 

ShoreGear  IPBX-24 

•  24-port  voice  switch;  $4,495 

ShoreGear  IPBX-4  Teleworker 

•  4-port  switch;  $1,995 

ShoreWare  2.0 

•  Call-control  software;  $1 ,695  to  $1 6,000, 
depending  on  configuration 

Voice  mail  integration  into  Microsoft 
Outlook  for  unified  messaging. 

•  No  additional  charge 

SOURCE:  SHORELINE  COMMUNICATIONS, 
SUNNYVALE.  CALIF, 


BY  DAVID  ROHDE 

SUNNYVALE,  CALIF.  —  A 
small  IP  telephony  switch  ven¬ 
dor  is  joining  bigger  players  in 
unveiling  an  enterprise-class 
IP  PBX  system  that  can  route 
calls  over  the  LAN  or  WAN  for 
large  numbers  of  users. 

Shoreline  Communications 
has  announced  Version  2.0  of 
the  Shoreline  Communica¬ 
tions  System,  which  can 
support  up  to  1,200  users 
in  a  WAN  or  converged  cam¬ 
pus  network.  Although  the 
Shoreline  product  does  not 
reach  the  capacity  of  Cisco’s 
new  CallManager  30  — 

which  claims  support  for  up 
to  10  clusters  of  10,000  users 
each  —  it  offers  additional 
telephony  features  that 
some  analysts  say  the  Cisco 
products  lack. 

For  example,  Shoreline  2.0 
gives  users  the  ability  to  fall 
back  on  an  automated  atten¬ 
dant  and  offers  a  built-in  voice 
mail  feature  that  can  be  inte¬ 


grated  into  Microsoft  Outlook 
mailboxes  for  unified  messag¬ 
ing.  With  that,  Shoreline  hopes 
to  carve  out  a  share  of  the 
voice-over-IP  market,  which 
Framingham,  Mass.,  market 
research  firm  IDC  projects  to 
grow  from  1.1 6  billion  min¬ 
utes  of  use  this  year  to  60  bil¬ 
lion  in  2004. 

The  core  of  the  Shoreline  2.0 


system  is  a  newly 
expanded  24-port 
voice  switch  —  up 
from  12  ports  in  the 
current  version  — 
called  the  ShoreGear 
IPBX-24. 

The  19  inch  box, 
which  Shoreline  exec¬ 
utives  liken  to  a  stack- 
able  Ethernet  switch, 
can  be  housed  in  a  sin¬ 
gle  wiring  closet  or 
distributed  across  a 
WAN  in  virtually  any 
combination  to  a  max¬ 
imum  of  50  for  a  total 
capacity  of  1,200 
ports.“It  is  a  stackable, 
rackable  architecture,”  says  John 
Fazio,  Shoreline  s  president  and 
CEO. 

Also  delivered  with  the  sys¬ 
tem  is  ShoreWare  2.0  call- 
control  software,  which 
resides  on  a  Windows  NT 
server  and  includes  voice 
mail,  automated  attendant 
and  call  detail  reporting  fea¬ 
tures.  Additional  client-side 


software  gives  users  the  abil¬ 
ity  to  manipulate  their  mes¬ 
sages  from  their  desktop  PCs 
via  the  Microsoft  Outlook 
user  interface  v 

The  ShoreGear  voice  switch 
provides  connectivity  to  24  ana¬ 
log  phones,  with  an  auto-sens- 
ing  10/100M  bit/sec  Ethernet 
port  to  connect  to  the  IP  back¬ 
bone.  For  WAN  connections, 
Fazio  says  users  will  need  an  IP 
network  with  a  “reasonable” 
service-level  agreement.  That 
means  not  only  high  network 
availability,  but  also  less  than 
250  milliseconds  of  latency  and 
“reasonable”  jitter  —  the  varia¬ 
tion  in  average  latency. 

Because  not  all  IP  VPNs  offer 
latency  and  jitter  guarantees, 
users  can  link  multiple 
ShoreGear  switches  over  their 
existing  frame  relay  networks, 
Fazio  says.  But  he  cautions  that 
every  frame  relay  location 
equipped  with  a  Shoreline 
switch  should  be  upgraded  to  at 
least  a  384K  bit/sec  network 
connection  because  the  24 


voice  ports  —  especially  com¬ 
bined  with  frame  relay  data  traf¬ 
fic  —  will  max  out  slower  con¬ 
nections.  Alternatively,  Shoreline 
recommends  linking  IP  PBX 
locations  over  fractional  T-l 
links  or  digital  subscriber  line 
access  at  384K  bit/sec  and  up. 

Version  2.0  also  includes  a 
new  4-port  switch  called  the 
ShoreGear  IPBX-4  Teleworker, 
which  is  designed  for  telecom¬ 
muter  sites.  Even  users  at  cor¬ 
porate  sites  can  perform  a 
money-saving  maneuver  by  har¬ 
nessing  a  remote  worker’s  Tele¬ 
worker-4  box.They  can  access  a 
Teleworker  in  another  city, 
obtain  dial  tone  and  place  local 
calls  in  that  remote  city  without 
paying  long-distance  tolls. 

Unlike  other  IP  PBX  players 
such  as  Cisco,  Shoreline  does 
not  manufacture  an  IP  phone 
and  instead  supports  standard 
analog  phones.  Fazio  says 
Shoreline  expects  to  make 
partnership  announcements  in 
the  future  to  produce  phones 
for  shipment  with  its  system.  3 
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letting  in  line  for  DSL 

he  number  of  new  DSL  lines  in- 
tailed  in  the  U.S.  is  expected  to 
row  exponentally  over  the  next 
everal  years. 

lew  lines  added  (in  millions) 

1998  1999  2000  2001  2002  2003  : 

Actual  revenue,  projections  are  based  on  vendor 
nd  end-user  research. 

OURCE:  IDC.  FRAMINGHAM,  MASS. 

DSL, 

continued  from  page  1 

the  advantages  of  yet  another 
new  DSL  variety.  Symmetric 
high-bit-rate  DSL  (SHDSL)  is 
designed  to  reach  farther 
than  other  versions  of  DSL  to 
deliver  high  bandwidth  with¬ 
out  disrupting  services  run¬ 
ning  on  other  wires  in  phone 
company  networks. 

Solving  the  problem  of 
running  DSL  to  cus¬ 
tomers  served 

through  remote  ter¬ 
minals  could  reduce 
the  need  to  fall  back 
on  more  expensive 
access  technologies, 
says  Scott  McKown, 
administrator  of  Marin 
County'  Information  and  Data 
Access  System  (MCIDAS),  a 
consortium  that  brings  WAN 
services  to  nonprofit  organi¬ 
zations  in  Marin  County,  Calif. 

MCIDAS  is  switching  its 
access  network  from  frame 
relay  to  ATM  over  DSL  but  has 
been  forced  to  keep  some 
frame  links  or  upgrade  to  ATM 
service  at  sites  served  by  re¬ 
mote  terminals,  McKown  says. 

These  terminals,  also  called 


digital  loop  carriers,  don’t  allow 
DSL  circuits  to  pass  through.  Of 
80  million  customers  served  by 
switching  offices  equipped  to 
deliver  DSL  services,  a  quarter 
are  blocked  by  a  remote  termi¬ 
nal  from  accessing  the  DSL  gear, 
according  to  DSL  Prime,  an 
industry  newsletter. 

Remote  terminals  extend 
into  neighborhoods  at  the  end 
of  optical  fiber,  and  copper 
wires  run  from  them  to  cus¬ 


tomer  sites.  Because  DSL  runs 
only  on  copper  wires,  DSL 
traffic  would  have  to  be  termi¬ 
nated  on  a  Digital  Subscriber 
Line  Access  Multiplexer  in  a 
remote  terminal  and  back- 
hauled  on  fiber.  Net  to  Net’s 
Mini  DSLAM  measures  1.75  by 
17  by  14  inches,  making  it 
small  enough  to  squeeze  into 
remote  terminals. 

That  could  solve  the  techni¬ 
cal  challenge  of  extending  DSL 
to  more  customers,  says  John 


Smart,  director  of  oper¬ 
ations  for  Vitts 
Networks,  a  Man¬ 
chester,  N.H.,  DSL  pro¬ 
vider  that  uses  Net  to 
Net  gear.  The  carriers 
that  own  the  remote 
terminals  —  largely  the 
regional  Bell  operating 
companies  —  could 
use  these  devices  to 
expand  DSL  services. 

However,  Smart  says 
carriers  competing 
with  the  RBOCs  still 
face  a  problem:  the 
RBOCs  have  so  far 
denied  them  access  to 
remote  terminals,  say¬ 
ing  space  is  too  tight. 

“That’s  an  industry 
issue  with  the  incum¬ 
bent  local  exchange 
carriers.  I  hope  the  FCC 
will  open  it  up,”  Smart 
says. 

SBC  Communications,  for 
example,  is  pushing  fiber  closer 
to  its  customers  and  installing 
DSLAMs  in  remote  terminals, 
but  the  company  says  it  will 
have  little  space  for  CLECs  to 
use  (NW,  March  27,  page  1). 

McKown  says  Pacific  Bell 
is  already  upgrading  its 


remote  terminals  to  include 
DSLAMs  as  it  extends  fiber 
farther  out  toward  cus¬ 
tomers.  The  work  is  part  of  a 
$6  billion  network  upgrade 
undertaken  by  SBC,  which 
owns  Pacific  Bell. 

Another  factor  blocking  DSL 
availability  —  the  distance  DSL 
signals  travel  down  a  copper 


line  and  still  deliver  high  band¬ 
width  —  is  addressed  by  the 
emerging  DSL  variety,  SHDSL. 

SHDSL  can  deliver  192K 
bit/sec  over  40,000  feet  of  wire 
under  ideal  conditions,  more 
than  twice  the  effective  range 
of  other  DSL  flavors. 

SHDSL  is  a  variant  of  the 
technology  behind  two-wire, 
high-bit-rate  DSL  (HDSL2), 
which  is  a  replacement  for  T-l 
circuits,  delivering  a  full  1.5M 
bit/sec  bandwidth  over  just 
two  wires  rather  than  four. 
Whereas  HDSL2  will  only  oper¬ 
ate  at  1.5M  bit/sec,  SHDSL’s 
rate  can  be  adjusted  as  high  as 
2.3M  bit/sec,  depending  on  the 
distance. 

Adtran  will  push  the  tech¬ 
nology,  showing  chips  and 
promising  SHDSL  gear  by  the 
end  of  the  year.  Newbridge 
Networks  says  it  will  have  pro¬ 
grammable  DSL  line  cards  that 
fit  in  carrier  DSLAMs  in 
November.  Any  port  on  the  48- 
port  card  can  be  software-con- 
figured  to  handle  SHDSL  or 
three  other  DSL  varieties.  3 
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Net  to  Net's  Mini  DSLAM  measures  17  by 
14  by  1.75  inches,  small  enough  for  remote 
terminals. 
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Worldwide  worries 

Although  companies  say  Web  site  hacking 
has  not  become  an  epidemic  . . . 
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. . .  they  have  identified  vandalism  and  denial-of- 
service  attacks  as  the  most  common  problems. 

Types  of  unauthorized  access  or  misuse  that  occured.* 


Has  your  Web  site 
been  a  victim  of 
unauthorized 
access  or  misuse 
within  the  past  12 
months? 


Based  on  a  survey  of  521  enterprise  network  managers. 


Vandalism 

98% 

Denial-of-service  attacks 

93% 

e 

Financial 

fraud 


Theft  of  trans¬ 
action  info 


'Respondents  were  allowed 
more  than  one  answer. 


25% 


SOURCE:  FBI,  WASHINGTON,  D.C. 


Security, 

continued  from  page  1 

network  traffic,  where  some 
type  of  intrusion-detection  sen¬ 
sors  must  be  deployed  to  deter¬ 
mine  if  systems  are  under 
attack. 

Unlike  the  new  offerings 
from  ISS  and  Counterpane,  the 
Pilot  Network  Services  model 
requires  firms  to  house  equip¬ 
ment  at  a  Pilot  data  center  and 
connect  to  it  by  a  private  line. 

“We’re  doing  a  security  mon¬ 
itoring  service  by  putting  a 
probe  on  the  customer’s  net¬ 
work  to  accept  audit  data  from 
a  wide  range  of  devices,”  says 
Bruce  Schneier,  Counterpane’s 
chief  technology  officer. 
Schneier,  a  leading  cryptogra¬ 
pher,  started  the  company  with 
$7  million  in  venture-capital 
funding  from  Bessemer 
Ventures  and  other  firms. 

Counterpane’s  Linux-based 
“black  box”  sensor  captures 


syslog  and  audit  outputs  from 
Windows  NT,  Solaris  and  Linux 
servers;  routers;  security  gear 
such  as  Check  Point  Software 
and  Cisco  Pix  firewalls;  plus  ISS 
and  Tripwire  intrusion-detec¬ 
tion  software. 

The  Counterpane  box  regu¬ 
larly  transmits  the  network 
activity  output  in  encrypted 
form  to  Counterpane’s  data 
centers  in  Mountain  View, 
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Calif.,  or  Chantilly,  Va.,  where  it 
is  monitored  around  the  clock. 

“Embedded  in  this  data  are 
the  footprints  of  attacks,  and 
our  analysts  are  trained  to 
understand  them,”  Schneier 
says,  adding  Counterpane  staf¬ 
fers  advise  corporations  on 
how  to  combat  threats  but  do 
not  make  changes  to  the  cor¬ 
poration’s  equipment. 

Santa  Clara  service  provider 


Conxion,  which  specializes  in 
hosting  business-to-business 
applications  for  customers 
including  Visa  International, 
has  started  using  the  Counter¬ 
pane  service. 

“All  our  critical  infrastruc¬ 
ture  devices  report  to  the 
Counterpane  device,”  says 
Conxion  security  director 
Mark  Kadrich.  “We  have  more 
than  20  firewalls,  we  use  all  the 
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ISS  intrusion-detection  soft¬ 
ware,  and  it’s  hard  to  find  qual¬ 
ified  people  to  analyze  this 
mind-numbing  output.” 

Although  some  may  argue 
that  outsourcing  network  secu¬ 
rity  management  is  an  unac¬ 
ceptable  risk,  Kadrich  —  who 
requires  everyone  on  his  staff 
to  earn  the  coveted  CISSP  secu¬ 
rity  certification  —  argues  oth¬ 
erwise.  “Security  needs  to  be 
results-based,  and  those  unwill¬ 
ing  to  outsource  don’t  really 
understand  the  problem,”  he 
says. 

Counterpane  says  its  service 
costs  about  $12,000  per 
month. 

ISS,  which  holds  about  60% 
of  the  market  for  intrusion- 
detection  software  according 
to  market  research  firm  IDC, 
has  also  recognized  the  pent-up 
demand  for  outsourcing  help. 

“We  have  5,500  customers 
today,  mostly  larger  firms,  but 
there  are  literally  millions  of 
businesses  drawn  to  the 
Internet  for  business-to-con- 
sumer  or  business-to-business 
e-commerce,”  says  ISS  CEO 
Thomas  Noonan.  “For  many  of 
them,  security  is  important  but 
misunderstood,  and  many  have 
small  IT  departments.” 

ISS,  which  offers  six  prod¬ 
ucts  for  network  and  applica¬ 
tion  scanning  and  vulnerability 
assessment,  has  now  developed 
a  Managed  Security  Services 
platform.The  offering,  based  on 
technology  obtained  through 
the  acquisition  of  a  company 
called  Netrex,  will  enable  ISPs 
and  telecommunications  firms 
to  provide  outsourced  security 
monitoring.  Customers  will 
have  to  deploy  the  ISS  SafeSuite 
intrusion-detection  sensor  on 
their  sites  to  get  the  security 
monitoring  service. 

Under  the  plan,  ISS  will  sup¬ 
ply  security  experts  to  work  in 
operation  centers  at  ISPs  and 
telecom  firms.  These  experts 
will  monitor  corporate  routers, 
provide  Web-content  filtering, 


and  watch  Check  Point  and 
WatchGuard  firewalls,  as  well 
as  the  ISS  intrusion-detection 
software. 

According  to  Noonan, 
Ameritech,  AT&T,  Embratel,  US 
West,  BellSouth,  NTT,  Sawis  and 
other  service  providers  around 
the  world  have  signed  agree¬ 


ments  to  use  the  ISS  Managed 
Security  Services  platform. 
Corporate  customers  for  this 
so-called  ePatrol  Service  will  be 
given  remote  access  to  the 
same  security  view  of  their  net¬ 
works  as  the  ISPs  and  telecom 
firms  will  have,  Noonan  says. 

Some  companies  are  al¬ 
ready  sold  on  managed  secur¬ 
ity  services. 

ContiGroup  Companies,  for¬ 
merly  Continental  Grain,  has 
used  the  Pilot  managed  service 
for  intrusion  detection  for 
about  a  year,  installing  the  cor¬ 
porate  firewall  at  Pilot. 

“We  didn’t  have  the  staff 
with  the  expertise  for  this,  and 
the  relationship  with  Pilot  has 
worked  well  to  fight  viruses 
and  hacking  attempts,”  says  Bill 
Clark,  Internet  service  manager. 

Counterpane:  www.counter 
pane.com;  ISS:  www.iss.net 


ISS  FIRES  ‘BULLET’ 
AT  VIRUSES 

has  developed  an  intrusion-detection  applica¬ 
tion,  code-named  Bullet,  that  lets  e-commerce 
companies  scan  a  Web  site  visitor’s  PC  to  see  if 
it  is  infected  with  Trojan  horses,  such  as  Back 
Orifice,  or  viruses  that  could  be  passed  on  to  the  e-com- 
merce  site. 

Trojan  horses  let  intruders  seize  remote  control  of 
PCs,  and  that  could  mean  a  compromise  of  an  online 
banking  system,  for  example,  even  when  the  correct  user 
identification  is  employed  to  access  the  site. 

“Businesses  are  just  getting  fed  up  with  the  crap  com- 


"Busi nesses  are 
just  getting  fed 
up  with  the  crap 
corning  off  the 
internet 


Thomas  Noonan,  CEO,  Internet 
Security  Systems 

ing  off  the  Internet,”  says  ISS  CEO  Thomas  Noonan, 
adding  that  one  bank  is  expected  to  announce  it  is  using 
the  ISS  application  on  its  home  banking  site  this  week. 

The  ISS  application  uses  ActiveX  technology  to  scan 
the  laptop,  and  if  required,  wipe  out  the  unwanted,  dan¬ 
gerous  code.  Noonan  acknowledges  that  use  of  the  scan¬ 
ning  application  could  touch  off  an  invasion-of-privacy 
debate. 

Further  details  about  the  application  were  not  avail¬ 
able.  ISS  has  not  announced  when  the  application  will 
become  generally  available  or  how  much  it  will  cost. 

—  Ellen  Messmer 


■  "We  didn't  have  the  staff  with 
the  expertise  for  this ,  and  the 
relationship  with  Pilot  has 
worked  well  to  fight  viruses 
and  hacking  attempts." 

Bill  Clark,  Internet  service  manager,  ContiGroup  Companies 
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HARNESS  THE 

POWER 

OF  THE  NEW  LAN 

Register  today  for 

State  of  the  LA  Nf 
Shaping  Your  New  LANscape 

Presented  and  moderated  by: 

Kevin  Tolly,  President  and  CEO,  The  Tolly  Group 
John  Gallant,  Executive  V.P.  and  Editorial  Director, 
Network  World 

Join  the  leaders  of  the  networking  industry  as  they 
impart  their  knowledge  of  critical  LAN  technology 
issues  during  this  unique  interactive  forum.  As  you 
face  the  challenges  of  campus  LAN  infrastructure 
upgrades,  you  need  to  understand  the  many  mission- 
critical  decisions  for  channeling  the  power  of  new 
LAN  technologies.  This  event  will  address  many  of 
the  most  pressing  technology  issues  of  the  new 
millennium: 

•  Supporting  demanding  new  e-business  and 
multimedia  applications 

•  Integrating  PBX/telephony  functions  with  your 
existing  LAN  infrastructure  to  realize  new 
applications 

•  Pinpointing  the  combination  of  bandwidth, 
aggregation  schemes,  convergence  and  rerouting 
mechanisms  that  will  attain  "five  9's"  availability 

•  The  impact  of  Windows  2000  networking  on 
your  LAN 

•  Choosing  the  best  quality  of  service  mechanism 
for  your  applications 

Make  a  risk-free  investment  in  your  LAN's  future 
and  register  today!  A  complimentary  white  paper, 
"Critical  Issues  in  IP  Telephony,"  provided  by  The 
Tolly  Group,  is  yours  with  your  free  registration. 

www.nwfusion.coin/townmeeting/lan 
(800)  643-4668 
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To  become  a  sponsor  of  this  event,  contact  Andrea  D'Amato  at  (508)  490-6520  or  adamato@nww.com. 
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Napster  for  adults  and  idiots 
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ave  you  tried  Napster  yet?  Make 
sure  you  do  because  what  you’ll 
be  looking  at  could  be  the  tip  of 
the  iceberg  to  your  personal 
Titanic. 

For  those  of  you  who  haven’t 
had  the  pleasure  of  its  acquain¬ 
tance,  Napster  is  a  relatively  sim¬ 
ple  piece  of  software  that  plays 
MP3  music  files.  What’s  amazing 
about  it  is  that  it  links  you  to  the 
music  libraries  of  other  Napster 
users  so  you  can  share  music  files 
and  chat  with  those  users. 

And  the  statistics  are  pretty 
impressive.  Hold  on,  let  me  fire 
up  Napster  . . .  yep,  it  tells  me 
that  I  have  access  to  452,1 1 1 
songs  (1,824G  bytes!)  in  3,297 
libraries.  Now  that  is  what  I  call 
choice. 

It  is  also  what  I  call  a  legal 

time  bomb: Through 
the  offices  of  the 
Recording  Industry 
Association  of 
America,  18  major 
record  companies 
have  filed  a  lawsuit 
against  Napster.  The 
lawsuit,  filed  Dec.  6, 
1999,  accuses  Nap¬ 
ster  of  “contributory 
and  vicarious”  copy¬ 
right  infringement. 
This  suit  is  essential¬ 
ly  the  “let’s  ban  guns 
because  guns  kill  people”  philoso¬ 
phy  applied  to  music.  Idiotic. 

Equally  idiotic  is  the  petition 
some  students  have  started, 
which  Napster  supports,  to  try 
to  reverse  the  ban  by  some  uni¬ 
versities  on  the  use  of  Napster 
and  MP3.  It  seems  some  univer¬ 
sities  found  that  Napster  was 
chewing  up  bandwidth  at  an 
incredible  rate  and,  not  unrea¬ 
sonably,  started  blocking  Nap¬ 
ster  data  transfers  at  their  fire¬ 
walls.  The  students  whined  that 
it  was  their  “right”  to  use  Nap¬ 
ster  and  started  the  lame  peti¬ 
tion.  Idiotic. 

Be  that  as  it  may,  when  I  first 
checked  out  Napster  a  couple  of 
months  ago  I  thought  it  was  pret¬ 
ty'  cool,  but  with  one  thing  and 
another,  I  pretty'  much  forgot 
about  it. Then  last  week  the  IS 
manager  of  a  company  I’m  affili¬ 
ated  with  put  out  a  note  asking 
the  staff  to  desist  from  using 
Napster  during  working  hours.  It 


turned  out  that  less  than  half  the 
staff  was  using  Napster  while 
they  worked,  and  the  network 
connection  was  getting  mighty 
stretched. 

Because  of  team  spirit  in  the 
office,  the  manager’s  note  had  the 
desired  effect.  People  stopped 
using  Napster  with  wild  abandon, 
and  bandwidth  availability  was 
restored.  Not  so  apparently  in 
other  organizations. 

I’ve  talked  to  companies 
about  their  Napster  experiences, 
and  it  appears  the  larger  the 
company,  the  more  staffers  make 
the  assumption  that  a  “please 
stop”  request  doesn’t  apply  to 
them.  As  a  consequence,  IS  de¬ 
partments  get  Draconian  and 
block  Napster  just  like  the  uni¬ 
versities  did.  What  should  have 
been  an  easily  resolved  problem 
becomes  an  issue. 

But  in  these  companies  it 
seems  along  with  the  Napster 
problem  there  are  a  number  of 
related  issues  flying  in  loose  for¬ 
mation  that  cause  similar  manage¬ 
ment  concerns:  Non  work-related 
Web  surfing,  surfing-for-cash, 
compulsive  stock  market  check¬ 
ing  and  maniacal  eBay  watching. 

If  we  overlook  the  bandwidth 
erosion  problem  (and  out  of  the 
lot,  only  Napster  is  really  guilty  of 
that),  the  reason  organizations  get 
their  collective  knickers  in  a 
twist  isn’t  about  resources  abuse; 
it  is  about  the  staff’s  apparent 
lack  of  productivity. 

So  let’s  get  over  the  productivi¬ 
ty  problem:  If  you  want  to  deter¬ 
mine  if  your  staff  is  being  produc¬ 
tive,  don’t  ban  Napster  and  stock 
price  checking  and  all  the  other 
fetishes.  Convince  your  company 
to  set  work  objectives  and  assess 
staff  performance  by  whether 
they  are  meeting  the  goals. 

Suddenly  you’re  treating  the 
staff  like  adults  and  giving  them 
every  reason  to  behave  responsi¬ 
bly  because  their  performance  is 
assessed  by  objective  criteria.  I 
would  suggest  that  once  they  are 
being  treated  like  adults,  they  are 
far  more  likely  to  comply. 

Simple,  eh?  Now  excuse  me,  I 
must  go  and  tackle  the  issue  of 
world  peace. 

Global  solutions  to  nwcolumn @ 
gibbs.com. 
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Someday  soon  you'll  find  a  Zaplet  in 
your  in-box.  Do  not  be  afraid.  Do  not  call  an 
exterminator. 

A  Zaplet  is  a  souped-up  e-mail  package 
that  combines  the  desirable  elements  of 
e-mail,  instant  messaging  and  the  Web  in  a 
way  that's  designed  to  remedy  the  shortcom¬ 
ings  of  all  three.  Whether  sending  or  receiv¬ 
ing,  Zaplets  work  within  your  standard  e-mail 
client.  The  Internet-based  service  that  pow¬ 
ers  Zaplets  —  currently  in  beta  and  available 
for  a  test  drive  at  www.zaplet.com  —  is  the 
brainchild  of  a  California  start-up  called 
FireDrop,  which  counts  among  its  backers 
venture  capital  titan  Kleiner  Perkins  Caufield  &  Byers,  as  well  as  Sun 
technology  guru  Bill  Joy. 

An  example  helps  paint  a  picture  of  what  these  Java-based  Zaplets 
might  be  able  to  do  for  consumers  and  business  customers  in  con¬ 
junction  with  FireDrop's  back-end  infrastructure.  Say  you  need  to  send 
a  message  to  100  people  about  an  upcoming  business  meeting  or 
social  event.  Sending  a  plain  old  e-mail  is  easy.  Dealing  with  the  100 
responses  is  not  so  easy. 

"E-mail  solves  the  one-to-many  problem  but  doesn’t  solve  the 
many-to-one  problem  of  communication,"  says  David  Roberts,  Fire- 
Drop  co-founder  and  president.  "In  a  Zaplet,  you  send  out  that  one 
message  to  100  people  and  you  get  just  one  message  back,  and  that 
one  message  aggregates  all  of  those  responses  from  all  of  those 
individuals." 

For  example,  you  open  your  one  message  an  hour  after  sending  the 
Zaplet  and  you  see  that  10  recipients  have  responded.  Six  hours  later 
50  have  made  their  intentions  known.  The  next  day,  all  but  five  are 
accounted  for,  and  you  still  have  only  one  Zaplet  in  your  inbox,  not  95 
jumbled  e-mail  replies.  Moreover,  each  of  the  100  recipients  has  only 
their  one  Zaplet,  yet  they,  too,  can  monitor  the  latest  tally. 

You  can  accomplish  this  kind  of  interaction  on  a  Web  site,  but  you 
face  the  hurdle  of  getting  those  100  people  to  go  to  the  site.  People 
prefer  the  comfort  of  their  in-boxes,  FireDrop  believes,  yet  they  also 
want  the  type  of  dynamically  updated  content  and  exchanges  that  the 
Web  provides. 

Scalability  will  be  a  challenge  for  FireDrop,  security  will  be  a  con¬ 
cern  for  network  managers,  and  content  providers  will  worry  about 
their  Zaplets  being  inadvertently  zapped  by  overloaded  e-mail  users. 
But  people  are  going  to  come  up  with  all  kinds  of  creative  ways  to  use 
these  things. 


"Nobody's  right  if  everybody's  wrong." 

That  lyric  from  the  old  Buffalo  Springfield  tune  "For  What  It's 
Worth"  came  to  mind  this  week  as  I  read  about  the  courtroom  show¬ 
down  between  a  couple  of  hackers  and  the  makers  of  Cyber  Patrol,  a 
smut-blocking  tool  used  by  parents  to  protect  young  eyes.  The  vendor, 
Microsystems  Software,  dragged  the  hackers  into  court  after  the  pair 
littered  the  Internet  with  their  homegrown  software  that  lets  users  — 
including  savvy  kids  —  bypass  Cyber  Patrol  filters.  The  hackers  say 
they  were  motivated  by  the  fact  that  Microsystems  refuses  to  divulge 
the  list  of  Internet  sites  blocked  by  its  software. 

In  essence,  the  hackers  —  our  first  wrong  party  —  caved  before 
the  case  got  too  far.  They  agreed  to  stop  distributing  their  code. 

Microsystems  wins  no  medal  here,  however,  despite  prevailing  in 
what  it  characterized  as  a  simple  copyright  infringement  case.  The 
hackers  —  as  well  as  more  responsible  critics  —  have  lambasted 
Microsystems  for  keeping  its  blacklist  a  secret.  That  may  not  be  cen¬ 
sorship,  as  some  have  claimed  —  the  First  Amendment  applies  to  gov¬ 
ernment  controls  on  speech  —  but  it's  wrong. 

And  finally  there's  the  American  Civil  Liberties  Union,  which  piped 
up  on  behalf  of  the  hackers  and  a  number  of  ISPs  that  had  been  asked 
by  Microsystems  to  remove  the  Cyber  Patrol  workaround  from  mirror 
sites.  The  ACLU  generally  does  a  much  better  job  of  picking  its  fights. 


Pick  one  with  me  by  writing  to  buzz@mvw.com. 
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Monitor  the  performance  of  multiple 
NT  and  Windows  2000  servers  in  terms  you  can  actually  understand. 


l.@.  Server  good.  Server  bad.  Server  wants  its  mommy. 
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Say  hello  to  StatSTORM™  Performance  Monitoring  Software.  Unlike  others,  it  lets  you  customize  the  interface, 


performance  counters  and  alerts  so  you  can  diagnose  and  troubleshoot.  It  features  agentless  remote  monitoring. 


Fast  installation.  Easy  operation.  Plus  real-time  A:B  comparisons.  Nighty  night  servers.  Download  it  today  for  $199 
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wwwstatstonn.com 
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T3  solution  you  don't 

have  to  second  guess. 


T3  DSU/CSU 
Modular  interfaces  include  HSSI, 
V.35  and  a  unique  DSX-1. 


There’s  no  need  to  take  a  chance  when  migrating  from  T1  to  T3 
technology.  You  already  know  the  vendor  that  makes  things  work. 

The  one  that  has  millions  of  products  installed  Versatile,  reliable 
in  today’s  communications  networks,  on  enter-  tools  for  managing 
prise  circuits  and  throughout  the  local  loop.  The  voice,  data,  video  and 
one  that  sells  more  T1  integrated  access  devices  Internet  access  across 
and  DSU/CSUs  than  any  other  vendor  worldwide,  your  T3  connection. 
The  one  you  can  rely  on  time  and  again  for  cost-effective 
solutions,  reliable  performance,  and  service  beyond  your 
greatest  expectations — regardless  of  the  technology  involved. 

Why  look  anywhere  else? 


T3  Integrated  Access  Device 
Multiplexing  and  switching 
platform  for  large-scale 
voice/data/video  integration. 

3/1/0  Digital  Cross  Connect  System 
Easily  managed,  scalable  system  for 
affordable  time  slot  interchange. 


M13  Multiplexer 
Intelligent  redundancy 
prevents  network  disruption. 


ADTRAN  delivers. 


ADTRAN  is  the  undisputed  choice  for  T3  connectivity. 

And  we  have  the  product  set  to  prove  it. 


For  information  on  how  to  select  the  right  device  for  your 
T3  applications,  visit  www.adtran.com/t3.  Or  call  87?  212-0327 
toll-free  and  ask  for  the  T3  Buyer’s  Guide  package. 


All  ADTRAN  wide 
area  connectivity 
products  are  certified 
Y2K  compliant. 
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$prhMi.ll!99lJpdaio:Wide  Area  Networks.  Detaquest,  May3l,  1999. 
AB»W$iN  is  a  registered  trademark  of  ADTRAN,  Inc. 
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NetwoikWmld  tech-update 


The  High-Performance  Web:  Building 
a  World-Class  E-Business  Infrastructure 

These  sponsors  will  help  you  overcome  your  fears. 

Register  now  at  www.nwfusion.com/techupdate/web  or  call  (800)  643-4668. 


Platinum  Presenting  Sponsors 
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Alteon  Wf/’Systems 

Wet  Speed  for  e-8uHnes 


Based  in  San  Jose,  California,  Alteon  Web  Systems  (Nasdaq:  ATON)  is  an  Internet  infrastructure  company  that  has 
pioneered  the  concept  of  Web  switching.  Founded  in  1996,  the  company  manufactures  and  markets  the  industry's 
highest  performance  stackable  and  modular  Web  switches  as  well  as  the  world’s  best  selling  Gigabit  Ethernet  server 
adapters.  Forming  the  heart  of  these  products  is  Alteon’s  WebIC  —  a  custom  network  processing  L2-L7  ASIC. 
Alteon’s  Web  switching  solutions  have  been  deployed  in  Internet  data  centers  around  the  world  by  premier  online 
destinations,  Web  hosters,  ISPs,  and  portals  such  as  Yahoo!,  DLJdirect,  Excite@Home,  Buy.com,  Concentric 
Network,  DIGEX,  WebTV,  Frontier  Global  Center,  and  many  others. 
www.alteonwebsystems.com 


Gold  Exhibiting  Sponsors 


Appliant.com  is  the  technology  leader  in  monitoring 
performance,  availability  and  usage  for  mission-critical 
Web  sites.  Through  its  hosted  management  service, 
Appliant.com's  Lateral  Line  Network™  enables 
e-businesses  to  maximize  their  return  on  investment  in 
Web  applications  and  Web  infrastructure  by  minimizing 
the  risk  of  downtime  and  performance  problems. 
www.appliant.com 
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ArrowPoint  Communications  provides  intelligent  Web  switches  that  enable  customers  to  build  global  Web  networks 
optimized  for  e-commerce  transactions  and  Web  content  delivery.  To  learn  how  ArrowPoint  is  helping  over  1 00 
leading  Web  hosting  and  application  service  providers,  enterprises  engaged  in  e-commerce,  and  ISPs  maximize  new 
Web  business  opportunities  and  ROI,  visit:  http://www.arrowpoint.com. 

www.arrowpoint.com 


F5  Networks  is  the  leader  in  Internet  Traffic  and  Content  Management  products  for  e-business.  F5  has  an  integrated 
suite  of  high-performance  products  that  automatically  and  intelligently  manage  user  traffic  and  content  to  deliver  Web 
site  integrity.  E-businesses  require  control  and  predictability  of  their  infrastructure  to  provide  high-performance  as 
defined  by  reliability,  scalability,  speed,  and  management.  They  also  need  to  maximize  ROI  for  e-business 
infrastructure  and  enable  flexible  deployment  options.  F5  products  provide  an  unmatched  combination  of  availability 
and  performance  for  mission-critical  servers  and  applications.  In  a  world  where  fast,  dependable  sites  translate  into 
brand  equity,  revenue,  and  market  share,  success  is  critical.  F5  delivers. 
www.fi.com/nww 


Foundry  Networks,  Inc.  (Nasdaq:  FDRY)  is  a  leading  provider  of  very  high  performance,  cost  effective  strategic 
end-to-end  switching  solutions  for  enterprises  and  Internet  Service  Providers  (ISPs).  As  of  January  2000, 
Foundry  Networks  had  a  worldwide  customer  base  of  more  than  1 ,500  customers  and  had  a  successful  IPO  on 
September  28, 1999,  raising  $134  million. 

www.foundrynetworks.com 


HolonTech 

Corporation 


HolonTech  Corporation  located  in  Silicon  Valley,  develops, 
markets  and  sells  load  balancing  and  cluster  management 
solutions  for  managing  Internet  traffic  and  content  for 
e-business  websites  requiring  fast  response,  high 
availability  and  scaleable  solutions.  For  more  information, 
visit:  www.holontech.com  or  call:  1  -888-380-61 00 
www.holontech.com 


Network  Engines  develops  and  markets  server 
appliances,  a  new  class  of  scalable  Internet  computer 
that  addresses  the  growing  needs  of  dot  com  companies, 
web  hosting  providers.  Application  Service  Providers 
(ASPs),  and  Internet  Service  Providers  (iSPs).  Our  rack¬ 
mounted,  1 U  appliances  offer  a  choice  of  NT  or  Linux  and 
combine  all  the  hardware  and  software  needed  to  install, 
manage,  optimize  and  expand  your  mission  critical  e- 
ousiness  and  e-commerce  applications, 
www.networkengines.com 
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Organizations  with  Windows  NT/2000  Web  servers  or  e-business  applications  require  the  scalability  and  reliability 
offered  by  Lightspeed  Systems’  unique  traffic  management  software. 

With  products  for  the  gateway  and  server  levels,  Lightspeed  Systems  gives  you: 

•  Tight  integration  with  your  Windows  network  environment  enabling  the  use  of  Windows  domain  users  and 
groups  to  configure  network  traffic  flows; 

•  A  single,  intuitive,  drag-and-drop  interface; 

•  All  the  tools  of  the  trade,  including  load  balancing,  service  and  application  monitoring,  firewall  security,  traffic 
prioritization,  bandwidth  management,  failover,  filtering,  NAT,  traffic  statistics,  and  more; 

•  The  throughput  of  hardware  with  the  scalability  of  software. 

Phone:  (661)  324-4291  or  (877)  4IP-MAGIC 

www.lightspeedsystems.com 


RADWARE  (Nasdaq:  RDWR)  offers  a  complete,  end-to-end,  Internet  Traffic  Management  (ITM)  solution  for  all  IP 
traffic,  increasing  fault  tolerance,  optimization  of  resources,  redundancy  and  scalability  for  websites,  firewalls,  VPNs, 
routers  and  caching  devices.  RADWARE  —  keeping  you  and  your  customers  Always  On-Line. 

www.radware.com 


Resonate  provides  solutions  for  "Keeping  E-Business 
Open  for  Business.  "  Resonate’s  software-based 
Internet  Services  Management  (/SM)  solutions  ensure 
high  availability  and  predictable  performance  of  e- 
business  applications.  Our  solutions  cover  the  wide 
range  of  requirements  from  server  load  balancing  to 
advanced  traffic  management  and  service  level  control. 
www.resonate.com 


SunGard  Network  Solutions  Inc.  —  doing  business  as 
SunGard  Networks  —  is  an  affiliate  of  SunGard 
Business  Continuity  and  Internet  Services,  the  leading 
provider  of  disaster  recovery  services.  We  combine  over 
20  years  of  solutions  experience,  best-of-breed 
infrastructure,  and  industry-leading  customer  service  to 
support  your  business  requirements.  While  you  focus  on 
what  you  do  best.  SunGard  Networks  manages  your 
technology  infrastructure  for  you.  Our  service  offerings 


KTo  become  a  sponsor  of  this  event,  please  contact  Andrea  D’Amato  at  (508)  490-6520  or  adamato@nww.com. 


include  Internet  Access,  Co-location,  Load  Balancing, 
and  Web  Hosting. 

www.e-recovery.com 
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CONNECTIVITY  SOLUTIONS  T3  Tl  El  FRAME  RELAY  xDSL  HDSL  HDSL2  ISDN  DDS  WIRELESS 


T3  DSU/CSU 
Modular  interfaces  include  HSSI, 
V.35  and  a  unique  DSX-1. 
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There’s  no  need  to  take  a  chance  when  migrating  from  Tl  to  T3 
technology.  You  already  know  the  vendor  that  makes  things  work. 

The  one  that  has  millions  of  products  installed  Versatile,  reliable 
in  today’s  communications  networks,  on  enter-  tools  for  managing 
prise  circuits  and  throughout  the  local  loop.  The  voice,  data,  video  and 
one  that  sells  more  Tl  integrated  access  devices  Internet  access  across 
and  DSU/CSUs  than  any  other  vendor  worldwide.  y°ur  T3  connection. 
The  one  you  can  rely  on  time  and  again  for  cost-effective 
solutions,  reliable  performance,  and  service  beyond  your 
greatest  expectations — regardless  of  the  technology  involved. 

Why  look  anywhere  else? 

ADTRAN  is  the  undisputed  choice  for  T3  connectivity. 

And  we  have  the  product  set  to  prove  it. 


T3  Integrated  Access  Device 
Multiplexing  and  switching 
platform  for  large-scale 
voice/data/video  integration. 

3/1/0  Digital  Cross  Connect  System 
Easily  managed,  scalable  system  for 
affordable  time  slot  interchange. 


M13  Multiplexer 
Intelligent  redundancy 
prevents  network  disruption. 


For  information  on  how  to  select  the  right  device  for  your 
T3  applications,  visit  www.adtran.com/t3.  Or  call  87?  212-032 7 
toll-free  and  ask  for  the  T3  Buyer’s  Guide  package. 


you  need  a  T3  solution  ycu  don't 

havA  tn  cornr 


have  to  second  guess. 


ADTRAN  delivers 


All  ADTRAN  wide 
area  connectivity 
products  are  certified 
Y2K  compliant 


Experts  choose  ADTRAN." 
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